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New  EnglMd;  Meicury-Excalum  of  N«w 
Englond,  Inc. 

278  Main  Street,  Hartford,  Conn. 
Sewth;  Eicelum  of  AAorylond 

1810  Winchester  St.,  ialtimore,  Md. 


Main  Plant:  New  Hyde  Pork,  I.U.,  N.  Y. 

Fleldstone  7-1867 
Midwest:  Centrol-Excelum 

3419  Rutger  St.,  St.  Louis,  Mo. 


New  Jersey:  Excelum  of  New  Jersey 
Route  6,  lodi,  N.  J. 

Upstate  New  Yerh:  Excelum  of  Central 
New  York 

563  North  Solino  Street,  Syracuse,  N.  Y. 
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CALL  OR  WRITE  NOW 

j  Tel;  ¥A’.  5-2400 

rbERAL  SCREEN  &'SASH  dO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


FEDERAL  SCREEN  &  SASH  CO.  (Dei.t,  B  4) 

85  E.  Merrick  l!d.,  Valley  Stream,  L.  I.,  N.  Y, 

Please  send  the  complete  story  on  FEDCO. 
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a  good  product...  plus... 


compeient  engrineerUtgg  know-how  in  d9$ignt  production  and  service . . . 

I 

...  the  "Plus"  values  to  consider  when  lining  up  with  a 
manufacturer.  Nash  gives  you  these  and  more! 

With  more  than  a  quarter  century  of  manufacturing 
experience,  Nash's  highly  skilled  craftsmen  assure  precision- 
built  products  that  make  for  easier  sales  and  give  a 
housetime  of  comfort,  satisfaction  and  service. 


NASH  iXnUMD 
ALumiMum 
COMBINATIOH 
STOBM  AMD 
SCMEIM  DOOMS 


Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


DOOM  SWEEPS 


2  Track  Flange  Type  Window 

2  frock  Chonne/  Type  Window 

3  frock  Flange  Type  Window 

3  Track  Channel  Type  Window 

Combination  Doors 

Jalousie  Windows  and  Doors 

Casements 

Door  Grilles 

Door  Sweeps 

Aluminum  Thresholds 


MANUFACTURING  CO 


17  So.  Seventh  Aveni 
Long  Branch,  N./l. 
Long  Branch  6-6200 


DOOM  GMILLES 


U.  S.  Route  1,  Newark-Elizabeth  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstonel  Street 
Dorchester,  Mass..  Avenue  2-3600 


See  how  NASH  can  increase  your  profits! 


from  I  tlrincfow  to  a  TrallerloadI" 

v»'e*her  ,ou  re  a  large  or  small  operarar . 

■e  NASH  KD  PLAN  w,ll  qu.cl>  coav.nce  yo 
‘  a  NfW  ord  MODfeN  PPOfir  TECHNIOUF 


NASH  ALUMINUM  LTD. 
904  Bruce  St  ,  Oshawa, 
Oshewa  3-2219 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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Insulation  was  made  by  Virginia  Awning 
Manufacturers,  Staples  Mill  Road.  Richmond, 
Virginia.  Awnings  ore  the  products  oi  Lock 
Vent.  Inc.,  P.  O.  Box  8585,  Richmond  26, 
Virginia. 


Awning  Dealer  Says  His  Experience  Shows  Specialization  is  Best. ...  55 

B.  S.  Reporter .  62 

Increase  in  1954  Construction  Spending  Seen .  114 

Mobile  Alumina  Plant  Expands  Facilities .  116 

FTC  Drops  Bon  on  Word  "Free"  in  Advertising .  120 

Home  Builders  Advised  to  Turn  to  Vast  Modernization  Repair  Market. .  126 


BUILDING  SPECIALTIES  &  Home  Improvement  Dealer  is  published  by 
Hoffman  Publications,  Inc.,  425  Fourth  Avenue,  New  York  16,  N.  Y. 

Also  publishers  of  AMERICAN  ROOFER  &  SIDING  CONTRACTOR;  and 
ROOFING,  SIDING  &  BUILDING  SPECIALTIES  MA.VUAL. 

Issued  monthly.  Yearly  subscriptions,  $3.00;  two  years,  $3.00  in  the  United 
States.  $4.00  per  year  in  Canada.  $5.00  per  year  in  all  other  countries. 
Single  copies,  35  cents.  Copyright  1954  by  Hoffman  Publications,  Inc. 

Not  responsible  for  the  return  of  manuscripts  or  illustrations. 


(St  Home  Improvement  Dealer 


5 


TAKE  THE 


A  FULL  3  CHANNiL  QUAUTY  UNIT  FOR 
YOUR  PRICE-CONSCIOUS  CUSTOMER! 


PATHWAY  TO  PROEITS! 


RINUM  COMBINATION  WIND! 

NO  combination  window  on  the  market 
can  compete  with  this  beauty  at  the  price! 

•  THREE  FULL  CHANNELS ...  FULL  SELF-STORAGE 

•  TRIM,  MODERN,  STREAMLINED  BEAUTY 

•  RUGGED,  STURDY,  FREE  FROM  TROUBLE 

•  SO  NEWI  SO  LOW  PRICEDI 

•  EXCLUSIVE  "ROLL-EASY”  ACTION 

•  EASY  TO  INSTALL...ONE  PIECE  "PERMALOK”  FRAME! 


THE  COMBINATION  DOOR  OP  THE  YEARI 


IMPROVED 


IN  THE  WORLD! 

,  *  3  TRACK  „ 

\ 

V  \ 


NAT, 9, 
mo^t  eo*ipi,„ 

comtroi 


ROYAL 


AL0MIMUII 

OMBINAfiei 


DOOR 


HEAVIER,  STURDIER,  STRONGER  THROUGHOUT! 

NOW  .  .  .  Storm  and  screen  easily  interchanged! 

NOW  .  .  .  Knob-type  latch  for  added  beauty! 

NOW  .  .  .  Concealed  hinges —  locked  in  to  stay  put! 
NOW  .  .  .  Shock-proof  corner  construction! 

AMERICA'S  FASTEST  SELLING  DOOR 
.  .  .  now  even  better  for  '541 
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loaded 


Yes,  there 
is  something 
Really  new 
under  the  Sun 


atui 


ED  CONSTRUCTION 
AND  DESIGN! 


AUMIUITIC  AWNMOS 

OTR  GVOilsriMA  fUC  ^AliyDfy  **■* 

nmdf  !•  insiollf  or  In  cotiVDiiiMit  lAiiftlitl 


CALL-MRE  or  SEND 
!  COUPON  NOWI 


ALUMATIC  CORPORATION  OF  AMERICA 
20SI  S.  56lh  Street  •  Milwaukee  14,  Witcecisin 


□  PI*ot*  ttfid  m*  mor*  infermofion  i^ri  ths 
AlumoHc  lm«! 
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Schlegel  Wool  Pile  Featured  in 

KOOLSHADE  3-Trock 


COMBINATION  WINDOWS' 


Modern  Koolshade 
Year  ’round  Protection 


A. 


B. 


C. 


NEW  —Ease  of  op>eration,  unexcelled  due  to  millions  of 
wool  pile  bearings.  Provides  unequalled  seal  against  weather 
and  dust.  NO  METAL-TO-METAL  CONTACT  at  critical 
points.  The  same  time-tested  Schlegel  wool  pile  used  in 
automobiles,  primary  windows  and  in  weatherstripping  for 
over  25  years — now  introduced  to  Combination  Windows 
by  Ingersoll. 

NEW-Qwik  -On  Koolshade  Sunscreen  for  upper  insert 
gives  full  window  sun  protection  at  low  cost. 

NEW— Interlocking  meeting  rail  assures  additional  weather 
block . . .  another  innovation  by  Ingersoll. 


Costs  Less 


Homeowners  are  enthusiastic  about 
the  protection  and  cost  of  Koolshade 
Combination  Windows  and  Doors. 
They  can  get  complete,  year  ’round 
protection  for  about  half  the  cost  of 
any  other  windows  with  ordinary 
screens  and  awnings  . . .  permanent  or 
cloth  which  need  replacement  about 
every  3  to  5  years. 


Koolshade  Combination 
Windows  and  Doors  are  leaders  in  the  field  and  their 
special  features  make  them  "naturals”  for  year  ’round 
sales  .  .  .  year  ’round  profits. 


Check  this  Cost  Comparison  Yourself 


PERMANENT 

AWNING 

-f-  ordinary  window  = 
$70  (approx.) 


CLOTH  AWNING 
-j-  ordinary  window  = 
$50  (approx.) 


KOOLSHADE 
COMBINATION 
WINDOW 
full  sun  protection 

$40  (approx.) 


*R«ciM«r*d  Trftdemftrk  applied  for. 
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The  Only  Window  Offering 
YEAR  ’ROUND 
Protection 


No  Premium  Price 


Here’s  an  opportunity  for  you  to  sell  year  ’round 
weather  protection  with  BIG  year  ’round  profits — 
and,  at  no  price  premium.  Koolshade  Combination 
Windows  and  Doors  "sell  themselves’’  winter  or  sum¬ 
mer,  They  keep  cold  out  and  save  on  fuel  bills  in 
winter — keep  insects  and  heat  out  in  summer. 


You’ll  have  the  established  reputations  of  Ingersoll  — 
Borg- Warner  behind  these  3-way  Combination  Win¬ 
dows  and  Doors.  Experienced  factory  representatives 
and  top-notch  sales  executives  combine  to  give  you 
the  benefit  of  their  merchandising  know-how  right 
from  the  start  in  setting  up  your  business.  Continuous 
Koolshade  promotions,  including  advertising,  give¬ 
aways,  sales  incentives  and  others,  are  designed  to 
GET  RESULTS  .  .  .  save  you  time  and  money. 


Every  homeowner  with  one  or  more  sun-exposed  win¬ 
dow  is  a  prospect  for  Koolshade  Qwik-On  Sun¬ 
screen.  Adaptable  for  picture  windows,  casement 
windows,  porches  and  wood  screen  frames,  the  cost  is 
about  Vi  to  Vi  the  cost  of  permanent  awnings  and 
about  the  same  as  an  average  quality  cloth  awning. 
Koolshade  Qwik-On  Sunscreen  is  easy  to  install, 
keeps  rooms  up  to  15°  cooler  and  prevents  fading. 


With  Koolshade  Sunscreen,  Ingersoll— Borg- 
Warner  gives  you  a  sales  feature  that  makes  all  other 
storm  windows  and  awnings  obsolete. 


Wire  or  Mail  Coupon  for  Information 


PICTURE  WINDOWS 
CASEMENT  WINDOWS 

PORCHES,  WOOD  SCREEN 
FRAMES 


Ingersoll  Products  Division,  Borg-Worner  Corp, 
310  So.  Michigan  Ave.,  Chicago  4,  III. 


PRODUCT  or  BORC- 


Rush  me  the  details  about  KOOLSHADE  3-WAY  COMBINATION 
WINDOWS  AND  DOORS.  I  am  a 

r~l  Distributor  i  Q  Deoler  Q  Salesman 


ADDRESS. 


STATE 
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House  to  House  Sellers  Are 
Optimistic;  See  Banner  Year 


TTKAV’Y  buying  at  the  third  na- 
^  ^  tional  trade  show  of  the  Na¬ 
tional  Association  of  House  to 
House  Installment  Companies,  held 
at  the  New  Yorker,  indicates  that 
that  industry  is  looking  forward  to 
a  banner  year. 

George  M,  Rideout,  vice  presi¬ 
dent  of  Babson’s  Reports,  Inc., 
predicted  at  the  association’s  an¬ 
nual  meeting  a  drop  of  about  8 
per  cent  in  retailing  generally  this 
year,  but  .said  that  the  hou.se  to 
house  instalment  .selling  would  be 
least  affected. 

Mr.  Rideout  .said  that  depart¬ 
ment  .store  would  be  mo.st  hurt, 
especially  in  durables,  and  that 
chain  variety  store  .sales  this  year 
would  surpa.ss  tho.se  of  department 
stores. 

He  .said  that  hou.se  to  hou.se  in¬ 
stalment  companies  will  benefit  by 
the  continued  shift  in  population 
to  the  suburbs,  and  .stand  a  good 
chance  to  equal  or  better  1958  .sales 
figures  provided  they  cooperate 
with  Better  Business  Bureaus  and 
local  Chambers  of  Commerce  by 
maintaining  ethical  operations. 

Optimism  Shared 

Industry  members  share  Mr. 
Rideout’s  optimism.  Some  63  per 
cent  of  as.sociation  members  sur¬ 
veyed  recently  expect  to  better 
1958  volume  this  year.  About  the 
.same  percentage  plans  to  take  on 
new  lines  of  merchandise  this  year 
and  an  t  equal  number  plans  to 
expand  its  .sales  forces. 

Rea.sons  for  the  industry’s  op¬ 
timism  are  plain.  Hou.se  to  house 
.selling,  fir.st  off,  represents  the 
grass  roots  .selling  now  being  called 
upon  by  other  industries  entering 


a  competitive  economy  for  the  fir.st 
time.  Its  growth  rate  since  the 
war  has  been  running  well  ahead 
of  retailing  generally  and  there  is 
no  reason  to  believe  it  will  slow  up 
unduly  as  conditions  set  in  under 
which  it  thrives. 

Confidence  in  the  future  for 
hou.se  to  hou.se  in.stalment  .selling 
has  been  best  demonstrated  by 
manufacturers  them.selves. 

At  the  fir.st  trade  show  in  1951 
only  a  handful  of  manufacturers 


<<rnHE  crucial  problem  of  our 
-L  times  is  the  prevention  of 
.sev’ere  depressions,  not  of  busine.ss 
or  employment  cycles.” 

This  belief  is  expressed  by 
Arthur  F.  Burns,  chairman  of  the 
President’s  Council  of  Economic 
AdvLsers,  in  “The  Frontiers  of 
Economic  Knowledge,”  published 
by  Princeton  University  Pre.ss  for 
the  National  Bureau  of  Economic 
Research.  This  book  comprises 
major  writings  of  Mr.  Burns  be¬ 
fore  appointment  to  his  pre.sent 
post. 

In  his  discu.ssion  of  the  preven¬ 
tion  of  depre.ssions,  Mr.  Burns  said 
that  the  fir.st  and  fundamental  task 
was  to  determine  why  some  busi¬ 
ness  contractors  are  brief  and 


were  repre.sented  among  them  the 
39  charter  members.  This  year  225 
leading  manufacturers  are  display¬ 
ing  their  w’ares — various  types  of 
hardgoods,  .softgoods,  jewelry  and 
specialty  items  in  162  product 
categories.  And  92  of  these  manu¬ 
facturers  are  exhibiting  for  the 
first  time. 

What  makes  this  type  of  distri¬ 
bution  so  attractive  that  leading 
manufacturers  are  willing  to  bank 
on  it  not  only  with  exclusive  lines, 
but  with  fair  traded  items  as  well? 
The  answer  lies  in  an  examination 
of  the  unorthodox,  flexible  type  of 
merchandising. 

Briefly,  hou.se  to  hou.se  install¬ 
ment  .selling  consists  of  selling 
right  in  the  home  any  number  of 
primary  necessities,  usually  labor 
.saving  devices,  for  a  small  down 
payment  and  low  weekly  payments. 

(Continued  on  Page  76) 


mild  while  others  reach  disasterous 
proportions.  He  explained  that 
.some  insight  into  this  problem  is 
provided  by  the  familiar  hypothe¬ 
sis  that  “developments  during 
prosperity  —  which  may  cumulate 
over  one  or  more  expansions  — 
shape  the  character  of  a  depres¬ 
sion.” 

Mr.  Burns  .said,  however,  that 
“a  ho.st  of  developments  during  a 
busine.ss  decline,  largely  uncon¬ 
nected  with  what  happened  during 
the  previous  prosperity,  may  con¬ 
vert  what  might  have  been  a  mild 
contraction  into  a  .severe  one.” 

Commenting  on  the  unreliability 
of  economic  foreca.sts,  Mr.  Burns 
revealed  a  promising  fact  discov- 
(Continued  on  Page  80) 
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why  CAPITOL  has  boconia  a  rival  for  tha 
patlHon  of  top  producor  of  aluminaoi  ttorm>tcraaN 
doors.  Tho  roosons  s^il  oat  ^•o^f'i't  for  ovory 
mombor  of  its  widcnitif  distribution  family. 

Compotition  is  good  for  basinoss.  Compotition  mmdo 
CAPITOL.  Whoro  rival  companios  shot  for  tho 
immodiato  conquost,  CAPITOL  proporod  for  tho  long 
haul  by  dovoloping  largo>sealo  productioa  mothods. 
Whoro  otbors  concontratod  on  moss  soiling,  CAPITOL 
its  offort  into  mass  production.  Whoro  soma 
proforrod  tho  largo  profit,  CAPITOL  contontod  itsolf 
with  groator  quolity  and  profitod  oquolly  throu|^ 
mass  volumo.  And,  whom  most  lookod  to  Mm  hoovono, 
CAPITOL  kopt  its  oar  and  principlos,  spoculotiont 
and  plans,  squamly  on  tho  gmund. 

Tho  ond  rotuh  1$  this:  Today  CAPITOL  Is  producing  • 
quality  door  ia  quantity  .  .  .  dolhrorlnq  whoa  and  as, 
at  a  prieo  no  ono  con  oquui  point  lor 
pelni.  Its  doalan  and  distributors  aro  sm/aylnp  a 

and  fluidity  at  tumovar  low  ofhor  brands  esm 
Salas  eharts  eontinuo  to  show  haalthy  proptass 
spitm  of  roportod  markot  softoninq  In  tomo  aroas, 

Tho  trtossaqo  is  obvious  to  shrowd  buyors:  To  moot  and 
compotition,  CAPITOL  is  tho  brand  to  buy. 

if  you  buy  in  coriood  lots,  CAPITOL  may  hovo  o 
dosirabio  distributorship  for  you  with  diroct>from- 
foctory  doiivcry  in  our  own  trucks.  Smaller  quontity 
users  can  also  be  accommodated  through  strotogicaliy 
located  distribution  points. 


BS-4 


CAPITOL 


Doors,  me. 


Moehcmictbiirg.  Fa. 
Tolophonot  4716 


CilPITOL  DOORS.  Inc. 
Mechanicsbnrg.  Pa. 

Gentlemen: 

ticase  send  full  details. 
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SALES  DOUBLED! 


Record-breaking  demand  for  Kaiser  Aluminum  Shade  Screening-plus  55^  average  mark-up-insures  big  profits! 


America  is  learning  a  revolutionary  new  way  to  beat 
the  heat  — Kaiser  Aluminum  Shade  Screening!  This 
amazingly  effective  product  cuts  room  temperatures  as 
much  as  15°  and  is  making  thousands  of  homes  and 
buildings  cooler  and  more  comfortable. 

Last  summer,  Shade  Screening  broke  all  sales  records 
with  a  whopping  206%  increase  —  more  than  double  the 
previous  year!  Dealer’s  average  markup  — 55% ! 

Profitable  Addition  to  Your  Line! 

Boost  your  sales  and  profits  by  adding  Shade  Screening 
to  your  line  as  an  extra  sales  feature.  Makes  a  perfect 
package  deal  with  screen  doors,  storm  windows,  jalou¬ 
sies.  porch  enclosures.  And  it  provides  a  quick  profit 
when  sold  alone. 

Extra  Profits  from  Air  Conditioning  Boom! 

Shade  Screening  goes  hand  in  hand  with  air  condition¬ 
ing  sales  — frequently  can  be  sold  in  combination. 


TEST  HOUSE  WAIL  section  with  Kaiser  Aluminum  Shade  Screening 
(right)  blocks  sun  outside  window,  shades  room.  Note  absence  of 
hot  sun  spots  on  floor,  which  flood  through  ordinary  screening 
(left)  causing  buildup  of  high  inside  temperatures.  Interior  shades 
not  satisfactory  because  once  heat  gets  in  room  it  is  trapped! 


because  Shade  Screening  reduces  peak  load.  Where  air 
conditioning  is  not  affordable,  Kaiser  Aluminum  Shade 
Screening  gives  dramatic  relief  at  low  cost.  Even  where 
air  conditioning  already  exists.  Shade  Screening  is  a 
smart  buy  for  your  customers,  because  it  makes  units 
operate  at  lower  cost! 

Ideal  for  House-to-House  Sales! 

This  low-cost  cooling  device  gets  immediate  attention 
from  sweltering  home-owners.  You  are  furnished  with 
promotional  material  that  helps  you  make  a  high  per¬ 
centage  of  sales!  You  can  make  quick,  on-the-spot  esti¬ 
mates  and  easily  install  Shade  Screening  in  any  type 
frame. 

Check  all  the  unique  selling  features  of  Kaiser  Aluminum  Shade  Screening; 

Keep  rooms  up  to  15°  cooler  in  hottest  sun!  Tiny  louvers  are 
set  at  an  angle  to  block  hot  sun  rays  before  they  hit  window. 
This  eliminates  a  major  cause  of  high  room  temperatures. 

Cots  harsh  light  glare!  Admits  plenty  of  soft  light  Air  circu¬ 
lates  freely. 

Protects  against  sun-fading!  Keeps  sun  from  fading  draperies, 
other  furnishings. 

Protects  against  insects  like  any  standard  screening. 

Gives  daytime  privacy  — But  you  can  see  out  easily! 

Maintenance-free!  Precision-produced  from  tough,  high-grade 
aluminum.  C;an’t  cause  ugly  red  rust  stains  on  sills  and  siding. 
Never  needs  paint.  Corrosion  resistant. 

Easy  to  install  in  any  type  frame. 


Write  for  free  sample  and  catalog  page.  For  name  of  your 
nearest  manufacturer  or  jobber  contact  the  Kaiser  Alumi¬ 
num  sales  office  listed  in  your  telephone  directory.  Kaiser 
Aluminum  &  Chemical  Sales,  Inc.,  Oakland  12,  California. 

Order  adequate  stocks  of  Kaiser  Aluminum  Shade 
Screening  now.  Available  in  regular  or  tension 
frames  from  sash  and  screen  manufacturers,  and  in 
convenient  rolls  from  jobbers. 


PATENTED 


SHADE  SCREENING 


Your  sales  will  be  backed  up  with 
fuW  page  ads  in  LIFE  magazine  at 
*  the  peak  of  the  selling-season  — 
plus  ads  in  American  Home  and 
Better  Homes  &  Gardens! 
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THE  Smati-inmtl 

Across  the  board  .  .  ..1954’s  smartest  move  is  to  Cool-Ray 
the  nation’s  fastest  moving  aluminum  awning.  There’s  no 
secret  to  the  Cool-Ray  dealer’s  success  for  he  sells  a  better 
awning  at  a  fairer  price  than  his  competitor.  Full  factory 
cooperation,  geared  to  1954’s  needs,  assures  today’s  Cool-Ray 
dealer  of  higher  profits,  faster  delivery  and  lower  consumer 
resistance.  Learn  how  you  can  join  the  move  to  year  ’round 
awning  profits  by  becoming  a  Cool-Ray  dealer  or  distributor 
now.  Write,  wire  or  phone  —  today! 

all  aluminum  awnings 


jm  •  •  • 

•-•.V. 

v.v. 

V-v. 

K“.V 
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'DIVISION  OF  TME  ROSENBLUM  BROS.  CO.  •  226  S  PHELPS  ST  •  YOUNGSTOWN,  OHIOi 
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NOW. ..  America's  Most 


^1 

I.  Spring  lantion  bolancpt  weight.  Simple  adjustment  changes  pitch.  2.  Gear¬ 
less  operation  eliminates  maintenance.  3.  Detachable  handle  gives  fingertip 
control  for  projecting  or  retracting.  4.  Pontographic  arms  are  galvanized 
steel.  5.  Patented  aluminum  panels  interlock  for  complete  water  proofness. 


Every  store  owner  in  America  is  a  prospect  for  the  beautiful,  practical 
new  Childers-Ajax  Retractable  Awning. 

Once-in-a-Life-Time  Opportunity  now  open 
to  Building  Specialty  Dealers  who  qualify: 

For  a  limited  time  only,  you  can  get  in  on  the  ground 
floor  of  one  of  the  most  profitable  and  substantial  new 
fields  of  business  today.  The  Childers-Ajax  opens  up  a 
rich  new  awning  market.  It’s  fast  and  easy  for  you  to  get 
into  the  commercial  awning  business.  Write  Childers  today 
for  complete  details,  Childers  Manufacturing  Company, 
Houston  8,  Texas,  on  how  the  Childers-Ajax  can  increase 
your  business  up  to  60% ! 


BERKLEY  D«coralor-*tyUd  Bark-  WINDSOR  New  curved  Windsor  CASEMENT  Designed  specifical-  DOOR  CANOPY  Protect  door- 

ley  awnings  add  new  beauty  to  adds  grace  to  architectural  de-  ly  for  casement  windows,  this  ways  with  stylish  Childers  Door 

any  style  home  or  type  of  home.  sign  of  any  heme  ...  eld  or  new.  awning  mo'ches  ether  styles.  Canopies. 


CORNERS  All  Childers  Awnings 
available  with  corners  for  pro¬ 
tection  of  windows  and  porches. 


PATIO  COVER  For  the  big  "out¬ 
door  living"  market-  in  two 
styles  with  deep  or  narrow  ends. 


Check  all  these  quality  features: 

1.  Face  sheet  of  solid  aluminum,  completely 

leakproof,  yet  well  ventilated. 

2.  Gleaming,  baked-on  enamel  finish. 

3.  Wide  choice  of  colors. 

4.  Individually  packaged  in  all  standard  sizes. 

5.  Completely  manufactured  at  the  factory. 
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1 


Complete  Line  of  Awnings 

Revolntionary  new  retiactable  awning  added  to  Childers 
residential  awning  now  gives  Childers  dealers 
opportunity  to  supply  every  kind  of  awning  need. 


First  with  packaged  awnings,  Childers  now 
first  with  revolutionary  commercial  awning. 


HOW  ONE  MAN  CAN  UNPACK  AND  INSTALL  A  CHILDERS 
V  AWNING  "ON  THE  JOB"  IN  20  MINUTES 


Childers  has  scooped  the  rest  of  the  awning  man¬ 
ufacturers  again  to  bring  you  the  most  amazing 
new  product  in  years.  Added  to  Childers  present 
line  of  packaged,  residential  awnings,  this  new 
product  gives  you  the  most  complete  line  of 
awnings  in  America. 

The  revolutionary  new  Childers-Ajax  Awning, 
imported  from  sun-conscious  Brazil,  uses  a  com¬ 
pletely  new  mechanical  principle  for  aluminum 
awnings.  This  new  awning  eliminates  many  ex¬ 
pensive  maintenance  problems,  other  folding 
awnings  are  troubled  with. 


Now  building  specialties  dealers  have  a  product 
they  can  use  to  tap  the  big  year-around  awning 
market  for  stores  and  businesses. 


Childers  line  of  residential  awnings  is  already 
nationally  famous  among  building  specialties 
dealers.  These  are  the  awnings  that  come  com¬ 
pletely  packaged,  ready-to-install.  No  expensive 
slat-by-slat  or  complicated  assembly  is  needed. 


CHIIOIRS 

€$jtt 

^  AWNINOS 


Childers  Mfg.  Co. 
3620  W.  1 1th  St. 
Houston,  Texas 


CHILDERS 

riAOtMAKK 

ALL-ALUMINUM 


••cur*d 
tim*  20  minuta*. 


n 

clip  Coapon  ond  rash  t«  lob  Childers,  President  marked  for  his  personal  attentieo.  I 


Childers  AAanufacturing  Company 
3620  W,  I  Ith  St.,  Houston  8,  Texos 

Please  rush  me  complete  information  on  your  money-making  awning 
opportunity. 

_  I  am  interested  in  Childers  complete  line 

_ Send  me  information  only  on  Childers-Ajax  Retractable  Awning. 

_  I  am  interested  only  in  the  residential  market—  Send  me  complete 

information  about  Childers  All  Aluminum  Awnings. 


Name _ 


Workman  arrive*  on  “fob**  at  9:00 
a.m.  and  in  10  minute*  he  ha*  un- 
loadod  **v*ral  factory-**al*d 
ccnton* — oach  containing  a  Child- 
ors  Awning. 


9:10  to  9:25  a.m.  U*ing  only  a 
*cr*wdriv*r  and  plier*,  work¬ 
man  unpack*  and  a***mbl**  flr*t 
Childor*  Awning,  in*tall*  Quick- 
Attach  Brackot  abovo  window. 


PMM  Ir  O-IM,  1%  md  V.  M  (M«  AMnti  Nnia| 


City.. - 


_ State 


MADE  IN  AMERICA’S  LARGEST  ALUMINUM  AWNING  PLANTI 


&  Home  Improvement  Dealer 


15 


. . .  WHY? 

-  because  it's  the 

SET-UP  YOU’VE 
BEEN  LOOKING  FOR! 

The  JUNIPER  TRIPLE  TRACK 

all  aluminum  comblnatian 

STORM  &  SCREEN  WINDOW 
PEATURiS: 

•  63ST-5  axtruded  aluminum. 

•  U-Shap«  telescoping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  any  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  aluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  any  position  .  .  .  and 
STAY! 

•  Gadget-Free,  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  call  backs. 

it  ALSO  AVAILABLE  IN  K.  D.  PLAN 

Coll, 


ALUMINUM  PRODUCTS.  INC. 

General  Office;  716  Glenmore  Ave.,  Brooklyn,  N.  Y. 
factory:  322-324  Elton  St.,  Brooklyn  B,  N.  Y. 
TELEPHONE:  TAylor  7-3519 


Prompt 

Dependable 

Deliveries. 


!  XDEOPLE  in  the  home  improve* 
ment  business  are  keeping  a 
watchful  eye  on  general  economic 
i  conditions  in  the  hope  of  getting 
I  some  clue  to  the  trend  of  the  com- 
'  ing  season.  It  is  a  common  suppo¬ 
sition  in  the  industr>'  that  if  busi¬ 
ness  throughout  the  nation  picks 
i  up  that  the  same  will  happen  in  the 
j  building  specialty  field  and  vice 
I  versa.  However,  this  is  not  neces- 
I  sarily  true.  Sometimes  one  sector 
j  of  industry  will  be  high  while  an- 
i  other  will  be  acutely  depressed. 
I  About  two  years  ago  durable  con- 
'  sumer  goods  were  in  such  demand 
I  that  manufacturers  were  unable  to 
supply  all  the  quantities  asked  for. 
At  the  same  time  soft  goods  such 
as  clothing  were  so  depressed  that 
I  many  of  the  smaller  producers  in 
i  the  field  folded.  As  a  matter  of 
!  fact  there  has  never  been  a  boom 
i  in  this  country  in  which  all  lines 
of  goods  were  in  high  demand. 


*  *  * 


The  specialty  field  ha.s  one  over- 
I  w'helming  advantage  over  all  other 
I  industries  in  that  its  mode  of  sell- 
'  ing  is  necessarily  aggressive  and 
seeks  out  the  customer  instead  of 
attempting  to  lure  him  into  a  retail 
store.  While  the  specialty  industry 
;  cannot  escape  untouched  during  a 
general  economic  recession,  it  is 
seldom  as  deeply  affected  as  most 
other  industries  that  rely  on  retail 
I  store  outlets.  By  and  large  if  con- 
!  sumer  savings  and  employment  are 
high  and  enough  material  like 
aluminum  and  other  basic  materi- 
i  als  are  available  the  building  speci- 
^  alty  i'ndustry  can  do  better  than 
most  other  business  during  a  peri- 
I  od  of  moderate  economic  recession. 


{Continued  on  Page  86) 
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High  Profits  and  Pleased 
Customers...  Report 
Aehco  Jalousie  Dealers 


CHECK  THESE  ALENCO 
JALOUSIE  FEATURES: 

•  Sturdy  extruded  aluminum 
frame 

*  Easily  and  quickly  adjusted 
in  width 


by  GEORGE  W.  ALBRITTON 
>nce  President 
Albritton  Engineering  Corp. 

The  QUALITY  glass  jalousies 
— Alenco  Jalousies — have 
been  sales  engineered  to  produce 
these  two  important  results  for 
you — high  profits  and  happy  cus¬ 
tomers.  Every  step  in  their  manu¬ 
facture  was  planned  and  tested  to 
make  both  the  selling  and  installa¬ 
tion  of  Alenco  Jalousies  easier  and 


The  jalousie  market  is  tremen¬ 
dous!  More  builders  are  realizing 
the  buyer’s  desire  for  the  more 
complete  ventilation  in  kitchen 
and  bath  gained  by  using  jalou¬ 
sies.  And  every  house,  new  and 
old  with  a  porch  is  a  prospect 
because  you  give  them  more  use¬ 
ful  and  livable  room  during  every 
month  of  the  year  at  low  cost 
with  Alenco  Jalousies. 


Easily  assembled  with  only  8 
screws 

Storm-proof  construction 

Installed  by  conventional 
methods 

Easily  removable  screen 
Trouble-free  operation 
Available  in  36  stock  sizes 


Check  the  ALENCO  selling  price,  of  trouble-free  service.  You  need 
and  your  cost ;  check  the  Alenco  carry  no  stock  —  our  production 
Jalousie  features  —  its  uncondi-  schedule  allows  shipment  within 
tional  guarantee  as  to  materials  24  hours  after  your  order  is  re- 
and  workmanship ;  and  its  lifetime  ceived  on  any  of  the  36  stock  sizes. 


more  profitable  for  you,  the  dealer. 
And  each  installation  means  cus¬ 
tomers  who  are  proud  and  pass 
the  word  along.  It’s  time  you  be¬ 
came  an  Alenco  Jalousie  dealer. 

If  you  had  sold  the  Alenco  Jalou¬ 
sies  shown  in  the  illustration  your 
profit  on  the  four  windows  would 
be  $69.17.  They  were  easily  and 
quickly  assembled  with  only  8 
screws.  And  don’t  overlook  the 
additional  profit  you  would  make 
on  related  materials  and  installa¬ 
tion  you  sell  the  home  owner. 


MAIL  THE  COUPON  TODAY 


Dept.  BS.  n  ■ 


ALBRinON  ENGINEERING  CORPORATION 
2501  Wroxton  Road,  Houston  5,  Texas. 


Please  send  me  more  information  on  the  Alenco  proven  deoler 
salat  plan.  I  understand  that  this  information  will  be  sent  to  me  without  | 
cost  or  obligation.  I 

I 


NAME . 

FIRM  NAME 
Address . 
CITY . 


STATE 


Home  Improvement  Dealer 
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NATIONALLY  FAMOUS  ALUMINUM  COMBINATION  WINDOWS  AND  DOORS 

ANOTHER  m  FIRST 

POSITIVE  PROWLER- PROOF  PROTECTION 


ADDED  DEALER-DISTRiBUTDR  AIDS 

for  Maximum  Profits 
at  Minimum  Investment 

I  you  sell  a  complete  line  including  Amer¬ 
ica's  self-storing  Triple  Track  Window 
plus  a  "Companion"  Two  Track  for  budget 
buyers  plus  a  performance-proved  Com¬ 
bination  Door. 

■  you  are  safeguarded  by  STO-A-CO's  Fac¬ 
tory  Guarantee  "Bond  of  Protection." 

B  You  are  backed  by  National  and  Coop¬ 
erative  advertising. 

B  you  have  a  complete  sales  promotion 
program. 

■  you  have  factory  help  with  dealer  develop¬ 
ment  and  direct  sales. 

■  you  are  better  served  by  assembly  plants 
from  coast  to  coast. 

B  You  are  offered  2  assembly  plans  — mini¬ 
mum  investment  — maximum  profit. 


A  limited  number  of  Exclusive  Franchises 
available  for  action  now!  Mail  coupon 
today  or  phone. 


Mse  send  me  the  complete  “STO-A-CO  Story” 

Tam  ^ 


for  Dealers- 
Name_ _ _ 

Street  and  Number. 
City  — ■ _ 


Distributors. 


For  Faster  Selling 
and  Greater  Prof  its 


Newly  developed  STO-A-CO  Prowler-Proof 
Lock  (Patent  Applied  For),  assures  Posi¬ 
tive  Prowler  Protection,  provides  terrific 
consumer  appeal. 

This  latest  engineering  achievement  makes 
it  impossible  to  lower  the  top  panel  of 
STO-A-CO  Triple  Track  Windows  from 
the  outside  when  they  are  closed. 

Only  with  STO-A-CO  do  you  have  this 
exclusive  extra — one  more  aid  to  faster 
selling  and  greater  profits. 


I  Mh 
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smA£0  DISTRIBUTOR 

J  has  this  to  say: 

I 

/  “STO-A-CO  Dealers  get  per- 

/ 

sonal  field  attention  and  in¬ 
stant  service.  A  few  exclusive 
franchises  are  open  in  my  ter¬ 
ritory.  Phone  or  write  today.” 

PHIL  GOODMAN 
Vice-President 

AMERICAN  ALUMINUM 
WINDOW  CORP. 

767  Eastern  Avenue 
Malden  48,  Massachusetts 


for  Nationally  Famous 

sn^ 

All  Aluminum  Combination 

WINDOWS  /^  ' 
and  DOORS 

or  phone. 

™  JACK  CAMPBELL 

Vice  President 

f  ELLIOTT-LEWIS  CORP. 

I  16th  and  Hamilton  Streets 

I  Philadelphia  30/  Pennsylvania 

I  Phone:  LOcust  4-2000 


A.  B.  MALLINS 
President 


MAKE  MOKE  MONEY! 

A  limited  number  of  exclusive  dealerships  open  in  this  region 
for  Nationally  Famous  STO-A-CO  Combination  Storm  Windows 
and  Doors.  Phone  or  write  today. 

LiNCOLN  PRODUCTS  CORP. 


1010  Sunrise  Highway 
Baldwin,  New  York 


FOR  AN  EXCLUSIVE, 
PROFITABLE  DEALERSHIP 


“You  have  more  profit-building  features  when  you  sell  STO-A-CO 
All  Aluminum  Storm  Windows  and  Doors.  A  few  franchises  open 
in  this  territory.  Phone  or  write  today!” 


Roper  and  Sutter,  Incorporated 

69-79  Crescent  Avenue  •  Bridgeport  7,  Connecticut 


HAROLD  ROPER 
President 


<S  Home  Improvement  Dealer 
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4  MANUFACTURER  ! 
SALES  PROBLEMS  .  mYA  L 

profitable  solutions  provided  by  CFC  Factoring 


Any  one  of  these  four  cose  histories 
may  show  you,  os  a  manufacturer, 
how  factoring  can  build  your  profits! 


CASE 

HISTORY 

I  Building  a  Business 


himself.  Commercial  Factors  supplied  the  cash  and 
assumed  the  credit  risk. 


Nev\  management  took  over  a  company  early  in  195.T. 
They  increased  sales  but  lacked  enough  cash  to  capital¬ 
ize  on  the  full  market  potential.  Commercial  Factors 
Corporation's  factoring  service  provided  the  money 
needed.  Result:  In  the  first  eight  months  of  1953,  the 
prolits  before  taxes  increased  600%. 

CASE 

HISTORY 

2  Handling  a  Big  Order 

One  medium-sized  storm  window  manufacturer  received 
a  S5(),000  order.  Although  his  customer's  credit  was 
excellent,  the  manufacturer  hesitated  to  tie  up  so  much 
of  his  working  capital  in  receivables  and  inventory  for  a 
single  customer.  Commercial  Factors  Corporation  pro¬ 
vided  the  manufacturer  with  the  funds  necessary  to 
finance  the  order.  This  transaction  was  licjuidated  the 
day  the  order  was  shipped  by  Commercial  Factors' 
purchase  of  the  sale.  Result:  The  manufacturer  handled 
a  very  sizeable  order  without  limiting  his  ability  to  go 
after  additional  profitable  business. 

HISTORY  Working  Profitably  with 
2  Small  Customers 

Commercial  Factors  Corporation  was  asked  recently  to 
approve  a  manufacturer's  sale  to  a  distributor  with 
working  capital  of  510,000  and  a  net  worth  of  513,000. 
When  CFC's  Credit  Department  had  completed  their 
credit  check,  analyzed  the  distributor's  ability  and  the 
potential  of  his  area,  they  were  able  to  approve  a  52 1 ,000 
sale.  Result:  The  manufacturer  was  able  to  handle  profit¬ 
able  business  from  a  small  customer  with  no  risk  to 


CASE 

HISTORY 

4  Helping  Your  Distributors 

Another  manufacturer  was  handicapped  because  his 
distributors  were  under  heavy  financial  pressure.  The 
distributors  had  expanded  rapidly  and  their  capital  was 
tied  up  in  receivables  and  inventory.  The  distributors 
asked  the  manufacturer  for  relief  in  the  form  of  credit 
terms.  The  manufacturer  turned  to  Commercial  Factors 
Corporation.  We  approved  sales  on  30-60  day  terms. 
Result:  These  terms  enabled  the  distributors  to  stock  a 
fuller  line  and  make  more  sales.  This  involved  no  credit 
risks  for  the  manufacturer. 

PUT  FACTORING  TO  WORK 
IN  YOUR  BUSINESS 

Commercial  Factors  Corporation  is  ready  to  buy  your 
sales  for  cash  on  the  barrelhead  the  day  you  ship.  This 
lets  you  give  your  customers  credit  terms — allows  you 
to  compete  better  in  a  buyer's  market.  We  handle  all 
your  financial,  credit,  bookkeeping  and  collection  prob¬ 
lems.  This  gives  you  more  time  to  make  and  sell  your 
product — to  build  your  business. 

Costs  of  factoring?  In  every  case  where  we  have 
provided  factoring  in  your  field,  the  extra  profits  made 
possible  by  factoring  have  more  than  offset  the  costs  of 
factoring  itself.  But  why  not  get  the  story  at  first  hand? 
Get  in  touch  with  one  of  the  men  listed  below.  They 
know  your  field.  No  obligation,  of  course. 

Wire,  write  or  call  us  today  at  one  of  the  addresses 
below  for  information  on  how  our  plan  can  benefit  your 
sales  and  reduce  your  clerical  costs. 


Itl  THi  lAST 

IN  NIW  INGLANO 

IN  THE  WEST 

INi  THE  SOUTH 

MR.  G  D.  MORAN 

MR,  T.  HEASLIP 

MR.  J.  B.  BORST 

MR.  W.  GILLIAM 

2  Park  Ave. 

106  Massasoit  St. 

534  Sheridan  Road 

3025  Hanson  Drive 

New  York  16,  N.  Y 

Murray  Hill  3-1200 

Walthani  54,  Mass. 
Waltham  5-6322 

Evanston,  Illinois 

Charlotte,  N.  C. 
Charlotte  5-5452 

Commercial  Factors  Corporation 


20 


APRIL  1954  BUILDING  SPECIALTIES 


PRE-KOTE  OFFERS 


ment . . .  produdng  milM  and  miles 
in  brilliant  colors  .  .  triple<oated 

i  "Pre-Kote"  excels  In  a  finish  that 
it  the  severest  weafher  and  fabricat- 


United 

of  pre<oatM 
under  rigid  J 
is  especiaiiy* 
ing  condition. 


PRE-KOTPS^C(^SIVE  TRIPLE-COAT  PROCESS 


ARMY  AND  NAVY  BAKED  STRONTIUM  SATIN-SMOOTH 
APPROVED  CHROMATE  UNDER-  VIBRANT-COLORED 
LYFANITE'S  CORRO-  COATING  ADDS  BAKED-IN  ENAMEL 
SION  RESISTANT  YEARS  OF  PAINT  FINISH,  ACTUALLY 

COATING  FOR  ADHESION,  PLUS  SUPERIOR  TO  FINISH 

ALUMINUM  ALLOYS  SUPERIOR  "HIDING"  ON  FINE  CARS 


One  of  the  most  importaid  economies  oPthe  nation's 
Number  One  Pre-Coatidg  System  is  the  uniform  supply 
of  the  metal  at  the  lowest  cost  possible  at  all  times.  United 
Steel  is  able  to  supply  your  aluminum  coil  at  MILL  PRICES. 
And  remember,  too,  that  PRE-KOTE  eliminates  your  paint¬ 
ing  problems,  in  addition  to  the  savings.  .  r 


DESIGNATED  BY  THE 
UNITED  STATES  GOVERNMENT 
AS  PRIME  FABRICATOR 
OF  ALUMINUM  COIL. 


The  Pre-Kote  plant  stands  out  as  the  finest  rolling  mill  in 
the  country  today.  For  quality,  speed  and  priqe,  call  on 
"United"  . . .  EXCLUSIVELY  In  the  production  of  pre-coated 
aluminum  coil. 


— - - UNITED  STEEL 

PRODUCTS  CORP. 

5311  Avalon  Blvd.,  Los  Angeles  11,  California 


lOOA'f'  , 
Caiilof"'*  \ 


^ODRtSS-  - 


•  PRE-KOTE 


•  ROLLING 


•  ENAMELING 


V  ' 

MANUFACTURERS  OF  A  i.  U  M  I  N  U  M  PRODUCTS 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 


ALUMINUM 
Storm  Door 

ic&e  U  OK  TftcinAct 

COSTS  YOU  JUST  .  .  . 


COMPLETELY  ASSEMBLED 

In  special  distributor  quantities 

PACKAGE  PRICE  INCLUDES 

•  Any  Standard  Size  Door  Complete 
with  screen  and  window  panels 

•  "Z"  Bar  installation  •  Hardware 

TERM  BASIS  AVAILABLE 

Be  the  first  to  hove  a  Dealership  in  your 
territory.  WIRE-WRITE-PHONE  Youngstown, 
Ohio,  SWeetbrior  9-9765  for  information 
OR  WEATHER-WISE  OF  NEW  ENSLAND- 
Bosfon,  Massachusetts,  Phone  HAncock  6-5226 


DON’T  BUY  ANOTHER 
DOOR  UNTIL  YOU 

Sec 

SfoccicuU^  <^iitcf 


7{/icc 

UNIVERSAL 


ALL  EXTRUDED 
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America’s  Foremost  Storm  Windows 


LOWEST 


IN  THE  COUNTRY 


24x24 


Designed  with  your  profit  in  mind,  and  planned 
to  minimize  ever  increasing  sales  resistance  and 
competition. 

QltCuLle4Ufe/i 

*  63S062T5  heat-treated 
extrusions 

*  One  over  one  — 
self-storing 

*  cut  to  size  and 
-  semi-asscmbfed  ’ 

Jjicludes  all  hardware  and  accessories. 

V«“ 

^<4e  Pace  Setien. 

*  63ST5  heat-treated 
extrusions 

*  One  over  one 

*  Aluminum  screen 

*  Cut  to  size  and 
semi-assembled 

Includes  all  hardware  and  accessories. 


24x24 


Our  answer  to  your  increased  sales  and  greater 
profits:  a  combinotion  of  highest  quality,  excel¬ 
lent  performance,  striking  beauty  and  long  lost- 
ing  utility  —  at  LOW,  LOW  PRICES. 


Your  immediate  inquiry  will  bring  a  speedy  answer. 


WRITE-WIRE-PHONE 


‘  MAHONING  ALUMINUM,  INC. 

376  East  Midlothian  Slvd.,  Struthers,  Ohio 
Phone:  Youngstown  —  PLaza  5-9837 

WE  HAVE  A  DEAL  FOR  DISTRIBUTORS 


<S  Home  Improvement  Dealer 
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WITH  NEW  ElECTRICAHY 

OPERATED 
JALOUSIES  BY 

KEIVT 

Be  among  the  first  to  sell  the 
revolutionary  new  window  that 
opens  and  closes  automatically. 
Moisture  grid  closes  louvers  at 
the  first  drop  of  rain  .  .  .  opens 
them  as  soon  as  rain  stops. 
Electric  push-button  control  for 
regular  operation.  Nationally  Ad¬ 
vertised,..  A  Runaway  Profit  Maker! 
Big  profits  too  in  Kent’s  high 
quality,  low  cost  standard 


MAIL 

COUPON 

TODAY! 


4  Jalousies 


ALL  KENT  WINDOWS  FEATURE 

•  (Complete,  built-in  weatherstripping 

•  Heavy  duty  aluminum  construction 

•  Streamlined  dimension  design 

•  Interchangeable  screen  and  storm  sash 

•  Fast  installation  — easy  glazing 

^tock  up  for  fast  profits  at  Kent's  low  prices 
(omplete  sample  {non-electric)  only  $15.00  •  Immediate  shipment 


WINDOW'S  BY  KENT-BS-4 
Divis 
5711 

Q  I  enclose  $15  00  for  immediate  shipment 
sample  jalousie. 

Q  Send  me  free  facts  about  quick  profits  with 
clectricall) 
windows  b) 

Name 
Address 

City  Zone  State 


KENT 


Division  of  Micro-Moisture  (Controls,  Inc. 
S7II  \7\V,  2nd  l^vcnuc  •  Miami,  Florida 


Built-In  Weather 
Stripping  Seals 

out  cold  and  wind. 


Interchongeoble 
screen  and  storm  sash. 


Spring  clip  is  made  of 
tempered,  polished 
chrome  nickel.  Keeps 
glass  snug  and  rattle-free. 
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ALL  ALUMINUM 
AWNINGS 


^  in.  . 

th,-  fN 

'r-  V  ;:“C*-cs 

dealer  ®'’°®ing. 

'■  i'ulJ  ■ 


Imagine  your  house  without  muddy  foot  prints  .  .  ,  yourouCr^ 
way  protected  from  driving  rain  .  .  .  your  rugs,  draperies  and 
furniture  kept  free  from  the  sun’s  harmful  rays. 

Insure  your  home  with  Aluma  Kraft  all  aluminum  awnings. 
Notice  how  this  beautiful  door  canopy  protects  your  family 


Aluma  Kraft  StanuSr^«^ 

with  scalloped  edges  are  also'S?^^^ 

to  protect  and  beautify  your  windows. 


Reg.  U.  S.  Pel.  Off. 


Sold  in  the  principal  cities  of  the  U.S.A.  and  Canada. 
Dealers — Write  for  information  on  available  franchises. 


You  can  leave  your  windows  open 
without  worry  about  your  furnishings 
being  spoiled  by  sun  or  rain. 


and  friends  when  entering  or  leaving  your  home. 
Yes, protection  begins  on  the  outside. 


For  your  best  awning  buy . . . 

See  your  nearest  dealer  or  write . . . 


'ALUMA  KRAFT  MANUFACTURING  CO. 

1330  NORTH  ROCK  HILL  RD.,  ST.  LOUIS  17,  MO. 


Portable  Summer  House 
Home  Show  Star 

Aluminum  Enterprises,  Incorpo¬ 
rated,  announces  its  new  product, 
“Summerhouse”.  This  unusual  and 
attractive  product  is  now  ready 
for  national  distribution  after  ex- 
hau.stive  tests  as  to  public  accept¬ 
ance.  The  Summerhou.se  was  ex¬ 
hibited  at  the  1952  Detroit  Sports¬ 
men  Show’  and  Detroit  Builders 
Show  with  a  terrific  amount  of 
interest  show  n  by  the  home  owners 
and  dealers  alike. 


Octagon  in  shape,  it  measures 
eight  and  one  half  feet  in  width 
and  eight  feet  in  height.  Summer¬ 
house  is  made  of  heavy  gauge  alu¬ 
minum  frame  and  full  aluminum 
screening  with  a  brightly  colored 
w’aterproof  canvas  roof.  It  is 
shipped  in  pre-cut  assembled  pan¬ 
els,  all  holes  are  pre-drilled  and 
a.s.sembly  is  made  by  the  u.se  of 
bolts  and  wing  nuts.  No  tools  are 
nece.s.sary !  Officials  of  the  company 
claim  that  as.sembly  time  is  under 
60  minutes  for  one  man.  This  unit, 
which  weighs  only  120  pound.s.  is 
easily  moved  around  to  take  ad¬ 
vantage  of  breeze  or  shade.  As  it 
folds  into  a  compact  package  10” 
X  43”  X  76”  it  can  be  transported 
on  a  car  top  or  inside  a  house 
trailer.  A  great  deal  of  intere.st 
has  been  show’n  by  sportsmen  for 
fishing  trips  because  of  its  light 
weight  and  compactness.  There  is 
ample  room  inside  for  tw’o  cots. 

The  aluminum  screening,  of 
course,  makes  the  product  com¬ 


pletely  bug  proof  so  that  it  can 
also  be  used  in  the  evening  with¬ 
out  bothersome  in.sects.  Because  of 
its  size,  six  or  seven  people  can  be 
comfortably  accommodated. 

A  very  important  feature  is  that 
it  is  not  a  permanent  inve.stment 
in  the  house  but  can  be  taken  along 
if  the  home  should  be  sold. 

Summerhouse  is  available  to 
dealers  completely  assembled  or 
knock  down  with  the  dealer  in¬ 
stalling  the  screen  wire  only.  Alu¬ 
minum  Enterprises  Inc.,  Dept.  BS, 
P.  0.  Box  5004,  Detroit,  Michigan. 

♦  ♦  * 

Metal  Window 
Weatherstrip  Announced 

Seal-Draft  is  the  name  of  a  new 
dependable  weatherstrip  for  metal 


windows.  Of  highly  weather,  cor¬ 
rosion-resistant  alloy  of  chromium. 


If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


magnesium,  aluminum.  Strong, 
flexible.  Simply  slides  onto  frame. 
Wide,  sealing  flange  .seals  entire 
perimeter.  Does  not  interfere  with 
placement  of  storm  window’s, 
screens.  Sun  Screen  Products  Co., 
Dept.  BS,  107  North  Maple  Street, 
Spokane  10,  Wash. 

Bonnie  Maid  Added  to 
Shower  Maid 

The  American  Shower  Door, 
Inc.  has  recently  introduced  the 


Bonnie  Maid  tub  enclosure  con¬ 
structed  with  plastic  panels  on  the 
sliding  panel  principle.  It  retails 
at  a  price  of  $54.95  and  is  a  com¬ 
panion  to  the  Shower  Maid  intro¬ 
duced  a  year  ago. 

Shower  Maid  operated  on  the 
accordion  principle  and  was  a  fold- 
away  enclosure  packed  in  a  carton 
weighing  29  pounds.  It  was  com¬ 
pletely  adjustable  for  any  five  or 
five  and  one-half  foot  tub. 

Both  Bonnie  Maid  and  Shower 
Maid,  being  made  of  plastic  in- 
.stead  of  the  glass  u.sed  until  re¬ 
cently,  are  lighter  and  more 
economical,  as  well  as  easier  to 
install.  ‘ 

American  Show’er  Door  Co., 
Inc.,  Dept.  BS,  936  No.  Cahuenga 
Blvd.,  Los  Angeles,  Cal. 

4i  4i  * 

{Continued  on  Page  56) 
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"VVare-Tite"  Glass 
JALOUSIES  and  DOORS 

*  COMPlEmy  WEATHERSTR1PPED— FImI- 
ing  stainless  steel  weather  cushions  along 
the  jambs,  plus  Koroseal  weatherstripping 
at  head  and  silll 

'A'  Smart,  heavy-duty,  crank-type  operator 
—locks  louver  in  any  position 

^  Heavy,  deep-frame  extruded  section  — 
3V4''  min. 

^  Adaptable  in  the  field  to  variable  widths 

^  QUICKLY  ASSEMBLED — only  8  screws  re¬ 
quired.  Shipped  KD  —  store  100  units  in 
50  cu.  ft. 


Ware  Intermediate 
AWNING  WINDOW 

"tf  Center-sill  operator  gives  balanced  power 
—No  twisting  or  binding  in  operation 
—Gears  factory-sealed  in  oil 
—No  costly  mistakes  from  right  and  left- 
hand  operator  problems 
— Versatile!  Clears  all  stool  conditions 
—Saves  time  too,  for  operators  ore  fac¬ 
tory-installed 

'fk  Locks  tight  without  acceuories  —  double 
contact  weathering. 


What  a  COMPETITIVE  EDGE  youHl  have  with  these  outstanding  features 
PLUS  1,  ESTABLISHED  QUALITY— Ware  windows  are  known  from  coast-to-coast  for  proven 
quality.  You  con  count  on  satisfying  customers  every  time. 

2.  POWERFUL  ADVERTISING— Big,  sustained  national  advertising  program  pre-sells 

Ware  value,  gives  you  openings  others  won't  have. 

3.  FULL  LINE— Ware  offers  a  full  line  that  enables  you  to  meet  all  your  customers' 

needs— and  build  bigger  volume! 

4.  PROMPT  DELIVERY  thru  REGIONAL  WAREHOUSES  in  Atlanta,  Houston,  Newark,  and  Chi¬ 

cago— which  are  overnight  from  most  population  centers.  They  assure 
prompt  delivery  that  means  profitable  sales— Avoids  costly  delays. 

A  limited  eember  ef  dealerships  with  pretested  territories  are  avoilable.  We  invite  inqeiries  from  repetohle  dealers.  Jest  drop  a  line  er  card  today  to  Dopt.  BS'4 


Jkl 


a  w 

Labprotories,  Inc.,  3700  N.W.25th  St.,  Miami,  Florida 


• — j  Intermediate 

Awning 

&  Home  Improvement  Dealer 
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SCHLEGEL  CERTIFIED 
WOOL  PILE  LINING 


is  the  perfect  weatherstrip 

IN  BORG -WARNER’S  KOOLSHADE 

TRADEMARK 

Combination  Windows 


Schlegel  and  Borg -Warner  engineers 
have  developed  a  new  method  of 
installation  which  makes  the  weather¬ 
strip  an  integral  part  of  the  window! 

It’s  a  "first”  in  the  combination  storm 
window  industry  ...  a  deluxe  feature  at 
no  premium  in  price.  The  same  weather¬ 
stripping  material  that  keeps  the  windows 
in  millions  of  vehicles  weather  tight  and 
friction  free  is  now  used  in  the  Koolshade 
window.  Schlegel  pile  lining  has  been 
proven  by  the  automotive  industry  for 
more  than  25  years  .  .  .  used  in  over 
59,000,000  automobiles. 

When  properly  designed  for  a  partic¬ 
ular  application,  Schlegel  wool  pile  lining 
will  resist  an  incredible  amount  of  wear. 


It  has  been  tested  by  the  leading  testing 
laboratories.  On  one  test  of  a  double  hung 
window,  the  window  was  subjected  to 
1,000,000  cycles  of  opening  and  closing. 
Examination  showed  virtually  no  visible 
signs  of  wear,  air  infiltration  remained 
well  below  the  established  minimum,  and 
the  window  continued  to  operate  freely. 

Twenty-five  years  of  weatherstripping 
experience  proves  the  stability  of  Schlegel 
pile  lining  under  all  types  of  weather  con¬ 
ditions.  Today,  it  is  used  in  many  indus¬ 
tries  as  the  preferred  weather-strip. 

Schlegel  offers  the  window  industry  a 
complete  engineering  service  against 
weather.  To  learn  "How  Schlegel  Can 
Help  You  Build  a  Better  Window”, 
write  to  Dept.  B: 


&  Home  Improvement  Dealer 


L  I  S  C  O 


Line 

"Equal  to  the  BEST; 

Better  than  the  REST" 

NOW,  after  8  YEARS  of  successful 
manufacturing  LISCO  begins  to 
Advertise. 

WHY?  Because  increased  manufac¬ 
turing  facilities  along  with  capable 
personnel  permits  us  to  SEEK  quali¬ 
fied  OUT-OF-TOWN  distribution. 


(All  LISCO  Products  Are 


LISCO  has  no  select  "deal"  or  ri¬ 
diculous  price  to  offer  the  prospec¬ 
tive  distributor.  We  expressly  feel, 
our  products  merits  should  be  seen 
and  not  just  printed  about.  We 
have  just  a  downright  good  product 
that  has  been  accepted  and  sold  for 
the  past  8  YEARS  and  which  will 
continue  to  sell  for  years  to  come. 

Our  products,  we  know,  are  only  as 
good  as  the  people  that  make  them, 
just  as  our  success,  as  progressive 
as  the  people  that  distribute  them. 
IF  you  feel  the  same  about  your 
organization  then  you  should  con¬ 
sult  LISCO,  for  together,  as  a  TEAM, 
we  could  go  far. 

Write-WIre-Phone  to  see  us  or  have 
our  sales  engineer  call  upon  you 
and  personally  show  you  Lisco's 
fine  products. 


100%  Extruded  Sections) 


LISCO  PRODUCTS,  i„c 


179  Liberty  Ave.,  Mineola,  N.  Y. 

Phones:  GARDEN  CITY  3-1390,  7-6965-66 


SALESMEN 


I  (From  on  article  on  specialty  selling 
by  Don  Pace) 

'  A  SALESMAN  who  doesn’t  sell 
is  merely  a  conversationalist, 
i  and  the  sort  of  fellow  who  dies  each 
!  Friday  afternoon  when  the  checks 
'  are  beinpr  passed  out.  He  lives  on 
dreams  and  hopes,  trustinjr  that 
i  the  prospect  he  spoke  to  last  month 
will  finally  come  through.  Instead 
of  getting  the  business,  he  winds 
I  up  with  the  works,  which  eventual¬ 
ly  drives  him  out  of  the  field.  Re¬ 
grettable  too,  because  men  who  are 
really  interested  in  selling  are  hard 
to  get,  and  definitely  worth  train¬ 
ing  and  guiding. 

•  •  • 

We  have  such  a  man  in  our  or¬ 
ganization,  who,  until  recently 
wasn’t  worth  his  salt.  Impressive, 

I  intelligent  and  blessed  with  a  poise 
not  given  to  most  men,  his  every 
i  effort  seemed  to  be  without  avail, 
j  Frankly,  he  just  didn’t  work.  He 
I  had  everything  it  takes  to  be  suc- 
I  cessful  in  the  home  improvement 
!  business,  but  didn’t  use  it. 

I  I  think  it  was  Plato  who  once 
I  said  that  man  is  an  animal  who 
thinks  and  writes,  and  w  ho  also  im¬ 
plied  that  if  a  dog  had  thumbs,  he 
could  build  a  machine,  which  isn’t 
too  far  fetched.  We,  in  this  modern 
age,  are  possessed  with  every  type 
of  knowledge,  should  be  capable  of 
most  anything,  and  yet,  short  cuts 
cut  us  short.  But  let’s  get  back 
to  our  salesman. 

•  •  • 

I  Unlike  mo.st  industries,  specialty 
I  selling  requires  more  in  the  w’ay 
of  effort  than  most  callings,  and 
definitely  proves  most  profitable  to 
those  w'ho  give  it  all  they  have.  It 
is  a  fact  that  men  w’ho  have  been 
employed  in  offices  and  shops,  once 
indoctrinated  in  this  field,  show 
amazing  results.  This  sales  man 
previously  w'orked  in  a  Wall  Street 
office,  tired  of  the  routine  and  de- 
(Continued  on  Page  84) 
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3«D,  ftiif  color,  stereo  views; 


mot  service,  and  seif- 


greater  sales  aid 

Victory  troined  soles  consultants 
to  help  froin  your  soles  personnel-^ 
|n%pored  by 

icHfiS  Ofpency,  with  emphasis  on 


ond  brochures 


Finest  100%  extruded  aluminum— Newest 
stoinless  steel  weatherstripping— 

sill .  design— Improved  one-motion 
gloss  louver  installation— All-precision 
hardware— Perfect  fitting,  easily  interchanged, 
ground  and  polished  4"  louvers 


North-eosI  Metal  Products  Corporotiert  FREEPORT  8-6S77 

Sofedge  Building 
Merrick,  L.  I.,  N.  Y. 

Please  send  me  full  information  on  your  NEW  and  IMPROVES  KO 
jalousies. 

Name _ _ _ —  _  _  — _ 


,  -  . 


NEW  hO 


J  A  L  O 

18-screw  Asse 


PROVED 


S  I  E  S 

bly  in  5  minutes) 


■  Address _ _  _  ^  - - 

City _ _  -  -  State - - 

I  am  interested  in  becoming  a  Dealer _  Distributer _ 

. . - 


A  number  of  good  territories  are 
still  open  for  FRANCHISES. 
Inquiries  from  well  established 
DISTRIBUTORS  are  invited. 
Be  the  Leader  in  the  (basement 
Storm  Window  field. 


The 


HOLDEN 


WINDOW 


For  Metal  Casements 

Is  In  Production 

MY  DISTRIBUTORS 


Invite  DEALERS  to  Get  Into  This  Lucrative 
Branch  of  the  Storm  Window  Field. 

If  You  Don’t  Know  Who  Distributes  in  Your 
Area  .  .  .  Write  to  Me.  Sell  the  Window  That 
Has  No  Headaches. 

*  Pot.  Pending 


J.  MINSHALL  HOLDEN 


CHcster  3-5572 


BROOKHAVEN  ROAD,  WALLINGFORD,  PA. 


TODAY’S  MOST  POPULAR 

JALOUSIE 

AVAILABLE  IN  THREE  CHOICES 


1.  Complete  individual  units,  ready  to  be 
mulled  together  to  fit  any  opening. 

2.  As  a  single  unit  with  continuous  head  and 
sill. 

3.  In  the  popular  'K,  D’  form  for  quick  and 
easy  assembly  on  the  job. 

N«w,  stronger  aluminum  frame  extrusion;  new  satin-smooth 
operating  controls;  new  streamlined  construction  to  make  this 
the  most  popular  jalousie  on  the  market  today. 


OVER  500,000  INSTALLATIONS -THERE  MUST  BE  A  REASON 


Tropical  Awning  Shutte  *  &  Jalousie  Co. 

7140  N.  W.  7th  Ave.,  Miami,  Fla.,  Dept.  H 

Gentlemen: 

Rush  —  without  obligation,  literature  ond  complete  details  on 
dealership. 


Mcinufactured  by 

V  7.0 /? / r  f7  / 

7140  N  W  7»h  AVENUE,  MIAMI,  FLORIDA 
PHONES  89  4586  —  7-2996 

17  Years  Manufacturing  Louvered  Jalousies 
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Available  Now! 

DISTRIBUTORSHIPS 

for  One  of  the  Biggest  Money-Makers  in  the 
Home  Improvement  and  Building  Industry 

We’ve  got  the  sensation  of  the  industry  —  A  product 
of  such  fine  quality  .  .  .  such  universal  use  ...  so 
reasonably  priced  ...  it  completely  outclasses  all 
competition  and  builds  huge  volume  in  both  new 
construction  and  modernization  fields! 


INDIVIDUAL  CURED  PRE-CAST  Ranch  Type  Slone 


Applied  EASILY  over  ANY  Surface 
REQUIRES  NO  FOUNDATION! 

For  Both  New  and  Old  HOMES,  STORES, 
RESTAURANTS,  BUILDINGS,  INTERIORS  &  EXTERIORS 

EVERYONE  IS  A  CUSTOMER! 

MODERN  DESIGN:  Exclusive,  long  narrow  Roman-style  lengths,  up  to  20" 
long.  Reinforced  corner  stones.  Amazing  replica  of  natural 
stone  in  contours,  colors  and  physical  strength. 

FACTORY  GUARANTEED  FOR  20  YEARS:  Don’t  confuse  with  wet  im¬ 
printed  mold  applications  made 
on  the  job  with  uncured  cement. 
CUTS  COMPETITION:  This  exclusive  protected  franchise  territory  cuts  compe¬ 
tition,  o]sens  doors  for  on  the  spot  closing,  adds  new 
prestige  to  established  firms. 

PROTECTVE:  Insulates  any  building  against  weather  extremes. 

LOW  IN  COST:  Distinguished,  expensive  looking  but  low  in  cost!  An  economi¬ 
cal  super  salesman  to  individualize  new  homes.  Increases 
resale  value  of  any  home  or  building. 


LOOK  HOW  WE  HELP  YOU  SELL! 

You  can  duplicate  our  biggest  success!  No  trial  and  error!  We’ll  furnish  you  with 
newspaper  ads,  recordings  of  radio  and  TV  scripts  of  sales  presentations  of  our  most 
successful  salesmen,  free  training  schools,  training  manuals  for  salesmen  and  appli¬ 
cators,  accounting  aids.  Factory  Road  Service  to  help  train  salesmen  and  applicators. 

PHONE,  WRITE  or  WIRE  APPLICATIONS  for  AN  EXCLUSIVE  TERRITORY  to 

L.  W.  SMITH.  Associates  -  15035  WYOMING,  Detroit  21.  Mich. 
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The  ^Cadillac*'  of  the  Business 


aramaunt 


Produrt  of 
Alotttinuiti 
^kilUraft 


America's 
Finest  Fastest- 
selling 

ALL-ALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  life  doors, 
two  lite  doors, 
self  -  storing 
doors. 

•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— for  tolerances. 

•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
aluminum  en- 
semble  and 
stainless  steel 
hardware. 

ADVERTISING 
MATERIAL 
AVAILABLE: 
Cuts,  Mats, 
Literature! 


Cress  Section  View  of 
TklPU  TRACK  riATURlS 

1.  TOP  GLASS 

2.  SCREEN 

3.  BOTTOM  GLASS 

Complete  e' 
WCATHtR-STRIPPINO 


”  tvmoiv 

PICTURE 

formal 

The  K-D  PLAN  that  brings  you  . .  . 

Outstanding  GREATER  PROFITS 
•  0£/fsfonc///)g  LOWER  PRICES 
.  Outstanding  HIGHER  QUALITY 

N  paramount 

WINDOW  LINE  ALL-ALUMINUM 

y  MJiEivr  mn 

FAST-SELLING 
SUPERIOR 
FEATURES 


NEWLY  IMPROVED 

paramount 

TRIPLE  TRACK 

all-aluminum  combination 

STORM  &  SCREEN 

WINDOWS 


EXCLUSIVE 


FULL 

LENGTH 

PIANO 

HINGE 

Feature 


with  built  in  weatherstrip  I  t  eature  I  I  i  :  ji 

•  TRIPLE  TRACK  I  [  I  if  N 

Not  Channel  I  I  jL  _ !  “'  _ I  ii, 

•  EASY  INSTALLATION  1  a,,., 

Service  Free  I  Some  other  Outstanding  Selling  features 

•  TWIN  VENTILATION  *  >•  l-•n|th  piano  hinge.  dow  Vent  openini  for  positivi 

,  I  Permits  easier  cleanini  from  the  seal. 

Sashes  Raise  or  ■  outside.  S.  specially  deslpned  rubber  extrusioe 

,  1  A  I  I  I  2-  EXTRA  HEAVY  EXTRUSIONS  *«  *«*'  secure  plass  in  plate. 

Lower  to  Any  Level  I  atss  ST.  S  Alley  Extruslens).  permanency.  And  permittinj 

'  ■  «  we  ow..eoaXm..>ow  ilmpIC  TC  P  laCeiTI  eiltt  Of  bTOMI' 

•  CHANGEOVER  NEVER  NECESSARY!  designed  sponge  ^  by^h.m^.  . 

Make  Self-Storing  Obsolete  ,  J:,e*m"e*n,‘  w'lnVow'^d’ M.rm*:?S?  .Jd^  o.miplate  for  Picture  Win 

•  POSITIVE  100%  WEiUHER  STRIPPING  '  Muin^'""'"*”  I  SranTe..''*"*"’"”" 

•  imairu  muwmiiNiMaio  I  <•  FULLY  EXTRUDED  Weathtr  9.  Reenforcid  for  permar.ent  rlildity. 

•  HEAVY  EXTRUSIONS  |  strlpplni  installed  on  each  Win-  10.  Priced  Rifht. 

Truly  the  window  and  door  line  that  is  3  ways  better! 

1.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF.  3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NC^  CALL-B.hCKS 


1.  Full  Lenfth  PIANO  HINGE. 

Permits  easier  cleanini  from  the 
outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(jtS3  ST.  S  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  effect  a  perfect  seal  between 
Casement  window  and  storm  win¬ 
dow.  Eliminates  Window  Conden¬ 
sation. 

4.  FULLY  EXTRUDED  Weathtr 

Stripplni  Installed  on  each  Win¬ 


dow  Vent  openini  for  positive 
seal. 

5.  Specially  desiined  rubber  extrusion 

to  seal  and  secure  ilass  in  plate, 
for  permanency.  And  permitting 
simple  replacements  of  broken 
glass  by  home  owners. 

6.  Designed  for  Single,  Double  thick 

and  Oemiplate  for  Picture  Win 
dows. 

7.  Controlled  ventlbtion. 

8.  Draft  Free. 

9.  Reentorc  id  fnr  permar.ent  rigidity. 

10.  Priced  Right. 
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Building  Specialty  Industry 
Expects  Good  Year  In  1954 

Large  sums  invested  by  manufacturers  in 
new  production  equipment,  new  models, 
promotion  and  advertising 

Business  in  the  home  improv-  ing  fields  and  there  is  a  great  deal  crease  in  the  months  ahead,”  he 
ment  field  which  was  somewhat  of  searching  for  better  distribu-  said, 
slack  during  the  first  two  months  tion  outlets  and  more  dealers.  Meantime,  additional  light  was 

of  the  year  picked  up  during  March  Elsewhere  in  the  business  world  shed  on  the  nature  of  the  down- 
and  is  now  going  .strong  according  predictions  about  the  future  are  ward  business  movement  in  Janu- 
to  many  dealers  and  manufactur-  fairly  optimistic  despite  a  notice-  ary  by  reports  showing  that : 
ers.  Generally  speaking,  building  able  drop  in  employment  and  de¬ 
specialty  men  expect  a  good  season  dine  in  industrial  production  in  Reports 

during  1954  and  are  optimi.stic  some  parts  of  the  country.  Carl 

despite  indications  of  a  moderate  L.  Oeschle,  Deputy  Assistant  Sec-  •  Sales,  new  orders,  unfilled 
downturn  in  the  economy  during  retary  of  Commerce  recently  de-  order  backlogs  and  inventories  of 
the  fir.st  part  of  the  year.  In  fact,  dared  he  is  ‘‘more  convinced  than  manufacturers  went  down, 
the  building  specialty  industry  may  ever  that  1954  will  be  an  exceed-  •  Consumer  instalment  credit 
be  .said  to  be  one  of  the  bright  ingly  good  year  for  busine.ss.”  Mr.  outstanding  contracted  sharply, 
spots  in  the  national  economy.  Oe.schle  offered  his  apprai.sal  of  •  Department  store  .sales  and 

A  great  deal  of  time  and  money  the  busine.ss  situation  in  a  talk  stocks  fell  below  year-ago  lev  els, 
has  been  inve.sted  by  manufactur-  prepared  for  delivery  in  Los  Mr.  Oeschle  said  the  Commerce 
ers  in  new  production  equipment,  Angeles.  Department’s  ^  Office  of  Business 

new  models,  and  adverti.sing  and  ‘‘With  waj*mer  weather  ap-  Economics  has  found  that  both 
promotion  plans.  New  manufac-  preaching  and  with  construction  production  and  di.stribution  activ- 
turers  are  .still  entering  the  storm  opening  up,  we  have  every  reason  ity  were  slightly  lower  in  January 
window,  jalousie,  and  metal  awn-  to  believe  unemployment  will  de-  than  in  December.  Retail  .sales 
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were  4  per  cent  below  seasonal 
expectations,  he  said. 

Di.scu.ssing  his  optimistic  view 
of  1954  prospects,  the  Deputy 
Assistant  Secretary  .said  the  hi};h 
level  of  consumer  dispo.sable  in¬ 
come  is  a  favorable  factor.  The 
most  recent  evidence  points  to  a 
1954  volume  of  construction  activ¬ 
ity  as  ^ood  as  or  even  a  little 
Ijetter  than  the  volume  forecast  by 


the  Government  in  November,  he 
maintained. 

The  Commerce  Department  and 
Bureau  of  Labor  Stati.stics  have 
predicted  in  a  joint  estimate  that 
construction  activity  will  be  down 
2  per  cent  from  the  record  1953 
volume. 

President  Eisenhower’s  lejjisla- 
tive  program  “will  pive  workers 
and  businessmen  jrreater  economic 


.security  and  confidence,  .so  nusi- 
ness  will  hum  as  never  before,” 
Mr.  Oeschle  declared. 

In  reportinpr  declines  durinj^ 
January  in  manufacturing  ship¬ 
ments,  new  orders,  unfilled  orders 
and  inventories  today,  the  Office  of 
Business  Economics  found  that 
indu.strial  activity  showed  less  than 
sea.sonal  strength. 

January  shipments  amounted  to 
$22.9  billion.  This  volume  was  $1 
billion  under  the  December  total 
and  $1.1  billion  under  the  volum.e 
in  January,  1953. 

The  OBE  .said  the  drop  in  ship¬ 
ments  from  December  to  Janiuuy 
exceeded  the  normal  January 
downturn  by  about  $400  million. 

It  called  particular  attention  to 
di.sappointing  performances  in  pri¬ 
mary  metals,  electrical  machinery, 
chemicals  and  petroleum.  Bever- 
aj?es  and  apparel  on  the  other 
hand  showed  more  than  .seasonal 
strength,  the  agency  .said. 

New  Orders 

New  orders  received  by  manu¬ 
facturers  in  January  were  8  per 
cent  below  seasonal  expectations — 
chiefly  because  of  weaknesses  in 
durable  proods  lines,  the  OBE  said. 
Soft  pfoods  orders  were  2  per  cent 
below  normal. 

Unfilled  orders  dropped  $2.5 
billion,  proinpr  down  from  $58.3 
billion  in  December  to  $55.8  billion 
in  January.  Twelve  months  earlier, 
order  backloprs  had  totaled  $76.2 
billion. 

The  OBE  .said  all  of  the  heavy 
durable  proods  industries  had  .small¬ 
er  backlogs  at  the  end  of  January 
than  at  the  beprinning. 

The  liquidation  was  con.strued 
as  a  continuation  of  the  effort  to 
correct  inventory  positions  that 
has  been  under  way  since  last 
summer. 

The  Federal  Re.serve  Board 
reported  that  consumer  instalment 
credit  tumbled  $771  million  in 
January.  The  volume  of  outstand¬ 
ing  credit  cu.stomarily  contracts 
after  Christmas  but  it  was  .said 
(Continued  on  Page  74) 


New  Nniti-pnrpose  Kitchen  Unit 
Applanded  by  Planning  Experts 


Photo  courtesy  Kitchen  Maid  Corp. 


One  of  the  newest  developments  in  the  Kitchen  Maid  Corporation's  comprehensive  line 
of  kitchen  cabinets  is  the  multi-purpose  pull-out  table  shown  here. 

Previewed  at  the  NAHB  Trade  Show  early  this  year,  the  new  unit,  which  serves  as 

a  snack  table,  planning  desk,  sit-down  work  area  and  many  other  specialized  kitchen 

uses,  was  favorably  received  by  builders  and  kitchen  planning  experts. 

Built  on  a  hardwood  frame,  the  table  glides  smoothly  into  firm  working  position  on 
oil-impregnated  guides  from  within  a  base  cabinet.  It  is  <;'uiet-sliding,  with  a  positive 
locking  aclion.  When  not  in  use,  the  table  slides  back  into  the  cabinet,  out  of  sight 
and  out  of  the  way,  allowing  generous  storage  space  underneath.  Dimensions  are  25" 
wide,  21"  deep,  with  the  table  top  29^"  from  the  floor  so  that  it  can  be  used  with 
equal  comfort  and  convenience  from  either  a  sitting  or  standing  position. 

The  table  top  is  standard  in  pearl  gray  Formica,  or  con  be  ordered  in  a  choice 

of  colors.  If  desired,  the  glide  assembly  may  be  purchased  without  the  top,  giving  the 

dealer  the  opportunity  of  installing  a  custom  top. 
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The  Printing  Calculator  is  used  to  deliver 
accurate  and  timely  records  for  manage¬ 
ment,  and  the  printed  tape  enables  easy 
checking  for  omission  or  error. 


Photos  courtesy  Rcminitton  Rand,  Inc. 


Up-to-Date  Office  Equipment 
Speeds  Routine  Management  lobs 


By  CRAIG  WAKEFIELD 
Remington  Rond,  Inc. 
New  York.  N.  Y. 


AS  any  businessman  in  the 
buildiiif?  specialties  field 
knows,  there  are  a  thousand  and 
one  daily  problems  involved  in 
handling  accounts  receivable  and 
payable,  estimates,  billing,  com¬ 
missions,  production  costs,  sales 
costs,  sales  analyses,  and  payroll. 
Every  problem  is  centered  on  the 
demands  for  speed  and  accuracy. 
Records  must  be  kept  up-to-date 
<laily.  They  must  be  correct,  for 
the  decisions  of  management  are 
based  on  the  records  of  past  per¬ 
formance. 

Management  must  have  the  ac¬ 
curate  and  timely  records  i  re¬ 
quires,  and  it  must  get  them  ?it  a 
minimum  of  cost.  Very  often  they 
are  produced  by  personnel  whose 
experience  and  knowledge  is  lim¬ 


ited  to  clerical  tasks  only,  and 
whose  responsibility  to  the  busi¬ 
ness  ends  each  day  at  five  o’clock. 
You  can  expect  from  office  per- 
.sonnel  only  the  degree  of  speed 
and  accuracy  which  the  office  it- 
.self  is  geared  to  deliver,  just  as 
the  speed  of  the  production  line  is 
limited  to  the  output  of  its 
machines. 

Training  Operators 

Adding  Machines  and  Printing 
Calculators,  each  equipped  with 
the  ten-key  keyboard,  deliver  the 
speed  and  accuracy  es.sential  to 
economical  office  operations.  The 
ten-key  operation  of  these  ma¬ 
chines  makes  a  touch  system  natu¬ 
ral  for  even  an  untrained  operator. 
Clerks  with  no  previous  experience 
are  able  to  acquire  an  accurate  and 
rapid  touch  within  a  matter  of 
days. 

One  might  compare  the  efficiency 


of  a  10-key  keyboard,  as  contrasted 
to  a  full  keyboard,  with  the  ea.se 
of  counting  a  half-dollar  as  con¬ 
trasted  with  counting  50  pennies. 

The  Printing  Calculator  has  the 
additional  features  of  autom.atic 
multiplication  and  division.  There 
is  also  a  printed  record  of  every 
step  in  every  calculation  run 
through  the  machine,  thus  elimin¬ 
ating  any  need  for  recalculation  in 
the  event  .some  .step  or  pha.se  has 
been  overlooked.  A  visual  check 
of  the  printed  tape,  as  with  the 
tape  produced  by  an  adding  ma¬ 
chine,  will  reveal  any  errors  of 
omission  or  incorrect  entry  of 
figures.  Without  such  a  record, 
an  entire  recalculation  would  be 
required. 

A  modern  busine.ss  cannot  be 
operated  efficiently  without  up-to- 
date  equipment  cho.sen  specifically 
for  the  job  to  be  done.  More  money 
is  lo.st  in  time-consuming  manual 
{Continued  on  Page  90) 
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Illustrations  courtesy  Kemiuifton  Corporation 

Shown  above  is  a  I’ypicol  six-room,  two-story  house  unit  air  conditioning  arranged  to  cool 
only  those  rooms  of  the  house  most  used — the  living  room  and  bedroom. 


'  conditioner  rarely  thinks  of  in- 

From  Data  Submitted  By  stalling  a  similar  unit  in  his  bed- 

REMINGTON  CORPORATION  room,  or  living  room.  Since  the 


■KTOW  that  air  conditioning  mer- 
chandising  plans  are  being 
dusted  off  preparatory  to  the  1954 
sea.son  it  may  be  well  worth  while 
to  examine  the  way  in  which  this 
product  fits  into  specialty  .selling. 

Basically  there  are  two  kinds  of 
units:  a)  the  room  air  conditioner, 
and  b)  the  central  unit.  The  room 
air  conditioner  is  traditionally  the 
apartment  hou.se  or  cliff  dweller’s 
unit.  It  is  also  used  extensively  in 
business  and  professional  offices. 
However,  it  has  not  been  exploited 
intensively  for  the  private  resi¬ 
dence.  Mostly,  this  is  becau.se 
many  manufacturers  of  room  air 
conditioners  are  relying  on  appli¬ 
ance  stores  to  push  wiudow  units. 
Unfortunately,  mo.st  people  who 
live  in  private  homes  are  generally 
under  the  impre.ssion  that  room 
air  conditioners  cannot  be  u.sed  in 
private  residences.  The  man  who 
spends  all  day  in  an  office  that  is 
comfortably  cooled  by  a  room  air 


Above:  Master  bedroom,  dressing  room  and 
child's  bedroom  in  existing  two-story  house 
is  air  conditioned  with  one  horse  power  air 
cool  unit.  Return  air  connections  made 
to  dressing  room.  Bedroom  doors  undercut 
IV2".  Condenser  air  drawn  from  attic  and 
discharged  through  attic  window. 

appliance  .store  dealer  never  sends 
any  .salesmen  to  private  homes  to 
discu.ss  the  most  advantageous 
ways  of  using  room  air  condition¬ 
ers  he  rarely  .sells  any  of  these 
units  to  home  owners. 


New  Method 

Air 


On  the  other  hand,  building 
specialty  dealers  who  have  man¬ 
aged  to  get  even  a  modest  supply 
of  these  room  coolers  have  done 
an  amazingly  good  job  with  them. 
However,  it  is  a  fact  that  while 
the  individual  room  air  conditioner 
does  a  good  job  of  cooling  indi¬ 
vidual  rooms,  it  is  not  the  most 
efficient  way  to  cool  an  entire 
hou.se  or  even  most  of  the  rooms 
in  the  average  private  home.  More¬ 
over,  each  unit  blocks  light  and 
vision  unle.ss  costly  through-the- 
wall  in.stallation  is  used.  It  also 
detracts  from  the  outside  view  of 
the  home,  and  some  models  are 
hard  to  draft-proof  through  the 
winter.  Con.sole  models  are  usually 
better  looking  than  window  units, 
but  they  cost  more,  require  special 
wiring  and  often  occupy  valuable 
floor  space.  On  the  other  hand, 
the  single  room  air  conditioner 
gives  the  least  costly  retreat  from 
the  summer  heat  that  a  person  can 
buy.  They  provide  independent 
weather  control  in  each  room,  and 
can  be  in.stalled  more  quickly  and 


Below:  Three-bedroom  new  ranch  house  with 
combined  living-room  is  cooled  by  a  two 
horse  power  four-room  unit  installed  in  the 
carport  next  to  hall  wall.  Supply  duct  leads 
through  attic  to  bedrooms  and  living-dining 
room,  each  outlet  being  placed  in  ceiling. 
Bedroom  doors  undercut  for  return  air.  Re¬ 
turn  air  grille  in  hall  wall  connects  to  unit 
through  short  duct  collar. 
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Shows  How  To 

Condition  Existing  Homes 


easily  than  any  other  system.  So 
much  for  room  air  conditioners. 

Now  let  us  turn  to  central  units. 
The.se  are  installed  in  new  homes 
at  the  time  of  con.st ruction  and  not 
only  cool  a  home  in  the  summer 
time,  but  heat  it  in  the  winter  time. 
The  hot  or  cool  air  is  pumped  up 
to  the  various  rooms  through  ducts 
between  the  walls  that  open  out 
into  each  room  through  registers 
or  grills.  Generally,  these  sy.stems 
add  from  $1000-$1500  to  the  total 
price  of  a  new  house.  Since  the.se 
units  are  generally  in.stalled  by  the 
builder,  they  do  not  offer  any  profit 


Above:  First  floor  living  room  and  gome 
room  in  basement  of  existing  house  air 
cooled  by  one  and  a  half  horse  power,  three- 
room  unit  installed  in  basement  under  living 
room,  close  to  game  room  wall  and  base¬ 
ment  window.  Short  supply  ducts  lead  to 
wall  outlet  in  game  room  and  diffuser  pipe 
for  outlet  in  living  room.  Return  air  passes 
through  second  floor  grille  in  living  room 
to  game  room  and  then  back  to  unit.  Con¬ 
denser  air  taken  from  basement  is  dis¬ 
charged  outdoors  through  short  duct  leading 
to  open  window. 

prospects  to  the  specialty  dealer. 
However,  a  great  many  older 
homes  are  heated  by  warm  air  and 
already  have  all  the  necessary 
duct  work  in  place.  Here,  the 
specialty  dealer  is  in  a  good  posi¬ 


tion  to  install  large  cooling  units 
which  can  be  connected  to  a  forced 
hot  air  furnace  which  in  summer 
time  will  carry  the  air  cooled  by 
the  unit  through  its  ducts.  There 
are  advantages  and  di.sadvantages 
to  this  .sy.stem,  too. 

The  advantage  is  that  every 
room  reached  by  a  duct  can  be 
cooled  if  the  unit  installed  in  the 
cellar  is  large  enough.  However, 
there  are  some  .serious  limitations 
to  this  type  of  installation.  Fir.st, 
there  is  over-cooling  in  summer  of 
those  spaces  which  are  purpo.sely 
overheated  in  winter,  like  bath¬ 
rooms,  with  consequent  under 
cooling  of  other  spaces.  Second, 
operating  co.sts  may  be  high  due 
to  the  cooling  of  unoccupied  spaces 
plus  high  water  u.sage.  Third,  there 
may  be  a  conflict  with  present  or 
future  ordinances  limiting  the  u.se 
of  city  water.  Conventional  sy.s¬ 
tems  require  150  to  400  gallons  of 
water  to  cool  a  central  air  condi¬ 
tioner  every  hour  it  operates  unless 
a  costly  re-cooling  power  is  added. 
Fourth,  there  may  be  di.scomfort 
in  .some  rooms  becau.se  air  ducts 
and  outlets  for  heating  are  rarely 
good  for  cooling  and  vice-ver.sa. 
Warm  air  tends  to  ri.se  and  cool 
air  tends  to  fall.  Obviously  han¬ 
dling  both  the  .same  way  is  likely 
to  give  unsatisfactory  results.  Reg¬ 
isters  for  warm  air  can  be  placed 
in  floors  and  wall  baseboards  since 
the  air  from  this  source  will  rise 
to  the  ceiling.  Cool  air  sent  through 
the  .same  regi.ster.s  or  grills  will 
tend  to  lie  on  the  floor  and  rise  up 
very  slowly.  On  the  other  hand, 
outlets  which  can  .safely  be  placed 
in  the  ceiling  or  in  the  wall  close 
to  the  ceiling  are  ideal  for  cool  air, 
which  will  drop  down  towards  the 
floor,  but  would  obviously  be  un- 
.satisfactory  for  warm  air. 


Above:  This  easy-fo-install,  economical-fo- 
operate  air  cooled  unit  in  1 or  2  h.p. 
models  comfortably  air  conditions  three  or 
four  rooms.  For  installation  in  basement, 
attic  or  utility  room. 

There  is  another  way  of  air 
conditioning  a  private  residence 


r 

Fluitos  courtesy  Hcminiitort  Corp. 


Above:  A  "two-roomer"  residential  air  con¬ 
ditioner.  This  1  h.p.  waterless  unit  for  easy 
installation  in  basement,  attic  or  utility 
room  effectively  air  conditions  up  to  two 
rooms,  depending  upon  their  sixe. 

which  should  be  of  special  interest 
to  building  .specialty  dealers,  since 
it  can  be  applied  ideally  to  older 
{Continued  on  Page  96) 
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Shown  left:  (L  to  R) 
A.  J.  Miller,  Lloyd  Op- 
penheim  and  George 
Shirago  of  the  Stetson 
Window  Corporation. 


Mass.  Dealer^s  "No-Gimmick'^  Methods 
And  Integrity  Pay  Off  In  Sales 


By  WESLEY  W.  RAINES 
Special  Correspondent 
Building  Specialties 


WHKN  a  youiiK,  clean-cut  milk¬ 
man  came  into  the  otiice  of  the 
Stetson  Window  (Corporation,  Bel¬ 
mont.  Ma.ss.,  in  the  Fall  of  1950  in 
answer  to  an  ad  for  a  .salesman, 
Stet.son-owners  Lloyd  Oppenheim 
and  (leor^e  Schirajra  knew  that 
their  story  of  (piality  and  basic  in- 

Below:  Stetson  Window  Corporation's  cen¬ 
tral  office  at  60  Concord  Ave.,  Belmont, 
Mass. 


tegrity  —  not  price  as  a  .selling 
feature  —  was  beginning  to  pay 
off.  They  knew  they  were  well  on 
their  way  to  building  the  kind  of 
organization  they  wanted  —  an  or¬ 
ganization  based  on  original  .sales 
methods  without  “gimmick.s.” 

Why  had  the  milkman  answered 
the  ad?  Becau.se  Stet.son’s  reputa¬ 
tion  for  “fair  play”  with  customers 
and  employees  has  reached  him. 

(Concentration  on  these  two 
major  policies  has,  in  three  years, 
brought  Stet.son  from  a  small  or¬ 
ganization  with  an  original  inven¬ 
tory  of  a  .second-rate  product  when 
the  firm  was  first  taken  over,  to  a 


major  busine.ss  with  a  top  product, 
now  doing  an  annual  business  of 
between  one  and  two  million  dol¬ 
lars  —  and  with  the  trend  .still  up¬ 
ward. 

Training  the  milkman  as  a  sale.s- 
man  was,  and  is,  a  basic  hiring 
policy  of  the  company. 

When  Oppenheim  and  Schiraga 
took  over  Stetson  in  December, 
1950,  they  first  had  to  get  rid  of 
the  inferior  product  they  had  on 
hand,  and  that,  for  a  small  outfit 
just  in  busine.ss,  was  no  ea.sy  job. 
They  made  a  difficult  decision  and 
sold  their  complete  stock  to  a  dealer 
{Contimivd  on  Page  106) 
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Advertising 


Radio  Can  SeU  Foi  Yon 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associates 
New  York 


(This  is  the  fifth  in  a  series  of  articles 
on  the  problems  of  advertising  confront¬ 
ing  the  Home  Improvement  Dealer  and 
Manufacturer.  They  are  being  v/ritten 
by  Mr.  Charles  J.  Caudle,  head  of 
CTiarles  J.  Ckiudle  Associates,  a  New 
York  public  relations  and  advertising 
firm.) 

IN  the  last  two  articles  we  dis¬ 
cussed  newspaper  advertising 
and  how  to  use  it  to  good  advan¬ 
tage.  Now  in  this  article  we  want 
to  talk  about  an  advertising  media 
that  a  lot  of  people  have  mistaken¬ 
ly  been  relegating  to  the  closet,  or 
attic,  or  basement,  or  wherever 
people  put  away  things  like  high- 
button  shoes,  raccoon  coats,  and 
the  like.  We  are  talking  about 
RADIO  —  and  it  ain’t  dead  yet ! 

If  it  is  dead  then  it’s  just  about 
the  livlie.st  corpse  in  medical  his¬ 
tory.  Ju.st  cast  your  eyes  over  the 
following  statistics  put  together  by 
the  Broadcast  Advertising  Bureau : 

1.  People  bought  radios  in 
1953  at  the  rate  of  one 
every  S'/i.  second! 

2.  Radio  alone,  of  all  adver¬ 
tising  media,  wins  the  at¬ 
tention  of  at  least  94  out 
of  every  100  families  in 
America  in  a  single  week 
—  including  9  out  of  10 
TV  families! 


3.  The.se  weekly  Radio  audi¬ 
ence  figures  do  NOT  in¬ 
clude  : 

a.  Post-midnight  Radio 
listening  —  enjoyed  by 
20.2%  of  all  U.S.  Radio 
families  each  week. 

b.  Out-of-home  Radio  lis¬ 
tening —  enjoyed  by 
.some  15%  of  all  Ameri¬ 
cans  each  day. 

And  not  only  do  people  listen  to 
radio  —  they  buy  becau.se  they  li.s- 
ten !  We  could  go  for  pages  and 
pages  citing  rea.sons  why  this  is  so 
—  but  as  Sgt.  Friday  would  say 
on  “Dragnet”,  “Ju.st  Give  Me  The 
Facts”.  The  facts  we  present  be¬ 
low  are  actual  ca.se  histories  culled 
from  the  bulging  files  of  “radio 
success  stories”,  constantly  being 
added  to  by  the  Broadcast  Adv. 
Bureau,  the  spokesman  for  the 
radio  industry.  We  think  they 
speak  for  them.selves: 


Program  Cost :  $70. 

Sponsor:  Henry  for  Plumbing  and 
Heating 

When  this  spon.sor  first  began 
broadca.sts  on  WIP  in  March,  1949, 
he  employed  23  people,  owned  7 
trucks,  had  no  showroom  and  did 
a  yearly  volume  of  $175,000.  He 
purchased  .schedules  of  early  morn¬ 
ing  weekly  weather  and  news  re¬ 
ports  (between  6:45  and  8:45 
A.M.)  as  well  as  twice-a-week  7 :15 
to  7 :30  P.M.  news  programs.  In 
January,  1953,  still  on  the  air, 
spon.sor  now  employes  60  people, 
plus  10  salesmen,  owned  21  trucks, 
had  acquired  an  elaborate  show¬ 
room  and  does  an  annual  volume 


Record  Show 

Sponsor:  Cahn  Electric  Co. 

Uses  the  hour-long  Honor  Roll 
of  Hits  —  a  late-afternoon  record 
show.  The  show  called  attention  to 
price  reduction  on  Carrier  air- 
conditioning  units;  no  mention  of 
this  “special”  was  made  anywhere 
el.se.  Neverthele.ss,  Cahn  reported 
—  33  .sales  gros.sing  $12,177,  as 
well  as  many  other  sales  leads. 


of  $750,000. 

Sponsor:  Local  Iron  Fireman  Fur¬ 
nace  Distributor 
This  is  a  “How  To  Get  More 
Business”  Story  —  The  idea  used 
by  This  Iron  Fireman  Furnace 
Distributor  can  be  applied  to  al¬ 
most  any  Home  Improvement 
Dealer  to  stimulate  .sales.  Gimmick 
was  a  $100  .savings  bond  conte.st 
to  locate  the  owner  of  the  oldest 
furnace  in  the  community.  Plugged 
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on  radio  only,  the  contest  brought 
a  host  of  entries  —  which  made  a 
wonderful  prospect  list  for  the 
sales  staff. 

SjxtnHor:  Woodbury  Lumber  Co. 

In  one  week  on  WSNY,  .sold  over 
30  overhead  K^raKe  doors  for  more 
than  $1,500  at  an  adverti.sing  cost 
of  only  $45 1  To  buy,  the  cu.stomer 
had  to  mention  Station  WSXY  — 
thus  pin-pointing  the  source  of  the 
sales. 

Weekly  Campaign 

S/Hfn.sor:  Peter  Peter.son  Co. 

This  Home  Improvement  Com¬ 
pany  ran  a  weekly  campaijrn  of 
14  one-minute  spots  for  4  months 
on  WHLI,  advertising  their  .serv¬ 
ices  in  a  suburban  area  of  home 
owners.  Peter.son  jrot  so  many  leads 
that  they  conhl  not  handle  the  ha.si- 
ness  ami  had  to  eaneel  the  sfiots 
for  aeveraJ  aionths  in  order  to 
catch  n  i> !  The  averajre  lead 
amounted  to  $1()()()  (how’s  that  for 
a  hijjh  ticket?).  The  advertisinjr 
cost  was  $10  per  sj)ot! 

If  you  follow  the  spirit  and  for¬ 
mat  of  radio,  as  we  advised  that 
you  should  do  for  newspapers  when 
usinK  that  medium,  you  can  u.se 
radio  to  jrood  advantajje  and  ob¬ 
tain  the  K«od  results  listed  in  the 
above  “success  stories’’.  For  ex¬ 
ample:  If  you  have  a  spot  follow¬ 


ing  a  news  program,  or  weather 
report,  keep  the  copy  short,  crisp, 
and  new.sy.  If  you  are  participat¬ 
ing  in  a  local  show,  such  as  a 
woman’s  service  program,  then 
your  copy  should  be  more  informa¬ 
tive. 

But  above  all  else,  keep  in  mind 
your  audience  because  with  radio, 
unlike  mo.st  other  media,  you  can 
handpick  your  prospective  cus¬ 
tomers.  Namely,  sports  programs 
are  generally  listened  to  by  men  — 
and  daytime  programs  with  strong 
appeal  to  women  naturally  attract 
the  di.staff  members  of  .society. 
Therefore,  addre.ss  your  pitch  to 
the  audience  sought  —  motorists, 
housewives,  kids,  etc.  —  depending 
on  the  time  of  day  you  are  on  the 
air. 

The  following  .section  li.sts  some 
things  you  can  do  with  radio: 
Announce  A  Sale  — 

Especially  aim  it  at  the  motor¬ 
ists  on  the  way  home  from  work 
or  out  in  the  afternoon  shopping, 
or  in  busine.ss,  to  drive  right  over. 
Aim  it  at  hou.sewives  to  plan  their 
day  accordingly,  or  to  homeowners 
AT  JUST  THE  TIME  OF  EVE¬ 
NING  YOU  (OR  YOUR  SALES¬ 
MEN)  MIGHT  BE  MAKING 
HOME  CALLS. 

Announce  A  Neie  Prod  net  — 

Don’t  go  into  detail,  it’s  too  hard 
to  visualize.  Make  the  pitch  to  come 
in  and  .see  “for  yourself’’.  You  can 


tell  what  it  does  easier  than  you 
can  prove  or  show  how  it  does  it 
over  the  air.  Use  copy  like:  “Ask 
To  See  The  Double-X  Miracle  Fea¬ 
ture,  ...” 

Sell  A  Timely  Service  — 

This  is  not  exactly  an  impulse 
purcha.se,  but  get  the  guy  to  do 
NOW  what  he’s  been  putting  off 
for  months.  Radio  Reminders  are 
Busine.ss  Builders! 

Sell  Yourself  — 

Definitely!  Especially  if  you 
have  a  good  slogan  you  can  keep 
repeating:  “When  it  comes  to  cat.s, 
come  to  Katz’’.  A.s.sociate  your 
name  with  your  products  as  tightly 
as  posible,  so  that  “when  they 
think  of  .screens,  they  think  of 
yours’’. 

Advertise  Often 

And  remember  to  advertise  as 
often  as  that  old  budget  will  allow. 
This  is  a  standard  advertising 
axiom  —  only  more  .so,  with  re¬ 
gards  to  radio.  Stop  and  think 
about  how  many  “.saturation”  ad¬ 
vertising  campaigns  you  have 
heard  in  your  radio-listening  life. 
There  must  be  a  good  reason  why 
national  advertisers  want  to  .satu¬ 
rate  the  air  and  blanket  market 
areas.  It  co.sts  money  but  it  must 
pay  off.  Witness  the  fact  that  .satu¬ 
ration  advertisers  are  con.stantly 
{Continued  on  Faye  116) 


If  you  follow  the  spirit 
and  format  of  radio, 
iust  os  you  do  for 
newspapers  when 
using  that  medium, 
advertising  results  con 
be  impressive. 
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Still  America’s  lawesf-pricerf  2-color  miomeled  strip 


PROMPT  SHIPMilIT  IN  AU  SIZIS.  W«  corry 

all  popwkir  sizM  in  ctock.  For  »p«cial 
sizes,  we  con  sIH  to  eny  desired  dimen* 
sioA,  riflM  here  in  our  ^nt.  Your  order 
filled  immedifrtely! 

15  RICH  DUPONT  COLORS.  Oorpeeus  (ewel- 
tone  “OULUX”  colors  by  Dupont.  Solid 
color  on  one  side,  gleaming  white  oti  the 
other.  Colors  weother^ested  for  durability 
and  long  wear. 


NO  FINER  PRODUCT  MADE.  ROLLCOAT 
aluminum  strip  has  rich  lustrous  color  and 
gloss  .  .  .  can  be  easily  formed  into  any 
desired  awning  shape  without  morring 
the  finish. 

NO  HIDDEN  COSTS.  There  are  no  special 
charges — no  “extras’*  in  ROLLCOAFS 
price.  Get  all  the  facts— and  you'll  find 
ROLLCOAT  costs  you  less  than  any  other 
coil  strip  you  can  buy. 


OVfR  ONf  MILLION  POUNDS 

of  Roll  Coated  Awning  Ma¬ 
terials  in  Stock  tor  Immedi¬ 
ate  Delivery  in  any  Quantities. 


ATER,  INCORPORATED 
DLETON,  INDIANA 

lione  Pencileton  521 


Right:  Contemporary 
enameled  cabinets. 
Wall  peninsular  cabi¬ 
nets  can  be  opened 
on  either  side. 


From  Data  Submitted  By 
Wood  Metal  Industries,  Inc. 


YOU,  as  a  building  specialty  and 
home  improvement  dealer  have 
no  reason  to  sell  custom  kitchens 
if  you  are  loaded  with  orders  for 
your  regular  lines,  have  little  or 
no  tough  competition,  have  little 
trouble  in  securing  new  orders  and 
aren’t  interested  in  what  the 
future  will  bring.  But  if  this  isn’t 
your  case,  and  I’m  sure  it  isn’t, 
then  cu.stom  kitchen  planning  and 
.sales  are  a  must  for  you. 

Kitchens  sales  offer  you  four 
distinctive  advantages. 

1.  Diversification:  While  the 
competition  in  the  established  lines 
has  increased,  the  profit  has  de- 
crea.sed.  Along  with  this  increa.se 
in  competition  goes  the  need  for 
more  and  more  advertising,  re¬ 
quiring  an  investment  of  additional 
dollars  for  each  .sale.  Now  is  the 
time  to  add  new  lines. 

2.  Big  Ticket  Sales:  The  aver¬ 
age  kitchen  represents  a  gross 
.sales  of  between  $500  -  $1500 :  with 
the  average  around  $700  -  $800.  A 
.sale  this  size  is  worth  much  effort 
and  .salesmanship.  Most  kitchen 
dealers  work  on  33  1 /'3  to  40%. 

3.  Same  Selling  Patterns : 
Kitchen  Sales  require  the  .same 
personalized  salesman.ship  you  are 
geared  to  give.  No  two  houses  are 
alike,  nor  any  two  owners,  so  lines 


Left:  Kitchen  of  contemporary  honeyed 
Birch. 
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such  as  storm  windows  and  awn¬ 
ings  have  to  be  sold  to  fit  the  home 
as  well  as  the  owner’s  tastes.  This 
is  especially  true  in  the  case  of 
kitchens.  Mrs.  Jones  wants  a  Con¬ 
temporary  White  Kitchen  but 
loaded  with  accessories  while  Mrs. 
Smith  wants  a  quaint  Colonial 
Knotty  Pine  Kitchen  complete  with 
random  width  V  -  joints  but  no 
fancy  gadgets.  Both  needs  can  be 
answered,  but  not  by  an  order 
taken  behind  the  counter  of  a  store 
dealing  in  stock  cabinets.  Your 
personalized  .sales  attention  is  the 
answer. 

4.  Remle  BiisineaH:  Once  you 
have  sold  a  kitchen  to  a  cu.stomer, 
she  becomes  a  prospect  for  a  re¬ 
modeled  bathroom,  cabinets  for 
workshop,  built-ins  for  living  or 
dining  room  and  .so  on.  Also  mo.st 
people  are  quite  proud,  and  rightly 
so,  of  their  new  kitchens,  and 
remember  the  dealer  who  .sold  it 
to  them.  Their  word  of  mouth 
advertising  is  the  fine.st  any  dealer 
can  get  and  is  the  one  form  of 
advertising  he  cannot  buy. 

The  Market 

Now  that  you’ve  .seen  what  .sell¬ 
ing  kitchens  can  do  for  you,  let’s 
explore  the  market.  What  are  your 
chances  of  .selling  kitchens. 

The  exi.sting  market  is  divided 
into  two  parts :  The  new'  homes 
market  and  the  remodeling  market. 
The  approaches  to  each  are  slightly 
different. 

The  neic  home  market:  At  first 
it  may  appear  that  the  kitchen 

A  Home  Improvement  Dealer 


Above:  Contemporary  enameled  cabinets  with  built-in  stove  and  oven. 


field  is  a  clo.sed  book  —  controlled 
by  architect  or  building  contractor, 
the  two  mo.st  influential  people  in 
today’s  building  field,  the  mo.stest 
for  the  cheapest  may  .seem  to  be 
the  guiding  rule.  This  is  not  true. 
Very  recently,  this  w’as  brilliantly 
refuted  by  a  kitchen  speciali.st  in 
Long  Island.  Representing  a  manu¬ 


facturer  of  one  of  the  most  widely 
diversified  lines  of  custom  wood 
cabinets  and  casework  he  sold  a 
builder  on  the  following  idea  and 
sold  20  kitchens  as  a  result.  This 
builder  was  planning  20  hou.ses  of 
the  .same  type  and  the  kitchen* 
were  alike  in  shape  and  size. 

{Continued  on  Pane  112) 


Left:  Kitchen  in  con¬ 
temporary  autumn 
Birch  cabinets. 


Group  pictured  right 
includes  Mr.  and  Mrs. 
Joseph  Georgius  and 
several  salesmen  of 
the  Alumatite  Co.  Mr. 
Georgius  is  fifth  from 
left,  shown  talking  to 
a  customer. 


Cleveland  Dealer  Advises: 

^^Get  Your  Customers  to  Work  for  You'^ 


Personal  supervision  and  complete  job 
satisfaction  make  friends  of  customers 
and  customers  of  friends 


JOSEPH  GeorKius  has  always 
had  a  strong  belief  in  himself 
and  the  products  he  sells.  That 
this  belief  pays  off  is  evident  by 
the  fact  that  GeorKius  has  ri.sen 
from  a  novice  .salesman  in  the 
ranks  to  be  the  proprietor  of  his 
own  pro.sperous  and  expanding 
busine.ss. 

Belief  in  Self 

Back  in  1945,  Joe  Georgius  went 
to  work  for  a  small  dealership  as 
a  salesman.  His  belief  in  himself, 
coupled  with  untiring  effort  .soon 
resulted  in  his  being  the  firm’s 
top  salesman.  Georgius  was  more 
than  a  .salesman.  He  made  per- 
.sonal  friends  of  his  customers  and 
he  gave  their  jobs  his  personal 
supervision,  assuring  complete  sat¬ 
isfaction  when  the  job  was  finished. 


By  this  method,  he  developed  a 
growing  group  of  boosters  who 
recommended  his  services  to  their 
friends.  Now  that  he  has  his  own 
business,  he  tells  his  .salesmen  to 
follow  his  example  and  con.stantly 
urges  them  to  “get  your  customers 
to  work  for  you.” 

On  June  20,  1953,  Georgius 
opened  his  own  dealer-di.stributor- 
ship,  the  Alumatite  Company,  lo¬ 
cated  at  4154  East  131  Street  in 
Cleveland,  Ohio.  He  employs  a 
total  of  221  people  including  13 
salesmen,  5  installers,  a  service 
man,  and  a  bookkeeper.  Mrs. 
Georgius  is  the  office  manager. 

The  sales  volume  from  the  day 
the  office  was  opened  until  Decem¬ 
ber  31,  1953,  totalled  $280,000,  a 
large  percentage  of  which  was  sold 
by  Georgius. 


Showroom  [..ocation 

He  .says  he  believes  that  a  good 
neighborhood  location  is  the  proper 
place  for  a  Storm  Window  show¬ 
room  because  of  the  lower  rental 
and  clo.se  contact  with  his  pro.s- 
pects.  He  believes  in  carrying  a 
good  stock  of  window's  and  doors 
to  make  rapid  installations,  but  he 
.says  his  supplier,  Ace  Industries 
Company,  of  Youngstown,  Ohio,  is 
able  to  make  overnight  deliveries 
w'hen  needed.  He  is  looking  for¬ 
ward  to  opening  a  we.st  side  show¬ 
room  and  a  centrally  located  ware¬ 
house  to  supply  both  east  and  west 
locations.  When  it  is  opened  you 
may  be  sure  he  will  be  right  there 
to  see  that  everything  runs  smooth¬ 
ly.  Georgius  is  that  sort  of  guy! 


46 


APRIL  1954  BUILDING  SPECIALTIES 


FANNER 


AWNING  NARDWARE 


to  SAVE  YOU  time ...  labor ...  money  on  every  awning  installation 


No.  462  Spearhead 


No.  771  Universal  Combination 
Slip-Fit  Elbow  Fitting  and  Rafter 
Holder 


No.  1  Adjustable  Post  Socket 


W««<i  Screws  (alectretytic  falvenised  Hnisli), 
available  flal,  rewml  oval,  niilllpt  or  SleHed, 
Steel,  Brass,  SlUcen  Brense,  or  Alwminvm 


Screw  Anckor  ixpansien  FHlint  Ne.  I 


To  save  money  .  .  .  time  .  .  .  labor  and  still  give  your  customers  a  far  better  awning 
installation,  get  acquainted  with  the  fine  FANNER  line  of  awning  hardware.  As  one  of 
the  largest  producers  of  awning  hardware  in  the  world,  FANNER  not  only  offers  a  com¬ 
plete  range  of  products  for  every  requirement  you  will  have,  but  offers  exclusive  features 
of  design  and  construction  that  makes  installation  easier  and  performance  permanently 
dependable.  Only  a  few  of  the  many  hundreds  or  awning  parts  made  by  FANNER  are 
illustrated  —  but  a  complete  catalog  is  available  free  on  request  to  help  you  meet  your 
needs.  All  fine  FANNER  parts  are  made  in  malleable  iron  and  are  available  from  stock. 
On  special  orders  they  can  be  furnished  in  aluminum  as  well. 


No.  761  Slip-Fit  Eye  End 
Socket  and  Clamp  Assembly 


No.  751  Slip-Fit  Eye  End 


Use  fine  FANNER  awning  parts  on  your  next  few  jobs  —  and 
note  the  difference  in  savings  to  you. 


THE  FANNER  MANUFACTURING  CO. 

BROOKSiDE  PARK  CLEVELAND  9,  OHIO 


<St  Home  Improvement  Dealer 


i? 


No  driver  on  busy  Sun¬ 
rise  Highway  con  foil 
to  notice  the  Clear- 
view  display  room. 
Notice  the  big  letter¬ 
ing  of  "Jolousies,"  in¬ 
tended  to  familiarize 
the  public  with  the 
product. 


''Waim  Leads Not  ''Cold''  Canvassing 
Spur  N.Y.  Jalousie  Dealer's  Sales  Efforts 


W.  W.  Kubiak,  Clearview  representative, 
steps  out  of  the  office  for  a  sales  demon¬ 
stration.  Notice  the  plastic-fiber-glass  awn¬ 
ing  over  the  prospect's  head. 


The  best  way  to  demonstrate  a  product  is 
in  the  home.  Next  to  that,  make  the  display 
look  like  home.  A  complete  jalousie  porch 
plays  an  important  part  in  the  Clearview 
display  room,  all  dressed  up  the  way  it 
ought  to  look. 


By  O.  J.  MARK 
Special  Correspondent 
Building  Specialties 


SPECIALIZING  in  jalousies  re¬ 
stricts  your  market,  but  at  the 
.same  time  narrows  your  tarjret 
area  and  saves  you  a  lot  of  waste 
effort,  .says  William  W.  Kubiak,  in 
charge  of  metropolitan  New’  York 
Operations  of  the  Clearview  Louver 
Window’  Corp. 

He  admits  that  cold  canvassing 
brings  out  the  best  in  a  salesman 
and  tests  his  mettle,  but  asks 
immediately  “Did  you  ever  know’  a 
.sale.sman  who  w’ould  not  prefer  to 
have  a  w’arm  lead  to  work  on?” 
The  entire  functioning  of  the  Rock¬ 
ville  Centre  Branch  of  Clearview’, 
where  Kubiak  has  his  attractive 
office  and  display  room,  not  to 
speak  of  a  large  stockroom,  is 
based  on  training  dealers  to  .select 
cu.stomers  w’ell  prepared  by  new’.s- 
paper  advertising  and  direct  mail 
approach. 

A  recent  and  gratifying  develop¬ 
ment  in  the  louver  window’  and 
door  busine.ss  is  its  grow  ing  accept¬ 
ance  by  builders  and  architects  for 
prime  window’  .specification.  This 
means  special  sales  effort  and  a 
different  message  in  addition  to  the 
usual  appeal  to  home  ow’ners  to 


enclose  their  sun  porches  for  year- 
round  u.se  and  comfort.  The  home 
buyer  must  be  ready  to  accept  the 
novelty  of  a  jalousie  prime,  and 
the  speculative  builder  mu.st  be 
convinced  that  louver  products  will 
insure  sales  by  adding  to  the  de¬ 
sirability  of  the  house,  rather  than 
be  a  handicap  because  of  slightly 
increased  basic  price. 

Mo.st  of  the  sales  effort  of 
dealers  in  Kubiak’s  area  .still  goes 
into  sunporch  and  renovation  work 
of  cour.se.  His  suggested  promotion 
program  is  based  on  three  related 
angles. 

Local  Newspaper 

Fir.st,  is  local  newspaper  adver¬ 
tising  ba.sed  on  the  principle  of 
continuity.  “The  important  thing 
in  newspaper  promotion  is  to  keep 
your  name  before  the  public.  One 
flash  ad  i.sn't  w’orth  much.  The  pub¬ 
lic  get  to  expect  the  .same  general 
type  of  ad  (continually  varying  in 
detail,  of  course),  .so  that  they  feel 
they  are  familiar  with  the  product 
and  w’ith  you.  This  is  e.speciaily 
important  w’ith  louver  window’s, 
since  they  are  not  as  w’ell  know’n 
as  other  home  improvement  prod¬ 
ucts”  Kubiak  .said. 

“This  does  not  mean  that  you 
need  big  di.splay  ads”  he  continued. 

(Contivued  on  Page  120) 
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dealer  acreptan 


customer  acceptance 


HtCAlSi:..  .  Sunmaster  is  the  only  truly 
modern  all-aluminum  awning . . . 

•  Scientifically  engineered,  and  manufactured 
Pre-fab . . . 

•  In  House  and  Garden  approved  colors . . . 

•  With  the  famous  Porcenamel  beauty-finish 
—  toughest  by  test... 

•  At  a  wholesale  cost  of  materials  of  less  than 
50^  per  square  foot . . . 


•  With  the  biggest  new  merchandising  plan 
in  the  industry ... 

And  the  price  is  right! 

For  the  dealer... minimum  investment,  mini¬ 
mum  floor  space,  minimum  inventory 

For  the  consumer. . .  no  seasonal  installations, 
no  repairs  —  easy  FH A  payments 


&  Home  Improvement  Dealer 


49 


Q. 
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CLEAN 


Distributor  Plan ! 


THE  QUINCY  CORONET 


Quincy  Distributors  are  not  required  to  stock  inventory— they  send 
in  their  orders  as  they  receive  them  and  in  turn  receive  their  units, 
including  all  specials,  etc.  completely  assembled  and  numbered  by 
jobs,  which  means: 


Quincy  Distributors  are  free  to  concentrate  their  full  efforts  on  their 
retail  sales  and  dealer  organization.  They  have  no  assembly  plant  or 
warehouse  with  its  problems— /a&or  -  obtaining  materials  -  unknown 
costs  -  hidden  losses. 

Quincy  Distributors’  money  is  in  the  bank  where  they  can  use 
it,  not  in  obsolete  equipment  and  unbalanced  inventories. 

Quincy  Distributors  have  the  answer  to  today’s  highly  competitive 
sales  market— they  need  not  depend  solely  upon  their  retail  sales 
force  but  have  the  extra  protection  only  a  group  of  prosperous  dealers 
can  give  them. 


A  background  of  manufacturing  skill ! 

In  1874  the  first  Hess  Window'  w'as  built  in  a  small  plant  near 
Quincy,  Pennsylvania. 

Since  that  time  the  painstaking  care  of  three  generations  of  crafts¬ 
men  has  been  devoted  to  the  perfection  of  an  outstanding  line  of 
window’s  and  doors. 

National  recognition  of  Quincy  ‘‘Clean  Face’'  Products  has  grow'n 
through  the  years  until  today  Quincy  sets  the  standard  of  quality 
throughout  the  industry. 

Thus  the  know'ledge  gained  from  over  80  years’  experience  is  re¬ 
flected  in  the  design,  w'orkmanship  and  quality  of  the  entire  line  of 
Quincy  “Clean  Face”  Products. 


m  QUWCY  CIRCLE  HEAD 


CUP  THIS  COUPOH- 
who  kRtws— the  cm- 
plete  portfolio  yoa  will 
receiroMy  ooswerNC 
or  More  of  yoor  sales 
prokleoKl 


HESS 

MANUFACTURING 

COMPANY 

• 

QUINCY,  PENNSYLVANIA 


THE  NAME  QUINCY  MEANS  QUALITY 


FACE  LINE 


In  1946  when  aluminum  storm  windows  were  merely  “copies- 
in-metal”  of  the  one-over-one  wood  storm  windows  we  had  built 
for  years,  Qincy  was  the  first  to  market  a  full  three-track  self-storing 
window  .  .  .  the  Quincy  TRIPL-GLIDE. 

In  1947  Quincy  was  the  first  to  produce  circle,  segment  and 
Gothic  head  three-track  aluminum  storm  windows.  The  sash, 
screen  and  frame  head  rails  formed  in  one  continuous  section  .  .  . 
not  pieced  together  .  .  .  the  Quincy  CIRCLE  HEAD  window. 

In  1948  Quincy  produced  the  first  single-litc  aluminum  storm 
door,  not  divided  by  cross  bars— no  unsightly  construction  details. 
These  “Clean  Face”  features  are  still  cxclusiv'c  with  the  .  .  . 
Quincy  CLEAN  FACE  door. 

In  1953  Quincy  was  first  to  offer  an  all-aluminum  jalousie  door, 
engineered  as  one  complete  unit— not  an  adaptation  .  .  .  the 
Quincy  JALOUSIE  DOOR. 

In  1953  again,  Quincy  was  first  to  manufacture  a  prefabricated 
all-aluminum  jalousie  wall,  completely  assembled  ready  to  install. 
Custom-made  to  fit  any  opening,  easy  to  install.  Dealers  and  con¬ 
sumers  arc  enthusiastic  about  .  .  .  the  Quincy  JALOUSIE  WALL. 

In  1954  Quincy  continues  its  record  of  firsts  with  the  beautiful 
circle  head  door.  The  head  is  drawn  to  a  true  half  circle  from  one 
continuous  aluminum  extrusion.  The  glass  and  screen  inserts  are 
formed  in  the  same  manner  completely  eliminating  unsightly  cross 
members  .  .  .  the  Quincy  CIRCLE  HEAD  Door. 


C'M-i 


The  Facts  Behind  the  Mastics  Controveisy 


By  K.  S.  LIEBERMAN 
Manager 
Kenitex  Corp. 


THF^RE  has  been  written,  and 
rumored  about  the  new  sprayed- 
on  textured  coating  called  “mas¬ 
tics”.  The  market  potential  of  mas¬ 
tics  has  captured  the  imagination 
of  all  who  have  had  an  opportunity 
to  become  acquainted  with  the.se 
remarkable  new  products.  How¬ 
ever,  most  people  are  not  aware  of 
the  tremendous  fight  that  has  been 
going  on  as  ma.stics  are  gaining 
recognition,  and  previously  re- 
.stricted  painting  markets  become 
more  receptive  to  these  new 
coatings. 

Prior  to  the  advent  of  mastic 
coatings,  there  had  never  been  a 
substitute  for  common  painting  as 
a  means  of  decorating  and  beauti¬ 
fying.  Painting  has  become  .so 
commonplace  that  few  people  real¬ 
ize  the  tremendous  monopoly  that 
paint  manufacturers  had.  The 
products  of  the  paint  industry  even 
now  exceed  one  and  a  half  billion 
dollars  annually!  And  with  the 
average  life  of  common  paint  being 
only  .‘i  to  4  years  —  you  have  some 
idea  of  the  magnitude  of  this  in¬ 
dustry —  as  every  few  years  a 
completely  new  market  appears. 
The  individual  who  purchases 
paint  is  almost  certain  to  be  a 
customer  again  within  four  years 
—  and  the  paint  manufacturers 
continually  reap  the  profits  of  a 
never  diminishing  market. 

Ma.stics  evolved  as  the  result  of 
armed  forces  research  during 
World  War  II,  toward  finding  a 
long-lasting  protective  paint  sub¬ 
stitute.  The  simultaneous  develop¬ 
ment  of  new,  low-cost  chemical 


Kennet'K  Lieberman 


compounds  permitted  the  later 
adaption  of  these  wartime  coatings 
for  public  u.se. 

It  is  small  wonder  than  the  new 
mastic  products  were  greeted  with 
alarm  by  the  painting  indu.stry 
which  .saw  its  hitherto  unmolested 
market  suddenly  threatened.  For 
here  was  a  product  that  not  only 
offered  the  beauty  and  protection 
of  common  paint,  but  la.sted  three 
to  four  times  as  long.  This  benefit 
for  the  consumer  was  certain  to 
be  harmful  to  the  paint  manufac¬ 
turer’s  pocketbook. 

Rapidly  Known 

The  new  ma.stics  became  rapidly 
known  throughout  the  country  as 
the  progressive  merchandise- 
minded  manufacturers  of  these 
products  introduced  not  only  a  su¬ 
perior  product,  but  al.so  a  new 
method  of  selling  paint.  Painting 
contractors  and  manufacturers 
had  .seldom  advertised — being  con¬ 
tent  in  their  knowledge  that  the 
consumer,  had  no  choice  but  to 
periodically  repaint.  The  ma.stic 
manufacturers  and  contractors  ig¬ 
nored  convention,  and  brought 
their  products  to  the  consumer’s 
door  by  advertising,  hou.se  to  hou.se 


canvasing,  and  salesmanship.  The 
u.se  of  FHA,  and  other  methods  of 
financing,  made  these  products 
available  to  the  consumer  at  low 
term  payments.  All  these  methods 
were  previously  unheard  of  in  the 
painting  field. 

Although  mastics  had  barely 
scratched  the  surface  of  the  paint¬ 
ing  market,  paint  manufacturers 
realized  that,  in  time,  these  prod¬ 
ucts  would  completely  supercede 
all  painting  as  a  means  of  beauti¬ 
fying  and  protecting.  Faced  with 
this  threat,  the.se  competitive  in¬ 
terests  determined  to  stop  the 
growth  of  ma.stics,  in  any  manner 
possible.  Powerful  lobbying  groups 
were  formed,  committees  organ¬ 
ized,  and  a  campaign  prepared 
with  one  .sole  purpo.se  —  “to  stop 
ma.stics”. 

Paint  Manufacturers 

The  question  might  be  asked  — 
if  ma.stics  were  recognized  as  an 
improvement  over  common  paint¬ 
ing  —  why  did  not  the  paint  manu¬ 
facturers  produce  ma.stic  prod¬ 
ucts?  The  answer  is  fairly  obvious 
—  since  ma.stics  are  competitive  to 
paint,  for  the  manufacturer  to  do 
.so,  would  be  to  throw  aside  the 
years  of  effort  and  money,  ex¬ 
pended  on  the  development  and 
recognition  of  their  pre.sent  paint 
product.s — as  well  as  relinquishing 
a  market  that  becomes  fertile  again 
every  4  years. 

Only  a  small  percentage  of  paint 
.sales  are  to  painting  contractors. 
Over  80%  of  all  paints  .sold,  are 
direct  to  consumers,  who  do  their 
own  painting,  and  this  percentage 
is  rapidly  increasing  as  the  “Do  It 
Your.self”  movement  gains  momen- 
{Coutinued  on  Page  127) 
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in  this  added  room,  radiant  electric  glass  panels  in  the  ceiling 
above  jalousies  keep  room  comfortable  despite  extensive  glass 
area. 


Photos  courtesy  Electriglas  Corp. 


Another  convenient  way  to  install  radiant  electric  glass  panels 
in  an  added  room  is  in  the  baseboard  beneath  windows,  shown 
here. 


^^Add-A-Room'^  Promotion  Program 
Aids  Glass  Panel  Heater  Sales 


There  are  two  fijrures,  ba.'^ed 
on  recent  survey.s,  which  are 
of  great  interest  to  the  building 
specialties  dealer.  One  is  that  there 
are  7  million  home  owners  in 
America  who  need  expanded  living 
quarters.  The  other  is  that  the 
average  cost  of  adding  such  space 
will  be  $1000  for  each  of  these  7 
million  home  owners.  These  figures 
put  together  make  for  a  potential 
7  billion  dollar  market.  It  is  this 
market  which  is  aimed  at  in  the 
national  “Add-A-Room”  campaign 
originated  by  the  Gypsum  Associ¬ 
ation,  the  organization  of  the  gyp¬ 
sum  manufacturers,  which  will 
reach  the  peak  of  its  publicity  in 
May,  designated  as  “Add-A-Room 
Month”. 

Because  of  this  enormous  market, 
and  because  the  needs  which  create 
it  are  expected  to  continue  for 
some  time  (700,000  couples  marry¬ 
ing  each  year;  4  million  babies 
born  in  1953 ;  expectation  of  a 


Right:  Breakdown  of  the  potential  add-a> 
room  market — 7,000,000  homeowners  who 
must  expand  living  quarters. 


population  of  180  million  people 
by  1960)  it  might  be  well  to  in¬ 
vestigate  some  of  the  means  by 
which  the  building  specialties 
dealer  and  salesman  can  profit 
from  this  vast  need  for  space. 

An  extensive  promotional  pro¬ 
gram  is  planned  for  “Add-A- 
Room”  month,  with  all  media  — 
newspaper,  trade  publications, 
radio  and  TV  stations — participat¬ 
ing.  Every  alert  dealer,  realizing 
how  “add-a-room”  conscious  the 


public  will  be  as  a  result  of  this 
publicity,  should  make  every  effort 
to  utilize  this  awareness  to  spear¬ 
head  his  own  porch-enclosure  .sales 
efforts. 

Since  20%  of  the  above-men¬ 
tioned  7  million  home  owners  have 
expansion  attics,  54%  have  full  or 
partial  basements,  51%  have  ga¬ 
rages,  and  32%  have  porches  of 
at  least  72  square  feet,  it  is  obvious 
that  the  conversion  of  this  space 
is  going  to  be  one  of  the  most 


5,000,000  Owners  of 


MINIMUM-SPACE 

HOMES 


COUPLES  WITH 
GROWING  FAMILIES 


2,000,000  Owners  of 

LARGER  RURAL  HOMES  IN 

HOUSES  NEED  OF  EXPANSION 


Assuming  Average  Hemeewner  Spends  $1,000  for  Remedeling... 

DOLLAR  POTENTIAL 
OF  THIS  MARKET  IS... 


$7  BILLION 


Why  This  Market 
Will  Keep  Growing 


im  cifsr 
•sir 


FROM  1940  TO  1950 ...  7  MIIUON  NEW 
MARRIED  COUPLES  WITH  A  RECORD 
BREAKING  CROP  OF  BABIES  NUMBER 
LAST  YEAR  NEARLY  4  MILLION.  AN 
ALL-TIME  HIGH  U  S.  POPULATION  EX¬ 
PECTED  TO  REACH  175  TO  180  MUION 
BY  I960.  AND  200  MILLION  BY  1975. 
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Above:  Wall-type  glass  panel  heaters  in 
this  porch  enclosure  provide  safe,  clean 
heat  without  drying  out  air. 


frequent  means  of  obtaininK  the 
necessary  additional  room  for 
Krowinjr  families.  One  of  the 
obstacles  to  such  conversion  has 
been  the  diflfculty  of  heating:  the 
new  space  once  it  is  obtained, 
especially  in  the  case  of  a  porch 
enclosure,  for  instance,  where  the 
new  space  is  outside  the  heating 
area  of  the  house  itself.  This  has 
so  often  presented  an  almost  in¬ 
surmountable  problem  to  both  the 
home  owner,  and  the  home  im¬ 
provement  dealer  who  felt  he  was 
not  equipped  to  even  handle  this 
part  of  the  job  himself,  that  the 
idea  of  a  porch  enclosure  for  an 
extra,  all-year  room,  seldom  got  to 
be  a  reoUtij,  One  of  the  major 
reasons  for  this  difficulty  was  the 
prohibitive  cost  and  the  compara¬ 
tive  difficulty  of  installing  the 
necessary  plumbing  for  hot  water 
or  steam  raditors,  and  the  lack  of 
consumer  acceptance  of  electricity 
as  an  eflicient  and  economical 
alternative  means  of  heating. 

In  the  last  few  years,  however, 
the  older  type  electric  heater  with 
their  expo.sed  glowing  wires,  has 

J 


Right:  Glass  panels  shown  in  this  porch 
enclosure  operate  by  radiant  heat,  warm¬ 
ing  the  objects  in  the  room  rather  then  the 
air. 


been  replaced  by  modern  panel- 
type  heaters,  with  a  consequent 
reduction  of  current,  and  hence  a 
.savings  in  co.st.  Briefly,  the  prin¬ 
ciple  of  the  panel  heater  is  this: 
the  unit  consi.sts  of  shatter-proof 
gla.ss  panel  with  a  chemical  heat¬ 
ing  element  fused  onto  the  back 
surface.  When  electricity  pas.ses 
through  this  element,  heat  energy 
is  radiated,  and  the  gla.ss  becomes 
the  source  of  infra-red  radiant 
heat.  Since  all  of  the.se  heaters  are 
equipped  with  thermostatic  con¬ 


trol,  the  current  is  automatically 
turned  off  when  the  panel  reaches 
the  desired  temperature.  The  gla.ss 
continues  to  send  off  its  heat  rays 
for  as  long  as  half  an  hour,  with¬ 
out  using  current  during  that  time. 
When  the  temperature  drops  be¬ 
low  the  desired  level,  the  electricity 
is  automatically  turned  on  again 
by  the  thermostat. 

Other  Savings 

Other  important  .savings  which 
should  be  pointed  out  to  the  home 
owner,  who  may  regard  electric 
panel  heating  as  too  expensive  for 
his  own  pre.sent  needs,  is  that  there 
is  almo.st  100%  efficiency  with  this 
.sy.stem  .  .  .  that  is,  there  is  very 
little  transmission  loss.  With  the 
electric  panel  heater,  energy  is 
converted  directly  at  the  point  of 
heat,  and  undergoes  no  loss 
through  travelling  from  the  point 
of  origin  to  the  area  to  be  heated. 
There  is  certainly  no  loss  compar¬ 
able  to  that  in  the  conventional 
heating  system,  where  the  firing 
point,  the  unit,  the  pipes  and  the 
.stack  are  all  points  of  considerable 
loss  of  energy. 

(Confiaaed  on  Page  72) 
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Awning  Dealer  Says  His  Experience 
Shows  Specialization  Is  Best 


By  FRED  ZURN 
Scdes  Manager 
Alumarol  Awning  Co. 
Cleveland,  Ohio 


At  the  recent  Alumaroll  Awning 
banquet  at  Jacksonville,  Flor¬ 
ida,  I  was  seated  next  to  Mr. 
Arnold  Romney  editor  of  Building 
Specialties  magazine.  During  the 
course  of  the  dinner  the  talk  natur¬ 
ally  drifted  around  to  retail  .sales 
of  Home  Improvements.  Mr.  Rom¬ 
ney  contended  that  diversification 
was  neces.sary  —  that  we  should 
not  put  all  our  eggs  in  one  basket. 
Having  the  opposite  view,  the  di.s- 
cussion  became  rather  interesting 
and  resulted  in  his  reque.st  for  this 
article. 

It  is  my  belief  that  today  is  the 
day  of  the  “Speciali.st.”  You’ll  find 


this  true  in  almost  any  profession, 
in  industry  and  even  on  the  farm. 
Vanishing  are  the  old  time  “Jack 
Of  All  Trades’’  and  in  his  place  is 
the  “Specialist.’’  An  example  of 
this  was  illustrated  to  me  by  the 
personnel  manager  of  a  local  in¬ 
dustry.  He  told  me,  “We  do  not 
want  machinists  —  we  want  inex¬ 
perienced  men  and  women  that  we 
can  train  in  a  matter  of  a  few  days 
to  run  one  machine  and  run  it  well. 
Then  we  can  ab.sorb  the  turnover 
and  do  not  have  to  pay  the  high 
wages  a  top  flight  machini.st  de¬ 
mands.  We  do  not  have  to  break 
old  habits  and  teach  a  reluctant 
mechanic  “Our”  way  of  doing 
things.’’  I  believe  this  is  al.so  true 
in  selling  home  improvements. 

In  the  past  our  company  had 
men  in  the  field  selling  seven  dif¬ 
ferent  products  in  the  home  im¬ 


Fred  Zurii 


provement  line,  and  not  one  of 
the.se  men  was  a  top  producer.  For 
example  —  if  the  salesman  was 
selling  roofing,  siding,  windows 
and  awnings,  etc.  Now  we  all  agree 
that  a  .salesman  needs  a  good  en¬ 
thusiastic  opening  yet  how  can  this 
.salesman  enthusia.stically  present 
any  of  his  products  when  he  has 
to  fir.st  decide  which  ef  his  prod¬ 
ucts  will  even  be  intere.sting  to  the 
prospective  customer.  So  he  has 
a  choice,  should  he  try  to  arouse 
interest  in  the  product  he  believes 
is  mo.st  needed  or  should  he  pre- 
.sent  all  of  his  products  hoping  to 
find  intere.st  in  one  of  them  as  they 
are  pre.sented. 

“Specialized  Salesman’’ 

I  firmly  believe  that  neither  of 
the.se  openings  nor  any  other  that 
he  might  u.se  will  begin  to  be  as 
effective  as  using  one  enthusia.stic 
opening  of  a  single  product  which 
can  be  consistently  given  and  con¬ 
stantly  improved.  This  goes,  not 
only,  for  the  opening  but  for  the 
(Continued  on  Page  130) 


Left:  View  of  the  office  and  display  head¬ 
quarters  of  the  Alumarol  Awning  Company, 
Cleveland,  Ohio. 
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Pre-Coated  Coil 
Replaces  Bare  Metal 

The  p]namelstrip  Corporation  is 
now  supplyinjr  pre-coated  coil  for 
the  exposed  metal  frame  of  the 
Roll-Away  Window  Screen  manu¬ 
factured  by  Rudiper  Lang.  Roll- 


Away  had  previously  used  electro- 
galvanized  strip  for  the  housing, 
the  vertical  guides  and  the  bottom 
bar,  but  this  necessitated  painting 
after  the  screen  had  been  installed 
in  the  home.  The  u.se  of  pre-coated 
steel  coil,  makes  this  unnecessary, 
therefore  effecting  a  .savings  in 
time  and  cost. 

The  paint  on  Enamelstrip  coils 
does  not  chip  or  crack,  and  is  avail¬ 
able  in  a  large  variety  of  colors. 
The  finish  is  uniform.  Coils  are 
furnished  in  widths  ranging  from 
7/32  to  30  inches;  the  thickness 
ranges  from  .006  to  .040  of  an 
inch.  Base  metals  are  steel,  brass, 
aluminum  or  any  other  material 
which  will  take  a  coating.  Use  of 
pre-coated  coil  stock  not  only  eli¬ 
minates  the  need  to  maintain  a 
paint  shop,  but  also  puts  an  end 
to  jobbing  out  fabricated  parts  to 
be  dipped  or  sprayed. 

Enamelstrip  Corp.,  Dept.  BS, 
Allentown,  Pa. 

I 

Win-Chek  Co.  Adds 
New  Jalousie  Door 

The  Win-Chek  Co.,  Lodi,  N.  J. 
has  added  another  product  to  its 
line  of  aluminum  combination  w  in¬ 
dows  and  doors.  They  have  spec¬ 
ially  adapted  a  jalousie  unit  to 


their  .storm-screen  door,  creating 
an  all-aluminum  jalousie  door  that 
combines  the  beauty  and  sturdi- 
ne.ss  of  the  W’in-Chek  combination 
door  with  the  functional  appeal  of 
jalousies. 

This  new  jalousie  door  has  many 
features  that  will  prove  to  be 
advantageous,  not  only  to  home- 
owners,  but  also  to  dealers:  3 Vi" 
wide  frame;  aircraft  rivet  con¬ 
struction;  corners  reinforced  with 
formed  —  not  cast  —  gussets;  4 
recessed  hinges  for  added  strength 
and  ea.se  of  installation ;  aluminum 
door  jamb  all  around. 

The  jalousie  is  ciKstom-fitted  to 
the  opening,  thus  creating  a  "one- 
unit”  door.  Several  features  in¬ 
clude:  vinyl  plastic  weatherstrip¬ 
ping  on  head,  sill  and  jambs; 
stainle.ss  steel  wedges  to  hold  the 
glass  slats  .securely  in  place.  The.se 
wedges  make  installation  and  re¬ 
placement  of  gla.ss  extremely  sim¬ 
ple,  and  also  do  away  with  the 
problem  of  broken  clips.  The  gla.ss 
slats  all  clo.se  flush,  which  also  en¬ 
hances  the  original  beauty  of  the 
door. 


The  Win-Chek  people  feel  cer¬ 
tain  that  the  rea.sonable  price  and 
tremendous  appeal  of  their  new 
jaloui.se  door  w’ill  ultimately  cre¬ 
ate  a  greater  market  than  ordinary 
combination  doors  now'  enjoy.  For 
further  information  and  franchise 
availabilities,  contact  the  Win- 
Chek  Co.,  Dept.  BS,  Arnot  PI., 
Lodi,  N.  J. 


Contour  Awnings,  Canopy 
New  Combination 

The  Contour  awning  and  canopy 
to  match  is  the  late.st  design  to  be 
introduced  by  the  Faw.sco  Manu¬ 
facturing  Division.  The  ultra¬ 
modern  styling  of  the.se  .sturdy  all¬ 
aluminum  awnings  and  canopy  is 
especially  designed  for  modern 
living.  This  combination  is  ea.sy 


to  in.stall,  gives  a  finished  “new' 
look”  to  any  home,  and  provides 
year  -  round  w  eather  protection. 
Both  have  baked  enamel  finish  in 
.solid  green,  red,  or  blue  with 
white  trim.  The  Contour  awning 
is  available  in  a  variety  of  w'idths, 
and  the  canopy  comes  complete 
with  decorative  aluminum  brackets. 
Shipped  with  hardware  and  com¬ 
plete  in.structions.  The  aw'ning 
comes  in  30,  36,  42,  54,  or  60-inch 
widths,  w'hile  the  canopy  is  13” 
high,  extends  31”  in  48,  54,  or  60- 
inch  W'idths.  Faw'sco  Manufactur¬ 
ing  Division,  Dept.  BS,  Cuyahoga 
Falls,  Ohio. 

«  ♦  ♦ 

Jalousie  Booklet 
Published  by  Sconzo 

A  new  booklet  titled  “Room 
Designs  with  Jalousies”  has  been 
published  by  Sconzo  and  Sons, 
manufacturers  of  the  famous  Louv- 
Air  Aluminum  Jalousie  w'ith  the 
built-in  patented  louver-lock  clip. 
The  booklet  has  been  selected  by 
both  House  and  Gardens  and 
Hou.se  Beautiful  for  recommenda¬ 
tion  in  their  Marche  Building 
Manual  i.ssues.  It  points  out  the 
many  advantages  of  using  a 
jalou.sie  as  a  primary  window  in 
practicaMy  every  room  in  the 
house. 

Sconzo  &  Sons,  Dept.  BS,  Bay- 
port,  Long  Island. 

(Continued  on  Page  58) 
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Ualco  Announces 
New  Jalousie 

('onibiniiiK,  for  the  first  time, 
all  the  advanced  features  home- 
owners  want  in  a  jalousie,  the 
1954  Ualco  Jalousie  is  ifear.s  ahead! 
Precision-huilt  to  exact  specifica¬ 
tions  so  that  every  small  part  com¬ 
bines  to  form  a  complete  unit 
which  works  perfectly  and 
smoothly  .  .  .  and  weatherstripped 
with  Koroseal  .  .  .  the  Ualco 
Jalousie  is  easy  operating?  and 
tijrht-sealiny. 

Opened,  smart  j^lass  louvers  in 
nai  row  sections  of  heavy  extruded 
aluminum  ^^ive  maximum  areas  of 
unobscuied  vision,  j)lus  100%  or 
controlled  ventilation.  Ulosed,  the 
jrlass  -  on  -  jjlass  louver  -  .seal  and 
l(»uver-cIip-Koro.seal  compre.ssion 
at  jambs  provide  a  truly  etlicient 
barrier  a^ain.st  air  -  infiltration. 
The  Louver  Lock  of  the  new  Ualco 
Jalousie  is  small  and  unobtrusive, 
operates  etfortlessly,  .secures  louv¬ 
ers  in  any  position  for  privacy  and 
protection. 

The  aluminum  frames  have  been 
exclusively  finished  to  a.ssure  last¬ 
ing  .satin  -  smooth  beauty.  They 
won’t  rust,  rot,  warp;  are  un¬ 
affected  l)y  .salt  water  vapor;  never 
need  paintinjr. 


And — the  new  Ualco  Jalousie  is 
available  Knocked  -  Down  (KD) 
which  saves  on  stora^re  space,  stock 
requirements  and  shippinj?  co.sts, 
or  completely  as.sembled; 

Union  Aluminum  Co.,  Inc.,  Dept. 
BS,  Sheffield,  Ala. 


Picture  Frame  Window 
Designed  by  Win-Chek 

The  Win-Chek  Co.  announces 
their  new  .‘i-Track  Aluminum  Com¬ 
bination  Window.  Jes.se  Ivanhoe, 
one  of  the  company  officers,  de- 
.sij?ned  this  new  VV'in-Chek  product 
to  .serve  the  primary  function  of 


.satisfying?  the  homeowner’s  desire 
to  beautify  the  exterior  of  his 
home.  The  outstanding  beauty  of 
the  window  is  achieved  by  creating 
a  “picture  frame’’  effect  in  the 
exceedingly  deep  frame.  Con.struc- 
tion-wi.se,  it  has  real  tracks;  in- 
.serts  that  open  to  any  position; 
and  it  is  exceptionally  simple  to 
operate  l)ecau.se  of  its  lack  of 
trouble-causing  “gadgets”.  Adapt¬ 
able  for  blind-stop  or  New  Eng¬ 
land  overlap  in.stallations. 

In  addition  to  the  beauty  and 
construction  features,  this  new 
Win-Chek  window  can  be  K.D.’d 
at  very  low  cost — especially  in  the 
initial  .set  -  up  —  becau.se  of  its 
simple  assembly  features.  Win- 
Chek  Co.,  Dept.  BS,  Arnot  PI., 
Lodi,  New  Jer.sey. 

♦  ♦  * 

Aluminum  Unit 
By  Sunmar 

An  improved  aluminum  storm 
window  and  screen  unit  for  the 
primary  aluminum  slide  window  is 
announced  by  Sunmar  Windows, 
The  .screen  now'  has  a  full  handle, 
while  the  storm  window^  can  be 
K.D.  if  desired,  with  a  .screw' 


driver  the  only  tool  required.  The 
units  will  be  popularly  priced. 

Di.stributors  and  dealers  are 
being  set  up  to  prepare  for  national 
distribution.  Sunmar  Window's, 
Inc.,  Dept.  BS,  319  Main  St., 
Hemp.stead,  N.  Y. 

*  *  * 

Yancey  Creates 
Screen-Storm  Door 

The  Yancey  Company  has  re¬ 
cently  added  an  out.standing  fea¬ 
ture  to  their  new'  Convertible 
Screen  Door  —  “Phantom  Latch” 
glass  inserts.  “Phantom  Latch” 
perfectly  de.scribes  the  locking 
action  of  the  YANCEY  in.sert 
hardware  becau.se  it  is  built  into 
the  rail  of  the  panel,  eliminating 
unsightly  hardware  riding  on  the 
door  surfaces.  Inserts  lock  firmly 
into  place  right  over  the  permanent 
.screening  with  a  (juarter  turn  of 
a  small  coin,  making  unnecessary 
the  u.se  of  any  tools.  They  take 
40  .seconds  to  install  or  remove. 
Screen  in.serts  can  be  had  in  place 
of  permanent  screening. 

This  door  when  .sold  without 
glass  inserts  is  a  .screen  door  ex¬ 
clusively.  However,  it  becomes  a 
.storm  door  in.stantly,  with  abso¬ 
lutely  no  alterations,  by  the  mere 
addition  of  two  double-strength 
glass  panels  of  equal  size. 


The  framework  is  constructed  of 
lightweight,  extruded  63  -  ST  -  5 
aluminum,  and,  for  extra  .strength, 
employs  .solid  aluminum  push  bars, 
and  an  extra  heavy,  extra  low'  kick 
panel  of  ribbed  aluminum.  In  addi¬ 
tion  to  its  out.standing  beauty,  this 
door  is  as  rugged  as  they  come. 

Yancey  Company,  P.O.  Box  1377, 
Dept.  BS  2,  Sacramento,  Cali¬ 
fornia. 

(Continued  on  Page  60) 
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115  East  Carson  St.,  Pittsburgh  19,  Pa. 


PRICED  LOW 


Nelson  Features  give  you  more 


(RetrottobU) 


Please  send  me  complete  information.  I  am  a 
□  DEAIER  C  DISTRIBUTOR 


Company 


HALF-CLOSED 

POSITION 


AWNING  CLOSED  FOR 
DREARY  DAYS 


Address 
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Quick-Installing 
Fiberglass  Vestibules 

Pr()l)lems  of  putting  up  and  tak- 
injr  down  vestibules  will  no  lonjrer 
be  a  necesary  evil  according  to 
SNAPAWXE,  Inc.,  manufacturers 
of  the  new  Snapawninjrs  (F'iber- 
Klass  awninps  in  Knocked-Down 
Kit).  Costwise,  the.se  Snaptibules 
will  .save  the  home-owner  many 
dollars,  not  only  in  materials,  but 
in  time  and  labor,  as  they  are  de- 
sijrned  to  permit  an  ea.sy  a.s.sembly, 
without  special  tools. 


'I'he  Snaptiljule  is  made  of  trans¬ 
lucent  F'ibei'Klass  that  difu.ses 
lijrht.  F'iberj’rlass  is  an  amazinj? 
form  of  structural  pluss  that  is 
functional  as  well  as  decorative. 

The  Kit  is  complete  with  every¬ 
thing  needed  —  pre-cut  fiberglass, 
hardware,  framing,  screws,  etc.  All 
sections  are  factory  pre-cut,  pre¬ 
drilled  and  partially  a.ssembled. 
The  plastic  is  light  weight,  weigh¬ 
ing  only  6  ounces  per  square  foot, 
minimum  effort  is  required  to  in¬ 
stall  the  unit.  The  roof  becomes 
the  Door  Canopy,  when  the  Snap- 
tibule  is  taken  down  for  the  sum-, 
mer  months.  A  special  feature  of 
the  Canopy  is  the  patented  con¬ 
cealed  flashing  gutter  which  a.s- 
sures  a  .strong,  rigid  mounting 
with  complete  drip  protection.  The 
material  will  not  warp,  craze  or 
buckle  and  is  fire  retardant. 

More  light  actually  comes  into 
the  house,  as  the  front  of  the  door¬ 


way  is  brightened  up  considerably. 
Constructed  to  permit  the  use  of 
combination  storm  and  screen 
doors  now  in  use.  Fiberglass  colors 
include  the  popular  Green  and 
White,  with  numerous  combina¬ 
tions  of  both  colors.  Other  colors 
available  from  local  dealers  who 
can  supply  the  Fibergla.ss  to  fit. 
Snapawne,  Inc.,  Dept.  BS,  5  East 
Avenue,  Bridgeport,  Conn. 

*  *  * 

New  3-Channel  Window 
Introduced  by  Alumotic 

The  Alumatic  Coriwration  of 
America  recently  introduced  its 
new  three-channel  Guardian  alum¬ 
inum  storm-.screen  window  de¬ 
signed  to  .sell  at  comi)etitively  low 
prices. 

The  new  window  is  .said  to  be  a 
feature-packed  product,  precision 
engineered  for  quality  anti  mas.sed 
produced  for  price.  The  unit  incor¬ 
porates  three  full  channels  for  true 
self-storage  and  an  ingenious  insert 
removal  principle.  The  frame  of 
this  window  is  assembled  in  one 
piece  for  ea.sy  installation.  The  new 
model  is  said  to  come  as  an  answer 
to  trade  demands  for  a  companion 
item  to  the  company’s  established 
Velglide,  a  .standard  of  the  indu.s- 
try.  It  can  be  offered  to  the  price- 
con.scious  buyer  who  will  not  com- 
})romi.se  with  quality. 

Alumatic  Corporation  of  Amer¬ 
ica,  2081  S.  56  Street,  Milwaukee 
14,  Wis. 

*  *  ♦ 

Ornamental  Iron 
Booklet  Available 

A  complete  ormmental  iron 
“picture  book”  brochure  for  con¬ 
sumer  u.se  has  been  publi.shed  by 
the  Tenne.s.see  Fabricating  Co. 
This  is  the  first  of  its  type  ever 
produced  by  the  ornamental  iron 
industry. 

The  16-page  brochure  has  near¬ 
ly  100  pictures.  The  pattern  of 


iron  work  illustrated  in  each  pic¬ 
ture  is  identified  in  the  individual 
captions  to  aid  home  owners  in 
selecting  the  ironwork  design  they 
prefer. 

In  a  further  effort  to  familiarize 
the  consumer  with  ornamental 
iron,  the  brochure’s  pictures,  all 
of  which  are  of  actual  installations, 
identify  the  commodities  being 
illustrated  —  columns,  cornices, 
brackets,  etc.  —  by  their  proper 
terminology. 

Tennes.see  Fabricating  Co.,  Dept. 
BS,  1490  Grimes  St.,  Memphis. 

*  *  * 

Improved  Royal  Door 
Announced  by  Alumatic 

A  completely  re-designed  Royal 
aluminum  combination  door  is  now 
available  according  to  Mr.  Jo.seph 
Zitomer,  president  of  the  Alumatic 
Corjwration  of  America. 


The  improved  Royal  door  is  a 
full  inch  thick,  making  it  unusually 
strong  and  durable.  Other  improve¬ 
ments  consist  of  a  concealed  hinge 
a.s.sembly  which  now  makes  it  im- 
po.ssible  for  the  Royal  to  sag,  and 
an  attractive*  know-type  latch  for 
extra  .safety  and  beauty. 

The  re-designed  door,  according 
lo  Alumatic  officials,  is  consistent 
with  the  firm’s  policy  of  .striving 
for  constant  improvement  of  all  its 
products. 

Alumatic  Corporation  of  Amer¬ 
ica,  2081  S.  56  Street,  Milwaukee 
14,  Wis. 

(C<nitinued  on  Page  75) 
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”I  CAN’T  afford  it!”  ”1  CAN’T  buy  now!” — are  answers 
you’ll  seldom  get  again  if  you  hop  on  the  Inselbric 
BRAND  WAGON  in  ’54.  For  we’ve  developed  a  switch 
in  the  Siding  Pitch  that  will  triple  your  leads — open 
more  doors  for  canvassers  — and  double  the  deals  you’ll 
close.  Get  the  whole  story  from  your  J  &  B  man.  Or  use 
the  coupon  below  if  you’re  not  selling  Inselbric  now! 


so\alin9 

A\uinti'u»"  Sid'  9 

INSEIWOOD 

In  the  lote»»  P®***' 


JONES  &  BROWN,  INC.  . 

439  Sixth  Ave.  t 

Pittsburgh  19,  Pa. 

Sure,  I'll  climb  on  the  Inselbric  Brand  Wagon  if  it  will  help  me  tell 
more  in  '54.  Rush  me  the  details. 


INSEISTONE 


Jobber  □ 


Dealer  □ 


&  Home  Improvement  Dealer 


Childers  Appoints  New 
Minnesota  Distributor 

Aleck  Ostrovv,  President,  Royal 
Inii)rovement  Company,  Minne- 
aiK)lis,  recently  visited  Childers 
Manufacturing  Company  Plant  in 
Houston,  Texas  to  complete  ar¬ 
rangements  for  the  Minnesota  Dis¬ 
tributorship  for  Childers  All-Alum¬ 
inum  Awnings.  Royal  has  previ¬ 
ously  handled  Childers  Awnings  on 
a  Dealer  basis  and  will  expand  its 
operations  now  to  cover  the  entire 
State. 

Mr.  Ostrow  .said  “After  visiting 
Hou.ston  and  seeing  the  smooth 
production  techniques  in  Childers 
huge  plant,  I  appreciate  w'hy  we 
are  able  to  offer  our  customers  such 
a  fine  awning  buy. 

Pictured  studying  details  of  the 
('hilders  Di.stributor  Plan  are  from 


left  to  right:  Juergen  Koetter,  As¬ 
sistant  Sale.s  Manager.  Pete  Long- 
acre,  Regional  Sales  Manager,  and 
Alec'k  Ostrow,  President,  Royal 
Improvement  Company,  the  new 
Distributor  in  Minneapolis. 

*  ♦  * 

N.  J.  Distributor  Sees  Big 
Volume  in  Shower  Doors 

One  man  who  isn’t  hobbled  by 
unemployment  figures  and  talk  of 
pulling  in  one’s  business  horns  is 
Vic  Mazzarisi,  president  of  Stylon 
Corp.  of  Clifton,  New  Jersey,  dis¬ 
tributor  of  ceramic  and  plastic  tile 
and  tub  enclosures  and  shower 
doors. 

At  the  beginning  of  March  he 
put  on  four  more  .salesmen,  for  a 
total  of  ten,  and  set  his  sights  at 
a  better-than-a-million  year. 

Mazzarisi  has  a  unique  head- 


Details  of  fhe  Childers  Distributor  Plan  ore  studied  (above)  by  (I.  to  r.)  Juergen  Koetter, 
asst,  soles  mgr.,  Pete  Longocre,  regional  soles  mgr.,  and  Aleck  Ostrow,  pres..  Royal 
Improvement  Co. 


Vic  Mazzarisi,  (above),  president  of  Stylon 
Corporation  (below)  of  Clifton,  New  Jersey. 


start  on  other  building  specialties 
dealers  and  distributors.  How 
many  merchants  get  a  clear  double 
shot  at  most  of  their  prospects? 
Stylon  has  its  outlet  .set-up  .so  laid 
out  that  several  different  kinds  of 
home  improvement  dealers  handle 
the  Shower-Maid  tub  enclosure  it 
distributes.  Made  in  Hollywood 
by  the  American  Shower  Door  Co., 
Inc.,  the  styrene  plastic  folding- 
panel  product  is  easily  demon¬ 
strated  as  a  “let’s  do  it  right’’ 
extra.  Fir.st  the  plumber  comes  in, 
does  his  little  or  big  job  in  the 
bathroom,  and  demon.strates  the 
tub  enclosure  right  out  of  its  one- 
package  carton. 

If  the  plumber  doesn’t  clo.se  the 
.sale,  the  cu.stomer  has  had  a 
couple  of  days  of  second-thinking 
by  the  time  the  tile-man  comes  in 
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and  finishes  making  the  bathroom 
presentable  again.  Then  the  tile 
man  says,  “I  have  a  wonderful 
addition  to  make  your  bathroom  a 
real  masterpiece  of  beauty  and 
comfort” — or  words  to  that  effect, 
and  the  customer  is  tempted  all 
over  again. 

If  she  is  superhuman,  and  still 
resists,  Mazzarisi  will  have  at  least 
one  more  shot  at  landing  his  tub 
enclosure  in  her  bathroom.  Among 
his  dealers  are  the  peers  of  spe¬ 
cialty  .sellers,  the  storm-window 
combination  .salesmen.  And  read¬ 
ers  of  Building  Specialtie.s  know 
that  if  a  hot-shot  aluminum  prod¬ 
uct  seller  can’t  make  a  sale,  that 
.sale  just  can’t  be  made. 

Stylon  has  been  at  its  pre.sent 
corner  location  at  649  Lexington 
Avenue  since  Mazzarisi  put  up  the 
10,000  .sq.  ft.  warehouse  there  in 
1941.  With  2000  .sq.  ft.  given  over 
to  display  of  tile  layouts,  lava¬ 
tories,  tubs,  and  show’ers,  with 
show'er  doors  and  enclosures  add¬ 
ing  the  final  touch  of  color  and 
elegance,  the  place  has  become  a 
New'  Jer.sey  landmark.  All  the  tile 
men  in  the  district  come  for  their 
supplies,  but  in  addition  many  of 
Mazzarisi’s  dealers  bring  their 
cu.stomers  to  his  showroom  to  take 
advantage  of  his  display,  .so  much 
more  varied  than  their  own. 

Mazzarisi  started  as  a  tile  con¬ 
tractor  back  in  1932,  and  just 
naturally  took  on  other  kitchen 
and  bathroom  lines.  His  brother 
Lou  is  in  charge  of  the  warehouse 
and  its  staff  of  four. 

*  *  * 

Alsco  Creates 
New  Ohio  Divisioin 

A  new'  Ohio  building  products 
division,  e.stablished  by  Al.sco,  w'ill 
be  headed  by  Wm.  A.  Hnn.son 
whose  appointment  was  announced 
today  by  Ben  Sugar,  the  firm’s 
executive  vice  president.  Al.sco  is 
the  world’s  large.st  manufacturer 
of  aluminum  storm  window's  and 
doors. 

The  division  will  contact  build¬ 
ers,  contractors  and  architects 
w'ith  a  line  of  building  specialty 


items  including  Al.sco  aluminum 
sliding  primary  windows,  alumi¬ 
num  picture  windows  and  alum¬ 
inum  lap  siding. 

Han.son,  w'ho  has  had  consider¬ 
able  experience  as  a  sales  engineer 
in  both  building  and  heavy  indus¬ 
trial  machinery  fields,  resides  w'ith 
his  w'ife  and  two  children  in 
Cuyahoga  Falls,  Ohio.  “In  the 
near  future,”  he  .says,  “the  Alsco 
building  products  division  w'ill 
offer  an  aluminum  double  hung 
primary  window,  jalousie  w'indow' 
and  jalousie  door.” 


Simultaneously  with  the  appoint¬ 
ment  of  Han.son,  Ben  Sugar  named 
John  W.  Gillespie  .sales  engineer. 
Previously  a  sales  repre.sentative 
associated  with  leading  building 
supply  firms,  he  is  a  graduate  of 
Kent  State  University.  This  home 
is  in  Akron  where  he  lives  w'ith 
his  W'ife  and  four  children. 

Both  Han.son  and  Gillespie  be¬ 
lieve  that  by  reaching  builders, 
contractors  and  architects  with 
specialty  products  direct  from  the 
factory,  a  new'  service  is  provided 
of  unique  time  and  co.st  .saving 
value. 


Phila.  Home  Show 
Displays  Mallard  Window 

During  the  week  of  February 
8-13,  the  Mallard  Mfg.  Corp.  of 
1205  N.  4th  St.,  Philadelphia, 
maintained  a  storm  window'  di.s- 
play  in  the  John  Wanamaker  Booth 
of  the  Philadelphia  Home  Show. 

The  distributor  for  Mallard  in 
John  Wanamaker  is  George  L. 
Aron.son,  Inc.,  421  N.  63rd  St., 
Philadelphia.  Mr.  Aron.son  also 
handles,  in  Wanamakers,  the  “Sil¬ 
ver”  line  of  aluminum  Silver 
Jalousie  Windows,  manufactured 
by  the  Union  Machine  Co.  of 

Kenilworth,  N.  J. 

*  *  ♦ 

Raylee  Relocates 
In  Brooklyn 

The  Raylee  Jalousie  Corp.,  w  hich 
has  recently  expanded  its  opera¬ 
tions,  announces  the  removal  of  its 
manufacturing  operations  to  larger 
facilities  at  555  Union  Ave.,  Brook¬ 
lyn.  N.  Y. 

Mr.  John  Wind.sor,  President, 
invites  builders  and  architects  to 
bring  their  clients  to  see  the  new' 
show'room  with  its  complete  dis¬ 
play  of  the  latest  Raylee  Jalousies 
and  doors.  Mr.  Windsor  has  a  long 
and  varied  background  in  the 
jalousie  field,  having  been  associ¬ 
ated  with  leading  jalousie  manu¬ 
facturers  in  Florida  before  enter¬ 
ing  into  jalousie  manufacture  in 
the  North.  His  technical  know'- 
how'  has  created  a  demand  for  his 
services  as  a  consultant  on  jalousie 
planning. 

(Continued  on  Page  64) 
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(Continued  front  Page  63) 


Dealers  At  Alumatic  Meeting 
See  Company's  New  Products 

Over  700  combination  window, 
awninK,  heatiiiif,  and  other  dealers 
packed  the  Park  Sheraton  Hotel’s 
Grand  Hallr(M)m  in  New  York  on 
P'eb.  16th  to  witness  the  unveiling 
of  several  new  and  outstanding 
Alumatic  Products,  and  to  hear  de¬ 
tails  of  the  Company’s  “Pathway 
to  Profits’’  plan  for  the  coming 
year. 

With  the  promise,  “You’ll  Do 
More  in  ’54  With  Alumatic,’’  as  its 


Above:  Leonard  Pryess,  advertising  man¬ 
ager  of  Building  Specialties,  speaking  at 
the  Alumatic  Corp.  meeting. 


theme,  the  Milwaukee  firm  intro¬ 
duced  its  outstanding  new  line  for 
1954.  Expectant  dealers  listened 
with  interest  as  Alumatic  officials 
revealed  a  completely  re-designed 
Royal  Aluminum  combination  door, 
and  a  new  three  channel  Guardian 
aluminum  .storm-screen  window  to 
sell  at  competitively  low  prices.  But 
the  dealer’s  bigge.st  surpri.se  came 
when  company  officials  uncovered 
Alumatic’s  beautiful  Color-Coor¬ 
dinated  Aluminum  awning  and 
canopy  line  .  . .  and  the  entire  audi¬ 
ence  greeted  the  unveiling  with 
tremendous  applause. 

Mr.  Jo.seph  Zitomer,  President, 
announced  that  the  improved  Royal 
door  was  now  a  full  inch  thick, 
making  it  unusually  .strong  and 
durable.  He  al.so  revealed  that  a 
concealed  hinge  assembly  had  been 
(Continued  on  Page  135) 


Sales  Mgr.  Named 
For  Shower  Door  Co. 

Bob  Robbins,  General  Manager 
of  Shower  Door  Company  of 
America,  recently  announced  the 


appointment  of  Fred  L.  McCord 
as  Shower  Door  Sales  Manager. 

Previously,  Mr.  McCord  was 
Sales  Speciali.st  and  assistant  to 
the  President  of  William  Skinner 
&  Sons,  Inc.  Before  that,  he  was 
associated  with  the  Wamsutta 
Corp.,  in  an  executive  .sales  capac¬ 
ity,  directing  and  coordinating  the 
regional  offices  of  Wamsutta. 

In  addition  to  directing  policy 
from  the  home  ofiice  in  Atlanta, 
Mr.  McCord  will  spend  time  in  the 
field  with  Shower  Door  Company 
.sales  representatives. 


Akron  Leads  In 
Alsco  Contest 

The  Akron  branch  of  Alsco,  Inc. 
is  leading  twelve  other  branches  in 
the  .sale  of  aluminum  .storm  win¬ 
dows  and  doors  in  a  current  .state¬ 
wide  contest  being  conducted  by 
the  company,  according  to  A.  D. 
O.schin,  vice  president  in  charge 
of  .sales. 

Gene  Dombroski,  manager  of 
the  local  branch,  will  be  awarded 
cu.stody  of  a  special  traveling 
trophy  in  recognition  of  this 
achievement.  The  trophy  is  award¬ 
ed  to  the  branch  attaining  greatest 
increase  in  volume  in  relation  to 
the  .same  period  one  year  ago. 


Above:  Luncheon  of  fhe  Alumatic  Sales  Clinic  showing  huge  sales  mgr.;  Leonard  Pryess,  and  Arnold  Romney,  both  of  Building 
crowd.  In  background  at  head  table,  I.  to  r.  are  Norman  Mautner,  Specialties;  Irving  Moss,  gen.  soles  mgr.  of  Alumatic;  Joseph 
of  Alumatic's  advertising  agency;  Ned  Krasny,  Alumatic  regional  Zitomer,  pres,  of  Alumatic;  and  A.  Zitomer,  vice-pres. 
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Above:  A  view  of  the  new  Air  Master  Corp.  plant  and  main  office  at  20th  St.  and  Allegheny 
Ave.,  Philadelphia,  Pa.  Plant  occupies  an  entire  city  block. 


Master  Moves  To 
Huge  New  Plant 

Air  Master  Corp.,  Philadelphia, 
manufacturers  of  aluminum  storm 
doors  and  windows,  announces  the 
opening  of  their  new  plant  and 
main  office.  Located  at  20th  Street 
and  Allegheny  Avenue  in  Phila¬ 
delphia,  the  new  plant  is  five  times 
larger  than  Air  Ma.ster’s  former 
facilities  and  occupies  an  entire 
city  block. 

The  new  plant  highlights  the 
rapid  growth  of  the  concern  since 
it  was  formed  in  1950.  Already 
one  of  the  industry’s  best  known, 
the  firm  now  becomes  one  of  the 
largest  manufacturers  of  alumi¬ 
num  storm  doors  and  windows  in 
the  country. 

The  larger  space  was  necessary 
becau.se  of  the  growing  popularity 
of  the  Air  Ma.ster  line.  The  new 
quarters  will  permit  Air  Master  to 
install  complete  mass  production 
facilities  on  one  floor  and  thereby 
increa.se  production  to  meet  the 
demand.  The  higher  rate  of  man¬ 
ufacture  will  also  mean  more  com¬ 
petitive  prices  for  Air  Ma.ster 
dealers  and  distributors. 

A  larger  engineering  department 
will  also  be  in.stalled  to  develop 
newer  and  better  Air  Master 
products. 

Aircraft  type  inspection  tech¬ 
niques  will  be  used  to  assure  better 
quality  control. 

“When  you  add  all  the  advan¬ 
tages  our  larger  quarters  will  give 
us,  with  the  high  quality  at  com¬ 


petitive  prices  already  established 
by  Air  Master  products,  it  is  easy 
to  see  Air  Ma.ster  dealers  and  dis¬ 
tributors  are  in  for  a  big  year,’’ 
.said  one  of  the  officials  of  the  com¬ 
pany.  “Our  greater  production 
facilities  will  allow  us  to  expand 
our  distribution,  reach  greater 
markets  and  offer  even  finer  prod¬ 
ucts  than  ever  before.’’ 

||C  :|c  I|C 

Sunmaster  Appoints 
N.  Y.  Advertising  Agency 

The  Sunma.ster  Aluminum  Awn¬ 
ing  Company,  Haskell,  N.  J.,  has 
appointed  Colman  Prentis  and 
Varley,  Inc.,  New  York,  as  its 
advertising  agency.  Sunma.ster,  a 
division  of  Arrow  Metal  Products 
Corp.,  makers  of  the  well-known 
Porcenamel  finish,  is  one  of  the 
leading  suppliers  of  prefabricated 
aluminum  awning  parts.  The  Sun¬ 
ma.ster  awning  is  the  first  to  be 
modern-designed  in  modern  deco¬ 
rator  colors.  Sunma.ster  national 
distribution  is  well  under  way,  and 
plans  for  overseas  sales  have  been 
completed,  company  officials  state. 

Sunmaster  is  the  first  all  alum¬ 
inum  awning  designed  in  colors 
endorsed  by  HOUSE  AND  CxAR- 
DEN  magazine.  It  combine.s  smart 
.simplicity  of  line  and  color  with 
a  moderate  price. 

Colman  Prentis  and  Varley, 
Inc.,  the  world-wide  advertising 
agency  with  offices  in  London, 
Paris,  Milan  and  Caracas,  has 
e.stablished  a  new  creative  staff  in 
New  York  headed  by  Carl  Fick, 


executive  vice  president,  and  Ted 
Anson,  vice  president  in  charge  of 
marketing.  Mr.  Anson  will  serve 
as  account  executive  for  Sunma.ster 
with  the  assistance  of  Chic  Lewis. 
New  national  and  local  advertising 
and  .selling  aids  are  being  devel¬ 
oped  by  the  agency  for  the  expand¬ 
ing  distribution  of  Sunmaster  in 
1954.  Arrow  Metal  Products  Corp. 
has  also  retained  Colman  Prentis 
and  Varley,  Inc.  for  the  Porcenamel 
pre-coating,  with  the  .same  account 
personnel. 

*  *  * 

Alumoroll  Used  For 
News  Stand  Enclosure 

The  news  .service  conce.ssion  in 
the  lobby  of  the  swank,  new  Irving 
Trust  Building  on  Madison  Ave. 
in  New  York  City  has  protected 
its  place  of  business  with  an  auto¬ 
matic  Alumaroll  enclosure  which 
may  be  rolled  down  and  locked 
when  the  stand  is  closed  for  the 
night. 

The  enclosure  was  made  by 
Orchard  Brothers  Incorporated, 
Rutherford,  N.  J.,  manufacturers 
of  Alumaroll  .  .  .  the  aluminum 
awning  that  rolls  up  and  rolls 
down. 


Alumaroll  newsstand  enclosure  in  new 
Irving  Trust  Bldg.,  New  York  City,  mode  by 
Orchard  Bros.  Inc.,  Rutherford,  N.  J. 


The  .slats  of  each  curtain  are 
nine  feet  long  and  the  enclosure 
measures  ten  feet,  six  inches  in 
height.  Each  curtain  has  two 
counter  balanced  springs  .so  that  it 
stays  up  w'hen' raised. 

{Continued  on  Page  67) 
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SCONZO  AND  SONS 


ALUMINUM  PRODUCTS  MFC.  CO 


DESIGNED  TO  SELL  ON  DEMONSTRATIpN" 

EASY  TO  STOCK  . . .  EASY  TO  SELL  fMT'i 
EASY  TO  INSTALL 


THE  ONLY  JALOUSIE  with  the  built- 
in  patented  louver-lock  clip.  Insures  ^ 
rattle-free  installation,  permits  slip-  ^ 
ping  glass  into  tray  without  splining 
or  bending  of  tray  bottom.  No  ‘ 
springs  to  wear  out  —  no  parts  to 
lose. 

JOINED  TOGETHER  in  a  jiffy.  In¬ 
stall  a  continuous  wall  of  jalousies, 
unbroken  by  posts  with  the  Louv- 
Air  easy  mullion  system. 

NO  EXTRA  CHARGES  for  extra 
features  on  the  Louv-Air. 

FULL  VENTILATION.  Louvers  may  be  ' 
opened  all  the  way  or  adjusted  to  “ 
let  air  in  while  keeping  rain  out. 

A  SCREW  DRIVER  is  all  you  need  to  « 
assemble  Louv-Air  KD  units. 

STOCK  SIZES  easily  adjusted  to  fit^ 
most  window  openings. 


fh 

ir  INSTALUTION. 
-  ■  MAN'S  DREAM 
So  simple  to  install 


EXCLUSIVE  DEALER  AND  DISTRIBUIGR  TERRITORIES  NOW  OPEN 

NEW  FABULOUS  LOUV-AIR  JALOUSIE! 


NO  TROUBLESOME  SERVICE 
CALLS  AFTER  INSTALLATION 

The  Craftsmanship,  Engineering  and 
reputation  of  the  Sconzo  organization 
are  reflected  in  the  ruggedness, 
beauty  and  life  time  trouble-free 
operation  of  the  Louv-Air  jalousie. 


Pra*sold  to  your  customers  through  national  magazines  and  other  media. 


House  Beautiful.  House  &  Gardens 
newspaper  advertlsinq  thoughout  the 
country  colorama  brochures,  counter 
cards,  plus  a  complete  mallmq 
program  for  Dealers  and  D  s'r  bjtors. 
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Students  Tour 

U.  S.  Extrusions  Plant 

Eleven  students  who  compose 
the  Science  Club  of  Southside  High 
School  in  Rockville  Centre  recently 
toured  the  22,000  square  feet  of 
the  United  States  Extrusions  Cor¬ 
poration’s  plant  in  Garden  City 
Park,  L.  1. 

One  of  a  series  of  tours  con¬ 
ducted  by  U.  S.  Extrusions  to 
acquaint  interested  students  with 
aluminum  and  its  fabrication,  the 
group  was  headed  by  Richard 
Trennert,  President  of  the  Science 
Club,  and  accompanied  by  Mrs. 
Dahlberg,  science  teacher  and  ad¬ 
visor  to  the  organization. 

Before  .seeing  the  plant,  the 
group  was  received  by  Mr.  Oscar 
Cole,  Plant  Manager,  who  briefly 
outlined  the  U.  S.  Extrusions 
operation.  The  actual  tour  through 
the  plant  w’as  conducted  by  Mr. 
Edward  Fleischman.  During  it. 


Right:  Mrs.  Dahlberg,  high  school  science 
teacher  and  a  group  of  students  shown  be¬ 
ing  conducted  on  a  tour  of  the  U.  S.  Ex¬ 
trusions  Corp.  plant  in  Garden  City  Park, 
L.  I.,  by  Edward  Fleischman.  Below:  stu¬ 
dents  examine  a  pile  of  aluminum  billets. 


the  complete  extruding  proce.ss 
was  made  vivid.  The  group  saw 
the  1250  ton  hydro-pre.ss  in  opera¬ 
tion,  billets  drawn,  automatically 
heated  to  800  degrees  and  fed  into 
the  press.  Next  extrusions  came 
through  the  dye,  were  stretched, 
cut  to  length,  placed  in  ovens  for 
aging  and  prepared  for  shipment. 

At  the  completion  of  the  hour 
long  tour,  the  group  returned  to 
the  offices  where  they  were  once 
again  received  by  Mr.  Cole  who 
answered  their  many  and  varied 
(piestions. 

New  Sales  Manager 
For  Shower  Door  Co. 

Bob  Robbins,  General  Manager 
of  Shower  Door  Company  of  Amer¬ 
ica,  the  world’s  large.st  manufac¬ 
turer  of  shower  enclosures,  has 
announced  the  appointment  of 


Fred  L.  McCord  as  Shower  Door 
Company  Sales  Manager. 

Mr.  McCord  joins  Shower  Door 
Company  from  the  New’  York 
headquarters  of  William  Skinner 
&  Sons,  Inc.  As  Sales  Specialist, 
McCord  rang  up  a  brilliant  record 
of  achievement  with  the  interna- 


Fred  L.  McCord 


tionally  known  firm.  He  previou.sly 
was  as.sociated  with  the  Wamsutta 
Corporation  in  an  executive  .sales 
capacity,  directing  and  coordinat¬ 
ing  .sales  activity  of  the  many 
Wamsutta  regional  offices.  During 
World  War  II  he  served  in  the 
Air  Corps  as  a  general’s  aide  and 
liaison  officer. 

Mr.  McCord  and  his  wife  will 
e.stablish  their  residence  in  At¬ 
lanta.  Aside  from  directing  policy 
from  the  Shower  Door  Company 
home  office,  he  will  spend  time  in 
the  field  with  Shower  Door  Com¬ 
pany  .sales  repre.sentatives  and 
customer  sales  organizations. 

*  *  * 

Shower  Door  Co.  of  N.  Y. 
Appoints  New  V.  P. 

It  is  announced  by  Mr.  Chick 
Frankel,  President  of  Shower  Door 
Company  of  New'  York  and  New’ 
Jer.sey,  that  Abe  Freeling  has 
been  appointed  Vice-President  in 
Charge  of  Sales. 

Mr.  Freeling  has  been  with  the 
New  York  City  firm,  at  120-88 
Queens  Blvd.,  Kew’  Gardens  15, 
N.  Y.,  which  is  a  di.stributor  of 
Permalume  Shower  Enclosures, 
for  many  years. 

{Continued  on  Page  68) 
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Aristo  Craft  Grows  From 
Dist.  to  Manufacturer 

The  Aristo  Craft  Company 
which  was  established  by  Theodore 
Kppstein  and  Louis  Peller  in  1948, 
has  jrrown  from  the  status  of  a 
Distributor  of  Aluminum  Awn¬ 
ings,  Storm  Doors  and  Windows 
to  Manufacturers  of  Aluminum 
Awning:s  and  triple-track  Alumi¬ 
num  Windows.  With  the  allied 
products  of  Storm  Doors  and  Case¬ 
ment  Storm  VV'indows,  full  cover¬ 
age  of  customer  needs  and  wants 
is  provided. 

The  Company  lonp  ago  out  grew 
its  original  10  x  10  office  and 
meager  shop  space.  Now  it  includes 
an  enviable  manufacturing  plant 
and  warehou.se  with  adjacent  of¬ 
fices,  which  accommodate  the  exec¬ 
utive  and  general  .staff  and  the 
.sales  display,  conference  and  chart 
rooms.  The  plant  is  conveniently 
located  on  the  outskirts  of  down¬ 
town  Cincinnati,  Ohio.  From  this 
location  it  can  economically  supply 
its  own  .sales  requirements  in  the 


greater  Cincinnati  area,  and  also 
promptly  fill  the  orders  of  its 
Dealers  within  the  radius  of  sev¬ 
eral  hundred  miles  of  Cincinnati. 

The  Company’s  Sales  activities, 
l)oth  direct  and  to  its  dealers,  are 
under  the  per.sonal  supervision  and 
planning  of  Mr.  Kurt  Liebenthal, 
the  Sales  Manager.  With  the  exec¬ 
utive  aid  of  Lou  Peller  and  Ted 
Eppstein,  he  has  established  a 
reputation  founded  on  .sound  sales 
values  to  its  customers  and  deal¬ 
ers.  Mr.  Liebenthal  is  also  sup¬ 
ported  by  proficient  installation 
crews,  highly  trained  canvassing 
teams,  modern  shop  equipment 
and  experienced  mechanics. 

«  *  « 

Jalousie  Manufacturers 
Form  Organization 

A  Meeting  of  JALMA  (Jalousie 
Manufacturers  of  America)  was 
held  on  Feb.  15  at  the  Hotel  Statler 
in  New  York. 

Mr.  C.  N.  Nichols  was  appointed 
Assistant  Chairman  because  of 
experience.  He  turned  the  meeting 


over  to  Hawkins  after  making  the 
following  statements;  “Ner.sica 
may  get  insurance  on  open  end 
mortgages  which  will  be  a  boon  to 
the  indu.stry,  because  such  insur¬ 
ance  is  not  now  available.” 

A  motion  was  made  that  the  7 
firms  pre.sent  appoint  one  man 
each  to  become  the  Board  of  Direc¬ 
tors  of  JALMA. 

Mr.  Otto  Hassold  w  as  nominated 
President,  Mr.  Ben  Catania  Vice- 
President,  and  Bill  Matthews, 
Treasurer.  This  slate  w'as  elected 
through  January  ’55. 

It  w'as  decided  that  each  firm 
donate  $100  as  entrance  fee  to 
JALMA,  but  a  deci.sion  will  be 
made  later  whether  to  have  this 
entrance  fee  plus  annual  dues,  or 
apply  the  $100  against  annual  dues. 

Other  meetings  of  the  Board 
of  Directors  were  .scheduled  for 
March  l.st,  and  for  March  15. 
Decision  was  also  made  to  have 
the  fir.st  annual  convention  of 
JALMA  on  March  23  between  5 
and  7  P.M.  and  to  invite  all  jalou¬ 
sie  manufacturers  to  this  fir.st 
convention. 

Stanley  Kermi.sh  of  BUILDINCx 
SPECIALTIES  has  been  appointed 
temporarily  to  the  Publicity  (Com¬ 
mittee  to  handle  notification  to  the 
jalousie  manufacturers  and  al.so 
arrange  for  an  emblem  to  be  made 
with  the  word  JALMA. 

*  *  * 

Architect  Show 
For  Bldg.  Prods.  Mfrs. 

Forty  leading  manufacturers 
and  distributors  of  home  building 
materials  and  products  have  re- 
.served  space  in  ‘‘Building  Your 
Home,  1954”,  a  trade  and  public 
Exhibition  of  housing  progress, 
sponsored  by  the  Architectural 
League  of  New  York,  to  be  held 
May  27-June  6,  at  the  71.st  Regi¬ 
ment  Armory,  N.  Y.  C.,  S.  Robert 
Elton,  Exhibition  Director  made 
known  today. 

The  manufacturers  repre.sent  a 
w'ide  range  of  materials  and  prod¬ 
ucts  available  for  use  in  con.struc- 
tion  of  today’s  house. 


Shown  above,  planning  the  national  advertising  campaign  for  electrically  operated 
iaiousies  for  Windows  by  Kent,  Div.  of  Micro-Moisture  Controls,  Inc.  are  (I.  to  r.)  L.  E. 
Cunningham,  General  Sales  Manager  of  Micro-Moisture  Controls,  Inc.,  and  Hilliard 
Avrutis,  Chambre  Advertising  Agency.  These  new  Jalousies  not  only  operate  electrically 
but  are  equipped  with  a  built-in  moisture  grid  to  close  them  automatically  in  case  of 
rain,  and — as  soon  as  rain  ends — to  open  them  automatically. 
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Conroy-Prugh  Appoints 
General  Superintendent 

The  appointment  of  William  E. 
Clark  as  jjreneral  superintendent  of 
the  Conroy-Prugh  Glass  Company, 
Pittsburgh,  Pa.,  has  been  an¬ 
nounced  by  Edwin  N.  Prugh,  pres¬ 
ident.  Mr.  Clark  was  formerly 
as.sociated  with  the  American  Win¬ 
dow  Glass  Company  as  general 
superintendent  of  the  laminating 
plant  at  Ellwood  City,  Pa. 


William  E.  Clark 


Mr.  Clark  has  been  instrumental 
in  developing  new  machinery  and 
production  methods  which  were 
disrupted  by  a  disastrous  fire 
last  September,  according  to  Mr. 
Prugh.  The  company  is  now  re¬ 
suming  manufacturing  operations, 
which  have  been  clo.sed  down  since 
the  fire. 

*  * 

Aluminum  Air  Seal  Mig.  Co. 
Appoints  New  General  Mgr. 

Emanual  Katzman,  President  of 
the  Aluminum  Air  Seal  Manufac¬ 
turing  Company  announces  the  ap- 
{K)intment  of  Raymond  Loughlin  as 
General  Manager  of  the  Aluminum 
Air  Seal  Manufacturing  Company. 
Mr.  Katzman  stated  Mr.  Loughlin 
was  appointed  to  this  position  in 
recognition  of  his  long  and  diversi¬ 
fied  experience  in  the  aluminum 
combination  d(K)r  and  window 
industry. 

Mr.  Loughlin  held  the  position  as 
vice-president  of  the  Trim-A-Seal 
Window  Company,  Kansas  City, 
Missouri  also  vice-president  of  the 
Sun-Air  Corporation,  Kansas  City, 
Missouri.  His  early  training  was 
with  the  Rockwool  Insulation  Corn- 


Above:  Henry  W.  Edeisfein  of  the  Fanner  Manufacturing  Co.  in  Cleveland,  Ohio,  which 
makes  awning  hardware,  discusses  matters  with  Sylvan  Hoffman,  publisher  of  Building 
Specialties  &  Home  Improvement  Dealer  at  the  recent  National  Metal  Awning  Associotion 
Convention  in  Jacksonville,  Florida. 


pany,  Philadelphia,  Pennsylvania. 

Mr.  Katzman  states,  “during  the 
short  time  Mr.  Loughlin  has  been 
with  the  company.  Aluminum  Air 


Raymond  Loughlin 


are  “perhaps  the  greate.st  poten¬ 
tial  markets”  for  awnings,  Mr. 
VV’a.sserman  .stated. 

In  addition  to  the  retail  field,  he 
pointed  to  the  requirements  of 
hospitals  and  hotels  in  protection 
of  patients  and  gue.st.s,  and  fac¬ 
tories  which  can  utilize  awnings 
to  improve  workers’  efficiency  and 
comfort. 

*  t-  * 

Bert  Glaser  Heads 

Ford  Aluminum  Products  Inc. 

Bert  Gla.ser  has  just  recently 
been  elected  President  of  the  Ford 
Aluminum  Products  Corporation. 


Seal  has  been  honored  with  the 
bigge.st  attendance  of  plant  visitors 
in  their  hi.story.”  This  is  an  indi¬ 
cation,  Mr.  Loughlin  has  not  only  a 
large  following  but  the  experience 
and  ability  to  render  cu.stomer 
service. 

*  *  * 

Vast  Potential  in 
Non-Residential  Awnings 

“During  1954,  our  di.stributors 
are  making  the  commercial  and 
institutional  field  an  important 
target  in  .selling  effo.’ts,”  .said 
Arnold  Was.serman,  general  sales 
manager  of  Sunmaster  Aluminum 
Awning  Co.,  Haskell,  N.  J. 

Between  eighty  and  ninety  per 
cent  of  the  two  million  retail  out¬ 
lets  require  shade  protection  to 
keep  window'  merchandi.se  from 
fading.  Chain  stores  particularly. 


Long  known  in  the  Aluminum 
Combination  Indu.stry,  Mr.  Glaser 
was  the  former  General  Sales 
Manager  for  the  Pamco  Window 
Mfg.  Co. 

The  Ford  Aluminum  Products 
Company  Inc.  is  located  at  Cherry 
Lane  in  New  Hyde  Park,  Long 
Island,  N.  Y. 

{Contimiefi  on  Page  70) 


&  Home  Improvement  Dealer 


69 


B.  S.  Reporter... 

{Continued  from  Page  69) 


Republic  Opens  New 
Royal  Subsidiary 

To  meet  increased  demand,  serv¬ 
ice  new  dealers  and  insure  a  steady 
flow  of  production,  the  Republic 
Jalousie  and  Storm  Window  Co.  of 
489  Hempstead  Turnpike,  West 
Hempstead,  N.  Y.,  is  forminj?  a 
new  subsidiary. 

To  l)e  named  the  Royal  Jalousie 
Company  of  New  York,  the  com¬ 
pany  will  manufacture  the  alum¬ 
inum  jalousie  door,  and  distribute 
the  Royal  Jalousies.  This  new 
door  will  be  of  ~/[C  frame,  with 
59”'  -t  jalousie  insert.  Security  Key 

Lock  and  removable  .screen. 

«  *  ♦ 

New  Location  for 
Leroy  Co.  Plant 

On  March  27.  the  Leroy  Venetian 
Blind  ('o.  opened  their  new  manu- 
facturinjr  plant  and  showroom  at 
96-10  101  St.,  Ozone  Park,  L.  1. 


Ofticiatinjf  at  the  dedication  cere¬ 
monies  were  Mr.  Jack  Chutick, 
President  of  the  Associate  Builders 
Association  of  Greater  New  York, 
and  Mr.  Milton  Bernstein,  of  Sam 
Bernstein  &  Sons. 

The  new  quarters  repre.sent  a 
triumph  for  Mr.  Jo.seph  D.  Helfant, 
President  of  Leroy,  and  his  two 
.sons,  Seymour  and  Jack.  Their 
first  building,  opened  .several  years 
ago,  was  .small  (their  entire  initial 
capital  was  only  $2000),  but  as  the 
business  grew,  new  lines  were 
added  and  larger  space  acquired, 
until  now,  the  Ozone  Park  Site 
repre.sents  a  half  million  dollar 
busine.ss. 

Leroy  Venetian  Blind  Company 
sells  to  builders  of  real  e.state  de¬ 
velopments  and  apartment  hou.ses, 
to  major  department  stores,  and 
al.so  to  customers  who  come  in  off 
the  streets.  The  new  building  has 
over  10,000  .square  feet  of  manu¬ 


facturing  facilities,  and  the  latest 
assembly  line  manufacturing  tech¬ 
niques  are  used  in  conjunction 
with  the  newest  automatic  equip¬ 
ment.  The  showroom  has  a  com¬ 
plete  display  of  the  entire  line  of 
windowshades,  radiator  enclosures, 
bamboo  shades  and  drapes,  porch 
shades,  vertical  blinds,  aluminum 
combination  storm  windows  and 
doors,  jalousies  and  aluminum 
awnings  and  sidings. 

:|c  *  4: 

Capitol  Products,  Inc.  Opens 
Huge  New  Plant 

Said  to  be  the  last  word  in  mod¬ 
ern  operation  efficiency,  Capitol 
Products,  Inc.,  recently  opened  the 
doors  of  its  new  factory  in  Me- 
chanicsburg.  Pa.  The  huge  40,000 
ft.  plant  is  devoted  to  the  exclusive 
manufacture  of  extruded  63S-T-5 
aluminum  combination  storm  and 
screen  doors  which  now,  because  of 
advance  orders,  new  engineering 
design  and  techniques  and  the 
rapid  growth  of  di.stribution,  are 
being  offered  to  dealers  (whole¬ 
sale)  as  low  as  $23.50. 

Capitol’s  widening  distribution 
in  recent  years  has  brought  with 
it  the  company’s  motor-carried 
fleet  that  today  covers  the  entire 
country  with  rapid  door-to-door 
delivery  direct  from  the  factory. 
Thus,  considerable  yearly  savings 
can  be  realized  by  dealers  through 
this  unique  .service. 

The  Mechanicsburg  plant,  as 
large  as  it  is,  is  only  a  step.  Plans 
for  expansion  are  already  under¬ 
way.  Capitol  is  now  surv’eying  the 
66  acre  parcel  on  which  the  new 
plant  is  built — doubtful  that  40,- 
000  ft.  will  be  enough  to  handle  its 
anticipated  business. 

*  *  * 

Convention  and  Show 
Of  Venetian  Blind  Assn. 

Formal  opening  of  the  thirteenth 
annual  convention  and  trade  show 
of  the  Venetian  Blind  Association 
of  America  at  the  Sherman  Hotel, 
Chicago,  took  place  there  on  March 
1st. 

(Continued  on  Page  139) 


Shown  below  are  Mr.  Joseph  D.  Helfant,  pres,  of  Leroy  Venetian  Blind  Co.  (center)  and 
his  two  sons,  Seymour  (left)  and  Jack  (right).  Leroy  opened  their  new  manufacturing  plant 
and  showroom  on  Mar.  27.  at  96-10  101  St..  Ozone  Park.  L.  I..  N.  Y. 
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WORLD'S  LARGEST  MANUFACTURER  OF  ALUMINUM  WINDOWS 


NAME 
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GIVE  YOUR  SCREENS  EXTRA  VALUE 


Add-a-Room 

{Continued  from  Page  54) 


WITHOUT  PREMIUM  COST... 

STANDARD 

INSECT  WIRE  SCREENING 


A  GOOD  MANY  screen  nianufacturers  have  discovered  they 
can  offer  a  far  more  uniform  and  thoroughly  dependable  prod¬ 
uct  by  standardizing  on  Standard  Insect  Wire  Screening.  And 
this  is  bound  to  be  true  because  Standard  has  just  one  aim . . . 
to  produce  screening  that  is  unsurpassed  for  strength  and  for 
long,  economical  service  life. 


You  can  have  Standard  Insect 
Wire  Screening  in  your  choice  of 
aluminum,  bronze  or  galvanized 
steel . . .  and,  of  course,  in  any  usual 
width.  It  meets  U.S.  Dept,  of 
CJommerce  Commercial  Standard 
138-49.  Order  Standard  from  your 
usual  supplier  for  top  screening 
(juality  and  customer  satisfaction. 
•And  write  us  for  catalog  giving 
full  Standard  information. 


But  in  addition  to  the  actual 
operatinj?  economy  of  this  method, 
and  the  advantage  of  ease  of  in¬ 
stallation,  there  are  still  other  fac¬ 
tors  which  are  of  great  importance 
to  the  prospective  Add-A-Room 
customer.  Prime  among  these  are 
safety,  health,  comfort  and  maxi¬ 
mum  space  utilization. 

First,  safety :  since  there  are  no 
wires  in  the  glass,  there  is  no 
possibility  of  shock,  burns,  flames 
or  fumes.  This  is  obviously  of 
great  importance,  since  most  pros¬ 
pects  for  space  conversion  have 
children,  and  in  many  cases,  the 
new’  space  is  for  the  children.  This 
accident-eliminating  element  is  one 
w’hich  the  .salesman  will  do  w’ell 
to  stre.ss. 

Objects  Heated 

Because  the.se  panels  heat  only 
the  objects  —  i.e.  furniture,  people, 
etc.,  and  not  the  air  it.self,  —  the 
.stuffy,  dried-out  feeling  of  an  over¬ 
heated  room  is  replaced  with  a 
temperature  of  equal  warmth  and 
greater  comfort.  There  are  no 
drafts,  no  circulating  air  to  carry 
dust.  Al.so,  the  great  temperature 
differential  between  the  cold  floors 
and  hot  ceiling  which  is  created 
by  other  types  of  heating,  is  re¬ 
placed  by  even  room  temperatures 
with,  very  po.ssibly,  no  more  than 
a  two  degree  difference  between 
wall  temperature  and  air  tempera¬ 
ture  as  .shown  on  the  thermometer. 

There  are  no  cleaning  problems 
w’ith  glass  panels,  either,  which 
adds  to  the  pleasure  of  the  hou.se- 
wife:  little  or  no  dust  or  grime 
will  accumulate  on  the  walls  and 
furniture.  This  is  a  .sales  point  to 
W’hich  every  housewife  is  su.scep- 
tible.  For  the  man  of  the  hou.se. 
there  is  great  .satisfaction  in  know¬ 
ing  that  no  furnace  or  chimney  is 
required,  there  ^re  no  radiators, 
pipes  or  ducts  —  and  hence  —  no 
maintenance  problem.  Perhaps 
even  more  important  as  a  .sales 
(Continued  on  Page  74) 


72 


APRIL  1954  BUILDING  SPECIALTIES 


<S  Home  Improvement  Dealer 


73 


Add-a-Room 


Jusel 


MORt 

VOLUME 

for  You 


2  PANEL  MITRED 

ALL  EXTRUDED  63ST5 
ALUMINUM 


REINFORCED  CORNERS 
WEATHERPROOF  ALUMINUM  SCREENING 
STAINLESS  STEEL  HINGES 
INTERCHANGEABLE  SCREEN  &  GLASS  INSERTS 
PERFECT-FIT  SURROUND 
EXTRA-STRONG  MITERED  FRAME 
DRAFT-FREE  VINYL  PLASTIC  SEAL 


available  assembled 
or  KD.  Prompt  delivery. 

Choice  territories  available. 
Write,  wire,  or  phone: 

Jnsel ''' 

1008  E.  49  ST.,  BKLYN.,  N.  Y. 
INgersoll  2-8950 


ALUMINUM 

COMBINATION 

DOOR 


r Exclusive  TERRITORIES  AVAIlABtE'  for  K-D  OPERATORS 
I  Please  send  me  complete  information. 


[  NAME _ 

j  COMPANY. 
I  ADDRESS- 


{Continued  from  Page  72) 

point  is  that  there  is  no  bulky, 
awkward  equipment  to  waste  the 
newly  acquired  extra  space. 

There  is  no  installation  difficulty 
with  electric  glass  panels,  either. 
Any  licensed  electrician  can  install 
the  system  quickly  and  easily.  The 
glass  panel  is  removed  from  its 
I  frame,  which  is  secured  with 
I  screws  through  mounting  holes  to 
the  wall  or  ceiling.  When  wiring 
is  completed,  the  glass  panel  is 
put  back  into  its  case  and  an  outer 
cover  ring  is  slipped  into  the  edges 
I  and  screwed  into  place.  An  addi- 
!  tional  snap-on  grille  is  also  avail- 
!  able  for  added  safety. 

Many  Styles 

The  glass  panel  heater  is  avail¬ 
able  in  a  variety  of  styles  for  all 
types  of  installation.  To  mention 
just  a  few,  there  are  wall  panels 
for  recessed  or  surface  mounting, 
baseboard  panels,  portable  plug-in 
models  (both  with  and  without  a 
lighting  as  well  as  a  heating  fea¬ 
ture),  and  high  narrow  units  for 
vertical  panels.  Heat  from  all 
i  these  types  is  controlled  either  by 
individual  thermostats  or  zone  con¬ 
trol  thermostats. 

One  of  the  most  important 
aspects  of  electric  glass  panel 
heating  to  the  home  owner  and  to 
the  home  improvement  dealer  and 
.salesman  is  that  such  improvement 
is  considered  to  be  eligible  for 
financing  under  FHA  Title  1  and 
11.  This  should  make  the  Add-A- 
Room  plan  not  only  technically 
feasible,  but  financially  so  too. 

Specialf’y  Industry 

{Continued  from  Page  36) 

that  the  decline  this  year  was 
larger  than  Msual. 

Department  store  sales  fell  from 
$725  million  in  December  to  $312 
million  in  January.  Last  year,  the 
drop  was  from  $738  million  in  De- 
i  cember  to  $326  million  in  January. 
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Alumatic  Announces  New 
Color-Coordinated  Aluminum 
Awnings 

A  full  line  of  new  color-coordin¬ 
ated  awnings  and  canopies  was  re¬ 
cently  introduced  by  the  Alumatic 
Corporation  of  America.  Said  to  be 
packed  with  sales  features,  the  new 
avN’nings  are  ruggedly  constructed 
of  sturdy  aluminum  in  a  horizontal 
design  and  heavy  duty  stainless 
steel  bracing.  They  feature  “Magic 
Light”  control  for  softer  light  and 
brighter  rooms.  Exclusive  “Ven- 
trol”  ventilation  and  Lok-Tite  con¬ 
struction  for  greater  strength  have 
also  been  incorporated. 


These  awnings  are  presently 
available  in  six  decorator-styled 
colors:  Gay  Yello,  Sparkling  Bur¬ 
gundy,  Parkway  Green,  Satin 
Aluminum,  Cool  White,  Autumn 
Brown  and  Ivory.  The  color  co¬ 
ordination  feature  is  achieved  be¬ 
cause  each  louvre  can  be  removed 
quickly  without  tools.  This  means 
that  many  different  color  combina¬ 
tions  are  possible  whenever  desired. 
Louvres  are  locked  together  in  a 
unique,  patented  manner  so  that 
even  though  they  snap  in  and  out 
easily,  they  never  loosen  or  rattle. 

Alumatic  Corporation  of  Amer¬ 
ica.  2081  S.  56  St.,  Milwaukee,  Wis. 
*  ♦  * 

New  Kane  Window 
Introduced 

Kane  Manufacturing  Corpora¬ 
tion  manufacturers  of  quality  win¬ 
dows,  screen  and  doors  since  1890 
introduces  their  latest  3  channel 
self-storing  WEATHERSHIELD 
aluminum  combination  window. 

The  NEW  WEATHERSHIELD 
window  incorporates  the  latest  ad¬ 


vances  in  welded  construction,  one 
piece  design,  and  the  highly  re¬ 
garded  Schlegle  mohair  wool  pile 
weatherstripping  in  its  exclusive  3 
channel  unit. 

The  most  unique  and  outstand¬ 
ing  feature  of  the  NEW  WEATH¬ 
ERSHIELD  3  channel  window  is 
its  engineered  one  piece  rigid 
frame  which  eliminates  the  neces¬ 
sity  of  channel  removal,  channel 
spreaders,  compression  springs, 
tools  or  gadgets  in  order  to  take 
out  the  panels  for  cleaning. 

R.  D.  Snow,  Kane  Manufactur¬ 
ing  Corp.,  Dept  BS,  Kane,  Penna. 

*  *  * 

Low-Priced  Window  Now  in 
Production  by  Ford 

Ford  Aluminum  Products,  Inc, 
of  Cherry  Lane,  New  Hyde  Park 


has  a  new  aluminum  combination 
window  now  in  production. 

The  window,  known  as  the 
“Ford  120”,  is  probably  the  lowest 
priced  aluminum  combination  win¬ 
dow  on  the  market  today. 

According  to  Bert  Glaser,  presi¬ 
dent  of  the  organization,  “The 
window  is  not  only  low  in  price, 
but  is  considered  by  loading  engi¬ 
neers  as  a  trouble-free  window. 
The  unit  is  completely  self-storing 
and  has  real  customer  eye  appeal.” 

Mr.  Charles  Oddo,  well-known 
in  the  industry,  is  in  complete 
charge  of  production. 


Capitol  Products,  Inc. 
Announces  New  Low-Cost 
Combination  Door 

The  availability  of  extruded 
63S-T-5  aluminum  combination 
storm  and  screen  doors  at  a  whole¬ 
sale  cost  of  $23.50  was  recently 
announced  by  Capitol  Products, 
Inc.,  in  conjunction  with  the  open¬ 
ing  of  the  company’s  new,  40,000 
ft.  plant  in  Mechanicsburg,  Pa. 

The  new  door,  made  of  full 
gauge  heavyweight  aluminum 
throughout  and  weighing  (in.stal- 
led)  about  36  lbs.,  incorporates  the 
following  features:  aluminum  hol¬ 
low  mullions;  extra  heavy  cast 
gus.sets  to  guarantee  no-.sag;  stain¬ 
less  steel  screws;  stainless-steel 
semi-concealed  hinges;  Ideal  fin¬ 
gertip  latch;  fully  interchangeable 
glass  and  .screen  in.serts;  extruded 
aluminum  in.sert  locking  clips; 
aluminum  wire  cloth  18  x  14  mesh; 
extruded  bottom  expander  adjust¬ 
able  to  door  sill;  heavy  gauge  alu¬ 
minum  kick  plate,  rattle  proofed ; 
perfectly  mitred  corners;  gla.ss  in¬ 
.serts  constructed  to  permit  easy 
repair. 

Capitol  Products,  Inc.,  Dept.  BS, 
Mechanicsburg,  Pa. 

♦  *  4c>)c 

ORO  —  A  New 
Pre-Formed  Stone  Facing 

To  meet  the  demand  for  a  ver.sa- 
tile  stone  facing  suitable  for  any 
type  of  structure,  Castle  Stone, 


Inc.,  has  created  ORO,  which  fea¬ 
tures  new  .styling  and  many  color 
{Continued  on  Page  78) 
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We  bel  leve  fhaf  the  fundamental  desire  of  the  average  buyer  of 
combination  windows  and  doors  is  to  beautify  the  exterior  of  his 
home.  That's  why  we  have  developed  what  we  firmly  believe  to  be  the 
most  BEAUTIFUL  window;  and  doors  on  the  market!  Of  course  we 
have  included  those  features  that  have  proven  to  be  the  most  practi¬ 
cal  and  trouble-free  in  operation.  Dealers,  distributors  and  K-D 
operators  are  invited  to  contact  us  for  further  information. 


•  2  Track  Combination  Windows 

•  Combination  Storm  &  Screen  Doors 

•  Storm  Windows  for  Casements 


THt  WEW 

— ) 

JALOUSIE  DOOR 


EXCLUSIVE  K-D  DISTRIBUTORSHIPS! 


Available  in  the  Following  Areas; 

NEW  ENGLAND  LONG  ISLAND 

CAMDEN-PHILADELPHIA 
ALBANY-TROY-SCHENECTADY 


FOR  COMPLETE  DETAILS  PHONE  Gregory  3-0937 


Or  Write: 

COMPANY  •  ARNOT  PL,  LODI,  N.  J. 


Hou$e-to-House  Sellers 

(Continued  from  Paqe  10) 

Oi*ijrinally  the  selling  is  done  by  a 
canvassei*,  oi’  “ajrent.”  The  collec¬ 
tor  then  keeps  the  original  account 
alive  by  selling  “add  ons”  as  the 
credit  balance  is  I’educed. 

Both  agent  and  collector  are 
employed,  usually  on  a  commission 
I  basis,  by  an  organizational  firm 
which  supplies  the  merchandise 
and  carries  the  credit.  Currently 
there  are  more  than  400  such 
oi'ganizations,  some  of  them  doing 
an  annual  volume  of  as  much  as 
$50  million,  enrolled  as  membei’s 
of  NAHHIC. 

j  Four  Companies 

The  indu.stry  came  into  being 
at  the  turn  of  the  century  selling 
mainly  a  gas  iron  that  was  best 
sold  by  demonstrating  in  the  home. 
At  that  time  there  were  about  four 
companies  in  the  house  to  house 
installment  business  as  it  resem¬ 
bles  current  day  practices. 

The  industry  closely  paralleled 
the  growth  of  the  economy  through 
the  first  World  War.  Then,  during 
the  early  1930’s,  when  mo.st  in¬ 
dustry  was  suffering,  the  “mobile 
department  store”  spurted  ahead, 
largely  due  to  its  appeal  to  low 
income  families. 

During  the  second  World  War 
business  was  hurt  by  the  ga.soline 
shortage  since  an  automobile  is  a 
necessity.  But,  since  1945  it  has 
I  again  flourished.  Today,  it  is  esti¬ 
mated,  one  family  out  of  five  buys 
through  a  house  to  hou.se  .salesman, 
and  the  industry’s  volume  is  put 
in  the  billions. 

The  biggest  category  of  mer- 
chandi.se  sold  hou.se  to  house  is 
hardgoods.  Since  most  firms  don’t 
like  to  extend  credit  beyond  $100 
to  any  single  account,  few  big 
tickets  items  are  sold  except  by 
those  firms  which  also  maintain 
conventional  retail  store  outlets. 

Smaller  electrical  appliances  such 
as  irons,  toasters  and  cookware 

I  (Continued  on  Page  80) 
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NOTHING  “LIMITED”  ABOUT  PROFITS!  WITH 


m  m 


y/mOOV/S 

ur  Pro<i*‘‘  ^ 


Exclusive  features  mean  a  superior  product 


A  superior  product  means  more  sales 


And  more  sales  mean  greater  profits  for  you! 


Adjustment  Each  Side 


Exclusive  Ex-Pand>0 
Corners* 


(no  cutting  I 


ALUMINUM 

SILVER  JALOUSIE 
WINDOWS 


'Interlocking 
operator  bar 
weather 
strips  the 
sides.  * 


Exclusive  stainless  steel 
wedges  to  hold  glass  without 
screws.* 


Exclusive  2"  adjustment  in  width. 
One  inch  expansion  on  each  side. 


Save  10%  on  special  sizes  because  Silver  Jalousies  have  a 
2"  expansion  and  are  available  at  2"  intervals  completely 
eliminating  the  extra  cost  for  odd  sizes.  Interlocking  operator 
bar  weather  strips  the  sides  and  permits  free  closing  of 
louvres.  The  problem  of  rattling  louvres  has  been  solved  by 
a  special  wedge  in  the  clip  construction  that  gives  100% 
more  holding  surface.  All  these  SILVER  LINE  features  add 
up  to  a  50%  saving  on  installation  costs  for  you. 


THEY  EXPAND  TO  FIT  EVERY 
REQUIREMENT 


•Patent  Pending 


TERRITORIES  OPEN  FOR  DISTRIBUTORS 


QUALITY  ENGINEERED  for  a  lifetime  of  service 
with  63  ST>5  extruded  aluminum.  Easily  installed 
by  conventional  methods  and  infinite  range  of 
sizes  available  by  means  of  the  exclusive  feature 
Ex>Pand-0  (no  cutting)  eliminates  mistakes  in 
measuring. 

Mullions,  when  needed,  are  l/lOth  the  cost  of 
others  and  are  simple  to  install. 


708  COLFAX  AVENUE 
KENILWORTH,  NEW  JERSEY 
UNionville  2-9020 
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A  REAL  'CHAMP' 

—  in  sales! 

—  in  performance! 

—  in  satisfaction! 


The  Bendix-Champion 

TRIPLE-CHANNEL 

WINDOW 

UP  TO  28/28  GLASS  SIZE 

$1975 


Completely  Assembled 


NOT  KD 


ONB-PIECi  WELDED  FRAME 
3-CHANNEL  WINDOW 
BALL-BEARING  ACTION 
GADGET-FREE 

ALL  EXTRUDED  ALUMINUM  63575 


INSERTS  ADJUSTABLE 
TO  ANY  HEIGHT 
FROM  TOP  OR  BOTTOM 
FOR  EASY  VENTILATION 


ALL  INSERTS  INTERCHANGEABLE 


Bendix  Aluminum  Produch. 

212  WEST  3RD  STREET 
MT.  VERNON,  N.  Y. 
Tel.:  MT.  Vernon  4-5708 

*Mfr$.  of  the  Bendix.Moster 


^£IV  Products- Ideas— Methods 

(Continued  from  Page  75) 


I  combinations.  ORO  is  pre-formed, 
with  “locked-in”  colors  which  are 
not  affected  by  ajfe,  acid  washing 
or  sandblasting.  It  offers  the 
advantages  of  stone  at  a  fraction 
of  the  cost. 

The  .styling  makes  it  readily 
adaptable  to  either  tall  or  low 
.structures,  residential  or  commer- 
'  ciel.  It  is  akso  ideally  suited  for 
indoor  fireplaces,  or  game  rooms. 

I  Each  stone  appears  to  have  been 
hand  cut  from  natural  rock.  To 
I  heighten  the  natural  look,  and  pro¬ 
vide  the  appearance  of  wall  depth, 

'  a  beautifully  molded  corner.stone 
I  '  is  available.  The  cornerstones  are 
'  designed  and  manufactured  to  fit 
^  '  perfectly  with  ORO. 

I  ORO  offered  in  four  distinct 
'  color  combinations  —  Brown,  Buff, 
Reddish  Buff  and  Gray.  Applied 
I  at  random,  color  combinations  or 
'  any  single  color  provides  charm 
,  attractiveness  and  lasting  beauty. 

Pre-formed  ORO  is  hand-cast, 

'  thoroughly  dried  and  cured  under 
,  rigid  control  conditions.  Because 
of  the  .special  Castle  Stone  process, 

I  it  is  more  water-resistant  and  less 
subject  to  “weathering”  than  many 
natural  .stones.  It  is  easily  applied 
over  any  surface,  special  tools  and 
expensive  exterior  alterations  are 
not  required.  In.stalled,  all  mainte¬ 
nance  co.sts  are  eliminated.  ORO 
has  insulating  qualities  w'hich  keep 
homes  warmer  in  winter  and  cooler 
in  summer,  has  been  approved 
by  the  Building  Officials  Confer¬ 
ence  of  America. 

Castle  Stone,  Inc.,  Dept.  OR,  BS, 
10th  and  Spring  Garden  Streets, 

'  Allentown,  Pa. 

*  *  * 

Three  Sizes  in 
Valley  '54  Fans 

Valley  offers,  for  1954,  deluxe, 
heavy-duty  window’  fans  —  sizes 
24",  30"  and  36".  Belt  driven, 
two-speed  motors  w’ith  fixed  mount- 
I  ing  panels.  CFM  range  —  4,.300 


to  10,600.  The.se  fans  are  ultra¬ 
quiet,  and  are  equipped  with  Tor- 
rington  Aristocrat  impellers.  Fans 


are  beautifully  finished  in  gray 
hammertone.  They  are  built  for 
long,  heavy-duty  service.  Valley 
Fan  Mfg.  Co,,  Dept.  BS,  Fort 
V^alley,  Ga. 

*  *  * 

Aluminum  Alloy  Saves 
Weight  Costs 

Important  structural  cost  and 
weight  savings  are  expected  for 
industry  as  a  result  of  development 
of  66S,  a  new  general  purpose 
aluminum  alloy  created  by  Harvey 
Aluminum. 

In  announcing  successful  de¬ 
velopment  of  the  new  alloy,  Harvey 
described  its  advantages  as  apply¬ 
ing  to  a  w'ide  portion  of  American 
industry,  especially  where  u.se  of 
a  strong  light-weight  material  at 
reduced  cost  is  desirable. 

Development  of  66S  bridges  the 
gap  between  low’er  strength  of 
61S  type  alloy  and  the  higher 
strength  (and  more  expensive) 
hard  alloys,  24S  and  14S. 

Special  significance  is  attached 
to  savings  in  weight  by  66S,  since 
structural  elements  of  thinner 
cross  .section  will  do  the  same  job 
as  thicker  (therefore  more  expen¬ 
sive)  sections  of  lower  strength 
alloys. 

High  .strength,  low’  cost  66S 
aluminum  alloy  provides  an  answer 
(Continued  on  Page  82) 
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First  Ch  oice  In  The 

Nation  In 

STORM  ENCLOSURES 


WRITE- WIRE  OR-CAIi-  TODAY- 
for  Dealership  -  for  Distributorship 
OF  the  COMPLETE  Alhom  LINE 
A  QUALITY  LINE- DESIGNED / 
FDR  THE  BUYERS  MARKET 
AND  THE  DEALERS  PROFIT 
*  BasementWindows 
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•  Easily 

•  Economically 

•  Smoothly 

Channel,  inserts,  lock  handles, 
corner  inserts  are  engineered  for 
utmost  simplicity  and  long,  hard 
wear.  This  RIGID  screen  is  easily 
fabricated.  Spedally  designed 
cut-off  saw  at  low  cost,  wire 
roller  and  mallet  are  all  the 
tools  necessary. 


Hundreds  ef  screen  fabricators  have 

turned  to  VULCO  channels  and  ports 

exclusively  because  you  get 

1.  A  complsls  line  of  psrts  and  hardware. 

2.  Ease  of  tabrieation  and  installation. 

3.  Immediate  delivery  and  close  inspection, 
eliminating  costly  stock  on  hand. 

4.  Conveniently  located  direct  company  rep¬ 
resentatives  to  direct  you  personally  on 
any  problems. 

5.  Complete  foltow>tlirough  ot  advertising 
sates  help,  including  brochures,  newspaper 
mats,  displays  and  salesman  asdstanea. 


I  to  maUm 
HoinfuUl 


FULL  LINE  OF  HARDWARE  AND  TOOLS  AVAILABLE 


Tot  VULCAN  MHAL  PRODUCTS 
2801  6th  Avenue,  South 
Rirmingham,  Alabama 

Please  send  me  catalogue  and  further  details 
about  VULCAN  SCREENS.  No  obligation. 


Call,  Write  or  Wire 

VULCAN 


METAL  PRODUaS 


'  NAME _ 

ADDRESS _ 

CITY _ STATE. 


JHoad^  in  tUo\9nduUo^ 
Sineo  i9^5 

2801  6th  Avenue,  South 
Birmingham,  Alabama  Phone  4-5423 


House-to-House  Sellers 

(Continued  from  Page  76) 

constitute  the  heaviest  volume 
items.  The  industry  claims,  for 
instance,  that  it  supplies  20  per 
cent  of  the  existing:  market  for 
deep  fryers. 

The  hottest  sinprle  item  durinf? 
the  past  year,  the  industry  reports, 
was  unbreakable  china  —  specifi¬ 
cally,  American  Cyanamid’s  Mel- 
mac.  Interestingly,  this  w’as  a 
product  which  moved  sluggishly 
through  conventional  outlets  but 
the  house  to  house  industry  was 
able  to  cash  in  on  its  qualities  as  a 
demonstrator  item. 

<yL> 

Preventing  Depression 

(Continued  from  Page  10) 

ered  by  investigators  for  the  bu¬ 
reau  of  which  he  was  director  of 
research : 

Expansions  in  some  kinds  of 
economic  activity  are  always  run¬ 
ning  side  by  side  with  contractions 
in  others.  When  aggregate  meas¬ 
ures  of  economic  affairs  like 
production  have  reached  their 
peak,  some  activities  have  already 
begun  to  slacken.  The  number  of 
the  separate  activities  which  have 
passed  their  top  rate  of  expansion 
reaches  its  maximum  some  months 
before  the  general  cycle  begins  to 
turn  down. 

“These  findings,”  Mr.  Burns 
wrote,  may  —  with  further  inves¬ 
tigation  —  prove  helpful  “in  pre¬ 
dicting  reversals  in  the  direction  of 
total  activity — or  at  lea.st  in  iden¬ 
tifying  them  as  such  promptly,” 

1953  Report 

In  his  1953  annual  report  to 
the  directors  of  the  bureau,  which 
appears  in  the  new  book,  Mr. 
Burns  stated  that  “social  control 
of  business  cycles  appeared  as  a 
political  necessity,  both  domesti¬ 
cally  and  internationally.” 

He  added  that  in  recent  years, 
however,  the  ambition  to  use  gov- 
(Continued  on  Page  84) 
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and  THGRM-O-LITE  Hash! 

The  one  Quality  window  at  less  than  competitive  Prices! 

At  last  !  An  all-aluminum,  63  STS  combination  window  that  offers  both  ! 

Quality  ...  in  materials,  design  and  manufacture  —  Price  ...  at  all  levels. 

Now,  from  the  General  Aluminum  Window  Co.  plant,  comes  great  news  ! 
News  that  means  more  profits  .  .  .  more  sales  .  .  .  from  the  smallest  distributor 

to  the  largest  K-D  operator.  Find  out  —  today  —  how  you  can  cash  in  on  this 
plan  to  give  our  dealers  what  they’ve  always  wanted: 

a  Quality  window  at  a  Price  that  is  truly  phenomenal  ! 


)  THERM-O-LlfE^ 


ALUMINUM 


PRODUCTS 


3"CHANNEL  combination 

lAlliinAltfC 

VW  llW^r  VW  im 


■  All  FIxtruded  Aluminum 

■  Positive  Locks  — 

No  Friction  Springs 

■  Interlocking  Meeting  Rails 


Blind-stop  Installations 
4  U-cliannel  Expanders 
Self-storing  Screen 
on  Inside  Track 


PICTURE  FRAME  DESIGN  FOR  EASTERN  SASH 


)  THBt  WJfTI 


Territories  Available  for  Dealers,  Distributors  and  K.D.  Operators. 

Write  today  for  details  ! 

3 

23  New  York  Ave.,  Newark  5,  N.  J. 


M  A  N'UF  A  C(T  U  R  IN  G  '  C 
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You’re  in  Business 

WITH  A  SMALL  INVESTMENT 

Every  100  Windows 
Can  Earn  You  $1,000.00 

Av  little  os  $500.00  or  less  is  oil  you  need  to  moke  big 
profits  on  o«K  ”3  Woy  Profit  Plon”.  Smoll  space  needed  — 
you  con  even  work  from  your  basement.  Procticolly  no 
tools  required. 

QUALITY  GUARANTEED 

These  windows  ore  mode  of  our  own  special  designed 
63*ST*5  Extruded  Aluminum.  Self*storing,  simple,  trouble* 
free.  No  gadgets.  Similar  quality  retoil  at  $1  8  to  $24  each. 

NO  SPECIAL  TOOLS  NEEDED 

Just  o  few  hand  tools:  Hock  Sow,  Hammer,  Screw  Driver, 
Scissors,  Roior  Blode. 

TERMS 

C  O  D.,  F  O  B.  DETROIT 
25%  With  Initiol  Order 
1%  Discount,  cosh  with  order 
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to  the  ever-increasiriK  demand  for 
weight  savings  in  many  industries, 
according  to  Harvey.  The  improved 
alloy  also  provides  economy  in 
construction  because  of  its  effici¬ 
ency  in  welding  over  the  harder 
alloys. 

Characteristics  of  the  alloy  are 
similar  to  that  of  24S  in  yield 
strength,  and  the  fabricating 
characteristics  are  practically 
identical  with  that  of  lower 
strength  61S. 

Corrosion  resistance  of  Harvey’s 
66S  is  similar  to  61S,  and  is  de¬ 
scribed  as  having  far  greater  cor¬ 
rosion  resistance  than  24S  and  14S 
aluminum.  Resistance  to  corrosion 
is  held  to  be  of  vital  importance 
where  structural  shapes  are  con¬ 
cerned. 

Of  particular  interest  to  de¬ 
signers  who  are  concerned  with 
the  relationship  of  strength,  w'eight 
and  cost  —  in  the  search  for 
superior  structural  metals  —  gen¬ 
eral  purpose  66S  has  guaranteed 
tensile  and  yield  strengths  31  per¬ 
cent  over  61 S  alloy. 

Alloy  66S  is  expected  to  .satisfy 
many  of  the  design  demands  of  a 
wide  segment  of  industry,  includ¬ 
ing  the  building  industry,  truck 
and  trailer  industry,  aircraft, 
heavy  construction,  and  general 
parts  fabrication. 

Projecting  a  note  of  interesting 
“things  to  come,”  as  a  result  of 
the  new  metal  alloy,  Harvey’s 
engineers  fore.see  the  strong  pos¬ 
sibility  of  using  aluminum  in  place 
of  steel  for  such  heavy  duty  jobs 
as  building  bridges  and  ma.ssive 
buildings. 

Harvey  Aluminum,  Dept.  BS, 
Torrance,  Calif. 


*  iF 


are  featured  in  a  new  all-aluminum 
storm-screen  window  which  Pre- 
Fab  Aluminum  Products  is  now 
marketing. 

The  unique  new  window  is  called 
the  Weathertrol.  It  was  developed 
by  Pre-Fab’s  engineers  after  a 
study  of  homeowners  and  combi¬ 
nation  window  dealers  showed  that 
the  cleaning  feature  w’as  one  of  the 
biggest  “bugs”  in  existing  win¬ 
dows.  The  patented  retractable 
tracks  are  worked  from  the  inside. 
The  homeowner  merely  gives  a 
controlling  knob  a  half-twist.  The 
tracks  instantly  move  back  to  let 
the  inserts  clear. 

Other  exclusive  highlights  of  the 
Weathertrol  are:  expansion-proof 
plastic  bearings  on  corners  of  all 
inserts  to  assure  jam-free  fingertip 
control  at  all  times;  the  extension 
of  the  3  tracks  all  the  way  around 
the  window  to  enable  all  inserts, 
including  the  screens,  to  ride  the 
full  window. 

Despite  these  advantages,  the 
Weathertrol  will  be  competitively 
priced,  according  to  Clayton  J. 
London,  sales  manager. 

The  Pre-Fab  people  are  also 
introducing  a  new  packaging  idea 
that  should  save  dealers  time, 
money  and  space.  They’re  shipping 
all  parts,  completely  finished,  to¬ 
gether  with  16  screws,  in  a  spe¬ 
cially-designed  box.  All  a  dealer 
has  to  do  is  fasten  the  screws  and 
add  the  glass  (to  be  purchased 
locally)  to  the  inserts.  He  no 
longer  needs  special  cutting  or 
assembly  tools  for  KD  parts,  and 
he  no  longer  will  have  transporta¬ 
tion  trouble  or  wasted  storage 
space  with  the  bulky  fully  assem¬ 
bled  windows. 


W*  o/$o  mamtfoctvr*  Comk«fKrfioiii  for  ftorUoraai 
primo%. 


WINDOW-CRAFT,  Inc. 


4279  W.  Grand  Ave. 
DETROIT  38,  MICH. 


Retractable  Tracks 
For  Easy  Cleaning 

Tracks  that  move  back  to  allow 
inserts  to  clear  easily  and  quickly 


Clayton  J.  London,  Sales  Man¬ 
ager,  Pre-Fab  Aluminum  Prod¬ 
ucts,  Dept.  BS,  60  East  42  Street, 
New  York,  N.  Y. 

{Continued  on  Page  88) 
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SELLING  A  FULL  LENGTH 

PIANO  HINGE 


Air  MasW 


SELLING 

FULL  j  1/16' 

DOOR 


THICK 


WHAT  AN 


AIR  MASTER 


FRANCHISE 


SELLING  THE  EXCLUSIVE 

KEY  OPERATED 
KNOB  LOCK 


YOU  WON'T 
BELIEVE  IT. 


en  you  hear 
Air  Master's 
low  price  I 


Write  today! 


for  full  information  con¬ 
cerning  Air  Master's  profit 
making  plans  for  you. 


Getting  the  fastest  selling,  finest  quality 
door  ever  to  hit  the  market! 


AIR  MASTER,  20th  St.  &  Allegheny  Ave.,  Philadelphia,  Pa. 
Gentitmen: 

'  I  am  intarasted  in  .1 

G  Distributorship  G  Daalarship 

Nama . . 

Addrass . 


20th  STREET  and  ALLEGHENY  AVENUE  •  PHILADELPHIA  32,  PA. 

Manufacturers  of  Aluminum  Combination  Storm  Windows  •  Doors 
Screens  •  Casement  Windows  •  Sliding  Ranch  Type  Windows 


&  Home  Improvement  Dealer 
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•  REAL  BRICK  IN  THE  MODERN  FORM 

A  PRESTIGE  PRODUCT  — we  developed  Quikbrik  to  meet  the  urgent 
requirements  of  the  building  and  remodeling  trades  for  a  low 
cost  brick  veneering  .  .  .  Quikbrik  is  pulverized  hard  burned  face 
brick  with  improvers  added  for  greater  strength  ...  It  lifts  you  out 
of  cut-throat  competition  . . .  Talk  Better  Quality,  Permanence  and 
Everlasting  Beauty.  It’s  easier  to  sell. 

GREATER  PROFITS  .  .  .  Quikbrik  has  proven  dealers  make  larger 
profits  than  possible  with  tacked  on  siding  or  ordinary  brick  .  .  . 
It  makes  more  profit  per  job  with  less  effort ...  If  you  have  never 
handled  a  non-competitive  product  you’ll  be  amazed  at  the  profit 
potentials  of  Quikbrik. 

FOK  COMPLETE  DEALER  INFORMATION  FOtt  YOUR  DISTRICT, 

PLEASE  WRITE  DIRECT 


AMERICAN  CEMENT  PRODUCTS 

7306  PURITAN  •  DETROIT  3t,  MICHIGAN 


Prevenf’ing  Depression 

(Co)ifinued  from  Page  80) 

ernmental  spending  to  compensate 
for  the  irregularities  of  the  private 
economy  has  been  disappointing. 

“Over  a  considerable  part  of  the 
period  the  rate  of  governmental 
sj)ending,  buffeted  about  as  it  was 
by  international  developments,  it¬ 
self  became  the  principal  active 
factor  in  the  economic  situation, 
rather  than  a  response  to  the 
variations  of  private  spending,” 
.said  Mr.  Burns. 

“In  some  years  the  civilian 
economy  compensated  for  the  vio¬ 
lent  shifts  in  public  spending;  in 
others  it  aggravated  their  conse¬ 
quences.” 

Moreover,  he  pointed  out,  “not 
only  is  the  art  of  contracyclical 
action  as  yet  imperfectly  under¬ 
stood,  but  there  are  practical 
obstacles  to  the  effective  use  of 
such  knowledge  as  exists.” 

Improvement  in  policy  may, 
however,  be  achieved  and,  in  his 
1958  report,  Mr.  Burns  stated  that 
“an  economic  staff  may  in  the 
future  find  it  prudent  to  work 
concurrently  on  plans  for  meeting 
a  great  variety  of  economic  trou¬ 
bles  that  we  loo.sely  call  booms  and 
depressions.” 

“The  Frontiers  of  Economic 
Knowledge”  contains  eight  es.says 
Mr.  Burns  wrote  as  director  of 
research  of  the  National  Bureau 
of  Economic  Research,  together 
with  articles  on  such  subjects  as 
Keynesian  economics,  Wesley 
Mitchell’s  work  on  the  business 
cycle,  long  cycles  in  residential 
contraction  and  reviews  of  impor¬ 
tant  economic  works. 

Hint’s  to  Salesmen 

{Continued  from  Page  30) 

dared  himself  a  vacation.  When 
his  next  door  friend  bought  some 
combination  windows,  he  was  fas¬ 
cinated  with  the  possibilities,  that 
he  decided  that  this  was  to  be  his 
immediate  vocation. 

(Continued  on  Page  86) 
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Busy  mortiert  deserve  a  break;  ttiey  deserve  Hie  modern 


The  Jasco  ad.  reproduced  on  this  page. 

,h.  flr.t  In  a  ...1«  of  Mf-pogf. 

JO.CO  od.  .ho,  wm  b.  s..n  b,  o,.r  70.000.000  peopl. 

this  season!  Starting  In  April  and  May. 

LIFE,  THE  SATURDAY  EVENING  POST, 

better  homes  &  GARDENS, 

and  THE  AMERICAN  HOME 

will  all  tell  the  Jasco  story,  all  sell  the  Jasco  name. 

It’s  the  biggest  advertising  campaign  In  the 
history  of  the  aluminum  combination  window 
and  door  Industry!  And  we  don’t  have  to  tell  you 
how  much  easier  It  Is  to  sell  a  nationally 
odvertlsed.  nationally  recognized  product— 
especially  when  that  product  Is  the 
best  In  Its  field. 

Here’s  your  big  opportunity  to  chalk  up 
record  sales.  V/rlte  for  Information  on  exclusive 
manufacturing  franchises,  or  KD 
or  assembled  distributorships. 


5«lu*iv.  manufacturing  franchisas  availabi. 


aUMINUM  PRODUCTS  CORP. 

.)  NEW  HYDE  PARK,  NEW  YORK 


improvements  Hiot  make  every  job  quicker  and  easier . . .  from  changing  bab 
to  washing  windows.  Thofs  why  Josco  windows,  wiH»  exclusive  Swivel  Action' 
ore  a  must  for  every  modern  home.  Josco  windows  swing  into  the  room  wit 

(just  0  flick-of-the-wrist ...  con  be  cleaned  with  ease  ond  comforl 
ond  without  removing  glass  panels.  No  more  leaning,  stretchin 
I  i  or  precarious  “sill  perching"  wiHi  Josco  storm  om 

wfoen  windows.  What’s  more,  Jasco  combinotioi 
'  I  windows  have  unique  3-chonnei  construction 

■f*  '  greened  ponel  slide 

:  C  in  its  own  seporote  chonne 

I  i  . . .  need  never  be  removed 

i  Seasonal  changing  from  storn 

,  if  .  y  I  glass  to  screens  tokes  jusi 

“  *** 

^  Trent  yourself  and  your  home 
/  /  V.  ^4  •••‘"Hy  ond  comforl 

JP^  ^  of  Josco  year-round  windows 


Vrita  he  tkt  mum  •!  ft 
■Mrtil  ftaKkitt  RMMfKUin 
ehali  an  hca* 
rkfMiffcWl  tht  CMltl 


JASCO  ALUMINUM  PRODUCTS  CORP.,  ih.  M.h  i  i .  x  y 

UMalwtattri  af  a  canfhit  liaa  al  alaaiiaaai  caaifciaaliaa  »iaeaati  aaU  Oaan. 


Check  These 

Important 

Features 

That  Mean 

MORE 

VOLUME 

for  You 


ELLWOOD 


Aluminum 

Combinarion 

Door 


THE  BEST  QUALITY,  FINEST 


ENGINEERED  DOOR 

*  Heavy  Cornmr 
ConatruetUm 

*  Tap  QaaiUy  iAtteh 

*  Siipm*  Heavy  Kick  Panel 

*  Storm  King  How  Chech 

*  QtUeh  Change  from  Glass 
to  Screen 


IN  THE  TRADE 

Double  Locked  inserts 

Simple  Bottom 
Adjustment 

*  Stainless  Steel  Hinges 

*  Aluminum  Screen  Wire 

*  Competitively  Priced 


Hints  to  Salesmen 

(Continued  from  Page  84) 

Training  a  novice  on  the  pro¬ 
cedures  and  sequences  of  demon¬ 
strating  a  product  requires  both 
time  and  patience,  and  unless  he  is 
completely  sold  on  the  idea,  it  is  of 
no  avail.  Our  man  had  the  enthusi¬ 
asm  and  seeming  ability  to  do  a 
good  job  of  it,  and  soon  became  a 
producer.  His  sales  were  regular, 
and  we  know'  that  he  was  out 
pushing. 


I  Then,  for  no  apparent  reason, 
I  his  sales  just  faded  away,  and  here 
j  was  the  problem  of  either  dropping 
'  the  man  or  help  him  to  help  him¬ 
self.  A  trained  man  is  an  asset, 
and  worth  the  effort  of  salvaging. 
He  knew  his  business,  was  a  credit 
to  the  house,  but  just  didn’t  work 
at  it.  There  was  but  one  solution, 
and  agreeable  to  him,  the  sales- 
manager  took  him  in  tow  into  the 
field,  worked  with  him,  encouraged 
him  and  revived  his  lost  confidence. 
And  his  sales  soon  mounted.  What 
does  it  take  to  make  a  successful 
specialty  salesman  ?  The  answer  is 
all  too  obvious:  a  good  product, 
an  understanding  and  thoughtful 
management  and,  most  important, 
to  assist  the  man  in  every  possible 
way. 


Your  salesmen  ean*t  miss  with  the  Ellwood 

Door  ...  it  has  everything  their  customers 

want,  dozens  ot  sale-closing  features. 

★  Mai!  The  Coupon  Today  for  details  ★ 


THE  ELLWOOD 


ALUMINUM  DOOR 
CO.,  INC. 


I  Ellwood  City,  Penno. 

Please  send  me  complete  information. 

I  am  a: 


Phone  PLozo  8-7588 

□  Dealer 

□  Distributor 


NAME  . . . , 
COMPANY 
ADDRESS  . 


On  the  House 

(Continued  from  Page  16) 

Today  although  unemployment 
is  creeping  up  in  certain  industrial 
spots,  the  fact  remains  that  em¬ 
ployment  is  still  at  a  very  high 
level,  wages  are  still  high,  and  con¬ 
sumer  savings  are  still  at  a  record 
high.  All  of  these  are  good  indica¬ 
tions  for  the  specialty  industry.  It 
is  true  that  consumers  are  carry¬ 
ing  a  record  debt  load  and  are 
showing  a  reluctance  to  take  on 
new'  burdens.  This  is  a  greater 
problem  for  those  who  sell  durables 
through  retail  stores  than  for  the 
(Continued  on  Page  90) 
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STRONG,  PERMANENT 
SPECIAL  HAT-SHAPED 
CHANNEL  SUPPORTS 
NOT  OVER  24”  APART 
SAME  FOR  BRACES  . 
EVERY  60" 


SECTiONALLY 

CONSTRUCTED 

KD 


No  Inventory: 
Factory  Delivery 
all  seasons 
7  to  10  days 


I  U  J  I  y  \  ^ ^ 

<ii;  1 1. Ilf  MgrTTriTO  Compare  the 

7^  ^  V  Quality 

ama  iiBm  at  Any  PrUe! 

mMaMMSam 

100%  ALUMINUM  $94.27 


DOORS  WINDOWS  PATIOS  ^ 

— AssembM  OTCMi  - — <  b&m  c;rp:: 

Ready  to  install  by  customer  |  p  q  ^ 
Individually  packed  I  |  Houma,  La. 
Door  50”  wide  i 
42”  projection  |  Please  ser 

$16.95  lots  of  12  I  full  BM  Plan 

Window  40"  wide  i  Firm  Name 

28  projection  30  drop  i 

$14.95lotsof  12  1  Address - 

Same  Quality  as  Custom  Awning  >  City _ 

All  Colors  I 


STORES 


UMBRELLAS 


&  Home  Improvement  Dealer 
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Products— ideas— Methods 


{Continued  from  Paffe  82) 


New  Window  Foils 
Hurricane  Tests 

A  simulated  hurricane  blown  up 
at  the  University  of  Miami  has 
been  stopped  dead  by  a  new-type 
sliding  window  tested  there.  Water 
infiltration  of  the  window  was 
almost  too  small  for  measurement. 
Under  simulated  hurricane  condi¬ 
tions  with  winds  up  to  120  miles 
an  hour  and  containing  water 
equivalent  to  a  four-inch  rain  in 
12  minutes,  only  one  one-hundredth 
of  a  gallon  of  water  came  through, 
as  compared  with  .seven  gallons  of 
water  penetration  through  a  “ref¬ 
erence  window”  of  different  design 
and  material. 

Object  of  the  hurricane  test  was 
the  new  Traver.se  (horizontal-slid¬ 
ing)  window,  being  marketed  by 


the  Building  Products  Division  of 
Reynolds  Metals  Company.  The 
firm,  calling  it  “the  window  of 
tomorrow,”  claims  it  to  be  unlike 


..*■1  ,  , 

•  *  •  'f  ,  •  I 

»  * . 

L'.v.),-*; 


any  other  sliding  type  window  now 
on  the  market.  Of  all-aluminum 
construction,  it  is  claimed  to  com¬ 
bine  beauty,  simplicity,  ea.se  of 
operation  and  complete  weather 
protection. 

Air  infiltration  during  the  12- 


minute  “hurricane  test”  was 
checked  by  an  anemometer.  The 
tremendous  wind  pressures  in  full 
hurricane  force  provided  a  severe 
te.st  of  every  detail  of  construction 
and  weatherproofing  in  the  new 
window.  At  the  conclusion  of  the 
test  there  w’as  absolutely  no 
measureable  air  infiltration. 

Installation  is  greatly  simplified 
by  a  new  universal  clip,  which 
eliminates  the  need  for  furring, 
and  requires  no  special  trim  or 
fins.  The  clip  .serves  equally  well 
for  .solid  masonry,  brick  veneer, 
concrete  block,  .stucco  or  frame 
construction. 

Another  innovation  is  the  aqua- 
well,  or  double  sill  feature,  which 
drains  off  both  wind-driven  w’ater 
and  moisture  from  interior  con- 
den.sation.  Screen  and  storm  .sash 
in.stallations  also  are  simplified  on 
the  new  window  —  they  attach 
directly  to  the  window  frame  by 
simple  clip.s. 

Reynolds  Metals  Co.,  Louisville. 
Ky. 

{Continued  on  Page  100) 


THE  711  K.D.  LOUTEB  WINDOW 

1—  A  natural  to  assemble  (8  screws) 

2—  Reduces  freight  costs 

3—  Reduces  installation  costs 

I  ’  '  4— Reduces  storage  area 

I  5— Fits  any  masonry  opening 

^  6— Fits  any  height— 1%  increments 

7— Completely  weatherstripped 

/.  .  8— Interchangeable  screen  and  storm 

/j  sash 

9—4"  louver  blades 

•  10— Extra  heavy  duty  clips 

'''(f  '1/  J  11— Lowest  price  in  the  history  of 

jalousies  - 

ALL  711  LOUVER  WINDOWS  ARE  STAINLESS-STEEL  WEATHERSTRIPPED  ^ 

UNCONDITIONAUY  GUARANTEED 

EXCLUSIVE  territories  open  to  LIVE-WIRE 

dealers  and  distributors.  Write  for  full  par-  Uncon 

ticulars  to: —  defect 


The  ONLY  window  with  a 

5 -YEAR 


Unconditioned  Guarantee  against  any 
defects  in  workmanship  or  materials. 


AIR-VUE  PRODUCTS  CORP. 

3  649  N.  W.  50th  STREET,  MIAMI,  FLORIDA 

DEPT  B'6 

TELEPHONE:  65-4425 
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UNIQUE  VENTILATION 


VENTI LATED 

UM  AWNINGS 

The  Awning  of  Distinction^^^^^^H 


628  Huron  Street 


DEALERS 


Vee-Breeze  gives  you  on  unbeatable  K.D.  deal  on  custom  mode  ventilated 
aluminum  awnings.  A  skillfully  engineered  design  provides  for  ease  of  assembly 
and  simplicity  of  installation.  AND  THE  PRICE  IS  RIGHT  enabling  you  to  sur¬ 
pass  all  competition.  14  DUPONT  Baked  Enamel  colors.  Take  on  the  Vee-Breeze 
Awning  line  for  the  Spring  rush.  The  profit  is  yours  for  the  asking. 

WRITE  TODAY  FOR  OUR  DEALER  SALES  PLAN  ! 


Your  Profit  Up  To 


Markup 


Vee-Breeze  intei  locking  panel  design  provides  on  awning  roof  entirely  free  from 
any  possible  leakage.  A  unique  louvre  design  allows  an  abundance  of  air 
circulation  while  providing  maximum  protection  against  all  weather  conditions. 
With  these  qualities,  in  addition  to  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish,  Vee-Breeze  awnings  sell  themselves.  Inquire  about  our  sales 
program  for  dealers,  NOW  / 


VENTILATED 

ALUMINUM  AWNINGS 

628  Huron  St.  Toledo  4,  Ohio  Phone:  ADams  1116 


Q  I  want  Dealership 


Nome  . 
Address 


A  New  Product 

AL-NEW 

Combination  Aluminum 
Storm  Door 

Manufactured  by  Kenbern  Aluminum  Products. 

Priced  to  distributors  at  $28.00  per  complete  door 
unit,  ready  for  installation. 

This  new  door  gives  our  distributors  on  additional  low  priced 
fast  selling  item,  especially  designed  to  meet  price  competition, 
without  sacrificing  the  usual  quality  and  good  engineering  ex¬ 
pected  in  any  product  manufactured  by: — 

WEYL  &  GAHAGAN,  Mfgrs. 

6640  Hamilton  Avenue,  Pittsburgh  6,  Po. 

EMerson  1-7007 


On  the  House 

{Continned  from  Page  86) 

home  improvement  field  which  can 
offer  very  advantageous  FUA  Title 
I  terms  and  which  deals  with 
people  who  consider  their  purchas¬ 
es  for  the  home  as  an  investment 
of  great  importance  in  the  only 
real  property  they  have  —  their 
homes. 

*  *  * 

Finally,  for  those  who  need  a  bit 
of  a  tonic  for  gloom  or  uncertainty 
there  is  the  recent  statement  of 
Wendell  B.  Barnes,  head  of  the 
Small  Business  Administration  who 
feels  that  unemployment  is  leveling 
off  and  that  all  signs  point  to  a 
good  year  for  business. 

Addressing  a  group  of  top  Gov¬ 
ernment  officials  from  the  South¬ 
east,  Mr.  Barnes  asserted  that  the 
readjustment  now'  taking  place 
w'ould  permit  the  nation’s  economy 
to  absorb  a  5  per  cent  drop  in  the 
gross  national  output  and  still 
emerge  at  the  end  of  the  year  in 
better  shape  than  in  1952. 

He  pointed  out  that  a  5  per  cent 
decline  w’ould  leave  the  output  of 
goods  and  services  at  $349  billion, 
compared  to  1952  production  of 
$348  billion.  And  he  added  that  the 
present  jobless  total  of  3  million  is 
far  below'  the  4.7  million  idle  during 
the  1949  recession. 


Office  Equipment 

{Continued  from  Page  37) 
methods  of  preparing  a  payroll, 
for  example,  with  the  many  oppor¬ 
tunities  for  error,  than  would  be 
spent  in  the  purchase  of  a  Printing 
Calculator  which  would  handle  all 
the  calculations  in  a  fraction  of  the 
time  otherwise  needed,  and  much 
more  besides. 

Consider  Oster-Bilt  Sales  Inc.  of 
Boston,  Mass.  Under  the  general 
direction  of  Assistant  Treasurer 
John  E.  Brockbank  ten-key  adding 
machines  and  Printing  Calculators 
{Continued  on  Page  91) 
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{Continued  from  Page  90) 

have  played  an  important  part  in 
their  expansion  of  office  facilities. 
They  are  aluminum  combination 
window,  door,  and  jalousie  manu¬ 
facturers.  When  they  tripled  pro¬ 
duction  late  in  1952  after  acquir¬ 
ing  additional  manufacturing 
facilities  they  also  increased  their 
office  staff,  making  certain  that  the 
clerks,  like  production  personnel, 
have  access  to  the  most  efficient  of 
modern  machines  and  equipment. 

Oster-Bilt  Sales  Inc.  is  the  dis¬ 
tributing  corporation  for  Oster- 
Bilt  windows  made  by  the  B.  R. 
Oster  Corporation,  Boston,  Mass. 
It  is  a  young  business,  started  a 
little  more  than  8  years  ago  in  a 
converted  barn  with  an  office  con¬ 
sisting  of  two  girl  clerks  and  a 
bookkeeper.  Even  then  the  office 
was  adequately  equipped  with  a 
typewriter  and  an  adding  machine. 

Business  Expansion 

With  the  expansion  of  their 
business  they  gave  careful  thought 
to  the  demands  of  accounting 
along  with  the  demands  of  produc¬ 
tion.  Office  operations  have  not 
been  permitted  to  lag  behind  in¬ 
creasing  production  demands.  Mr. 
Brockbank  surveyed  the  market 
thoroughly,  and  made  certain  the 
machines  he  bought  would  meet 
current  demands  and  absorb  a  rea¬ 
sonable  amount  of  anticipated  ex¬ 
pansion. 

Adding  Machine 

The  adding  machine  is  put  to 
use  countless  times  during  the  day 
in  varying  office  tasks.  The  Print¬ 
ing  Calculator  brings  the  same 
speed  and  accuracy  to  operations 
involving  multiplication  and  divi¬ 
sion,  meaning  there  is  a  require¬ 
ment  for  it  in  every  phase  of  their 
accounting.  When  they  tally  a 
year’s  sales,  they  attach  the  tape 
to  the  tally  records  as  a  permanent 

{Continued  on  Page  96) 


It's  the  FORD  "120"  ALL  ALUMINUM 
COMBINATION  Screen  and  Storm  WINDOW 

the  only  window 
made  to  retail  for  1 1 .88 
without  sacrificing  quality! 

The  only  type  window  made  that  is  ap¬ 
proved  by  leading  engineers  .  .  .  guar¬ 
anteed  to  cut  your  costly  service  calls 
30%  to  50% !  Completely  self-storing. 

*  Can  be  used  as  blindstop  or 
overlap  window! 

*  No  springs  or  gadgets  to  jam  up! 

*  Comes  completely  assembled! 

■If  2  Distributors  for  the 

VV  Am  IE  Vi  Pennsylvania  and  New 
England  area. 


Phone  PRimrose  S-8060 


WINDOW 

ON  THE  MARKET 
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. . .  positively  SENSAWNAU 
^  ...  absolutely  NEW! 

Scott  pioneer 

STAKED  SCREENED 


Here's  a  deal  that  makes 

KD  OBSOLETE! 

Why  knock  yourself  out  with 
knocked’down  windows  when 
you  can  get  these  famous  SCOTT 
PIONEER  all  extruded,  non¬ 
storing  windows  fully  and  com¬ 
pletely  assembled  and  screened 
at  the  factory  by  experts.  All  you 
do  is  glaze  —  nothing  more! 
Absolutely  no  tools  needed. 


PIONEER 

STAKED  DOORS 


The  most  beautiful  and 
durable  Z-BAR  door  in 
America.  Ail  hollow 
extrusions  with  massive 
corners.  Also  available 
with  expander  or  piano 
hinges.  Completely  as¬ 
sembled  and  screened, 
less  glass  .  .  .  $23.60. 


CUTS  WORK  99% 

SCOTT  puts  you  in  SELLING  .  .  . 
not  costly,  specialized 
manufacturing! 


Smlmatmd  and  faatwrad  SXCLUSIVSLY  for  many  yoaro  by  tho  world  famous 
WANAMAKid  SrOEf.  Tou  con'f  boat  that  for  an  ondorsomontti 

If  you  or*  inl«r*tt«d  in  TODAY'S  PROFITS  at  well  at  a  tolid,  long  term  connection; 
WRITE,  WIRE  OR  PHONE  about  a  valuable  Dittributor  franchite  in  your 
territory. 


QUAKER  SPECIALTIES  CORP. 

A^anufoctvrers  of  SCOTT-PIONtER  Windows  and  Doors 

EMERALD  &  BOSTON  STREETS  •  PHILADELPHIA  25,  PA. 


Plywood  Reference  Book 
Now  Available 

The  story  of  hardwood  plywood 
and  its  manifold  uses  is  told  in  a 
new  20-page  booklet  ju.st  published 
by  the  Hardwood  Plywood  In.sti- 
tute.  Entitled  “A  Treasury  of 
Hardwood  Plywood,”  it  is  the  first 
compendium  of  essential  informa¬ 
tion  ever  put  out  on  that  product. 

A  .striking  feature  of  the  booklet 
is  a  “color  wheel”  showing  in  their 
natural  colors  the  wide  range  of 
fine  hardwoods  available  in  ply¬ 
wood  form.  On  the  cover  are  full 
color  “swatches”  of  the  six  most 
popular  hardwood  plywoods  — 
birch,  gum,  mahogany,  maple,  oak 
and  walnut. 

The  book  contains  a  photo  layout 
on  the  manufacturing  process  and 
technical  data  on  the  physical 
properties  of  hardwood  plywood 
and  methods  of  using  it.  Included 
are  strength-weight  ratios,  tables 
of  flexural  strength  properties  and 
bending  properties,  and  building 
code  data.  A  useful  portion  of  the 
book  details  the  many  sizes,  grain 
patterns,  types  and  grades  of  hard¬ 
wood  plywood  and  provides  a  check 
li.st  for  specification  writers.  A 
page  is  devoted  to  each  of  the  more 
popular  species,  with  a  de.scription 
of  its  important  characteristics 
and  uses. 

Hardwood  Plywood  Institute, 
100  S.  Michigan  Blvd.,  Chicago,  Ill. 


Home  Financing 
Guide  Pubished 

A  simple,  comprehensive  guide 
for  homebuilders  to  the  practical 
aspects  and  procedures  of  financ¬ 
ing  residential  building  is  provided 
in  “Construction  Financing  for 
Home  Builders,”  to  be  published 
soon  by  the  Housing  and  Home 
Finance  Agency.  Directed  partic¬ 
ularly  to  “those  who  make  a  living 
by  building  new  single-family 
houses  for  contract  or  for  sale,” 
the  125-page  publication  may  be 
purchased  for  70  cents  from  the 
Superintendent  of  Documents,  U.  S. 
Government  Printing  Office,  Wash¬ 
ington  25,  D.  C. 
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...Gives 


You  The  FACTS 


On  Louvred  Windows! 

04c».> 


This  8-page  booklet  reveals  the  features  you 
should  investigate  and  the  tests  to  moke  before 
buy  louvred  windows — to  assure  yourself  of  getting 
very  best  in  performance  and  economy.  Since 


•  STRENGTH 


•  BEARINGS 


•  TIGHTNESS 


•  DURABILITY 


•  MULLIONING 


•  PRICE 


#  #  #  many  ot 
important  facts  you  will 
want  to  know. 


our  supply  of  these  valuable  booklets  is  limited,  we 


urge  you  to  send  for  your  free  copy  now — while  they  last. 


4€Ui*^  (oivcAt  Cottmed  €v£tuCo*»f 


SUN-SASH  COMPANY 

38  PARK  ROW  NEW  YORK  38,  N.  Y. 


■i  KNOWN  AS  NACO  ON  MOST  EXPORT  MARKETS 


Mail  Coupon  Today  for  free  Copy! 


SUN-SASH  Company  | 

38  Pork  Row,  New  York  38,  N.  Y.  . 

Please  send  me  your  free  booklet,  i 

"LOUVR;  WINDOW  FACTS”. 

Nome... . ■ .  I 

Address .  I 


L 


City. 


Zone . State. 


I 
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FACTUAL  PROOF  OF 


SUPERIOR  ACCEPTANCE 


STORMASTER  FULLY  EXTRUDED  ALUMINUM 


Combinatiot  windows  and  doors  were  Intro¬ 
duced  to  the  trade  late  in  1952.  At  that 
time  we  knew  we  hod  a  superior  product. 
We  knew,  too,  that  it  would  sell,  but  we 
never  dreamed  that  STORMASTERS  would 
sell  the  way  the  records  show. 

Alert  dealers  and  distributors  know  what 
the  public  wants  and  needs.  Our  dealers 
and  distributors  are  proving  that  every  day 
of  the  year  everywhere. 


OUR  PRODUCTION  EXPANSION 


has  substantially  increased.  STORMASTERS 
are  under  rigid  quality  control  from  the 
smelting  of  aluminum  to  the  finished  extru¬ 
sion.  Our  sales  policies  are  liberal.  We  are 
definitely  interested  in  putting  on  new  deal¬ 
ers  —  and  distributors  all  over  the  country. 
Your  inquiries  are  invited  and  will  receive 
prompt  attention. 


Depf.  B.  STORM  SASH,  Inc.  •  706  South  State  St.,  Girard,  Ohio 
Q  I  would  like  to  visit  your  plant  Q  I  ant  a  dealer  Q  I  am  o  distributor 

Nome  . 

Addrtt*  . 

City  . Zen*  . State  . 


CLIP  and  MAIL 
WRITE,,  WIRE 
or  PHONE 
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SELL 


© 


modern 

beauty 

IN  6  COLORS 


BLUE 
ROSE 
YELLOW 
GREEN 
RED  or 
PEARL 


FIBERGLASS 

DOOR  CANOPIES 


Every 

Unsheltered 
Doorstep 
A  Prospect! 


ADD  TO  YOUR 

PROFITS 


THE  EASY  WAY  .  . . 


INSTALLED  IN  30  MINS. 


COMPLETE 

K.D.  CARTON  KIT 

Weighs  Only  10  lbs. 

LOTS  OF  EXTRA  PROFIT 

WHEN  YOU  INSTALL! 


•  HERE'S  THE  OPPORTUNITY  in  fiberglass  you've 
been  waiting  for!  The  American  Public  has  given  its 
hearty  approval  of  fiberglass  specialties  for  home  improve¬ 
ment.  Fiberglass  already  is  a  multi-million  dollar  market! 
Popular-priced,  "Packaged"  K.  D.  MARKEE  MASTER  Door 
Canopies,  complete  with  all  fittings  for  any  type  construc¬ 
tion,  are  Sensational  Sellers!  We  offer  "Protected"  Terri¬ 
tory  to  qualified  dealers.  Mail  coupon  for  particulars. 
TRANSLUCENT  PRODUCTS,  INC.154  E.  Erie  St.,  Chicago  11, 


MAIL  NOW 
FOR 

"PROTECTED" 
TERRITORY 
DEALER  DATA 
★ 


Office  Equipment 

(Continued  from  Page  91) 
source  for  checkin}?.  This  simple 
record  .saves  untold  hours  in  future 
reference  to  these  records. 

Both  the.se  machines  have  done 
much  to  help  O.ster-Bilt’s  office  in 
keepin}?  in  step  with  the  mountin}? 
demands  of  expanded  production. 
The  ease  of  training  operators  is 
no  small  factor  in  the  efficiency  of 
these  machines,  entirely  attribut¬ 
able  to  the  natural  touch  method 


made  po.ssible  by  the  ten-key  key¬ 
board. 

Production  machines  are  de¬ 
signed  to  fabricate  parts  and  to 
make  a.s.semblies  quickly.  Train¬ 
ing,  and  the  human  factor,  are 
always  kept  in  mind  when  design¬ 
ing  such  machines.  The  same  con¬ 
sideration  goes  into  designing  of 
ten-key  adding  machines  and 
Printing  Calculators,  which  is  one 
reason  Oster-Bilt  has  been  able  to 
keep  in  step  with  production. 


Air  Condition 

(Continued  from  Page  39) 

homes  with  an  absolute  minimum 
of  tearing  work,  and  is  both  flex¬ 
ible  and  economical.  Before  going 
into  this  method,  let  us  examine 
three  important  facts.  Fir.st,  sum¬ 
mer  cooling  is  not  simply  the 
reverse  of  winter  heating.  Heat 
from  cooking,  lights,  per.sonal  body 
warmth  and  the  sun  is  a  help  to 
the  heating  plant,  but  hinders  a 
cooling  system.  In  winter,  the 
home  owner  wants  his  bedroom 
moderately  cool  at  night  and  the 
bathroom  warm.  However,  in 
summer,  he  does  not  w’ant  the 
rever.se  .  .  .  cool  bathrooms  and 
warm  bedrooms.  Second,  in  all 
except  those  parts  of  the  country 
where  the  climate  is  very  mild  the 
year  round,  winter  heating  is 
needed  two  or  three  times  as  many 
hours  per  year  as  summer  cooling. 
From  an  investment  standpoint, 
therefore,  it  is  logical  to  put  less 
money  into  cooling  than  heating. 
However,  it  is  apparent  that  the 
cost  of  central  cooling  per  unit  of 
capacity  is  3  to  10  times  as  much 
to  buy  and  operate  as  the  cost  of 
heating.  Third,  the  most  popular 
method  of  cooling  central  units  — 
city  water  —  is  rapidly  being  pro¬ 
hibited,  becau.se  of  the  general 
.shortage  of  municipal  water  sup¬ 
plies.  From  all  of  these  facts  the 
only  .sensible  conclusion  is: 

Waterless  System 

Cool  only  the  part  of  the  hou.se 
most  frequently  used,  and  not  the 
part  least  often  u.sed,  and  u.se  a 
waterle.ss  system.  Now  how  can 
this  be  accomplished?  Perhaps  the 
be.st  way  is  to  use  one  or  two 
medium  sized  air  cooled  units. 
Since  such  units  require  no  water, 
the  problems  of  plumbing  and 
water  supply  are  immediately 
eliminated.  In  a  two  story  house 
a  1  to  11  o  horse  power  unit  could 
be  installed  in  the  attic  and  con¬ 
nected  to  one  ceiling  outlet  in  each 

(Continued  on  Page  98) 
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with  the 


AMERICAN 


K-D  CARPORT 


AMAZING 
LOW 
COST 


Springtime  is  boom  time  to  the  building  market. 

Get  set  for  a  big  slice  of  new  business  and 

skyrocketing  profits  with  this  big,  beautiful  K-D 
shelter!  You’re  backed  up  with  complete  sales 

kit,  specially  designed  newspaper  mats  pre-tested 
to  produce  inquiries  and  leads.  Get  the  facts! 

Write,  wire  or  phone  Markee  —  NOW! 


iS, 


\ 


I  I  I 


FOR  GARDEN,  PATIO  OR  PLAYGROUND 


MAKES  A  STRIKING  STORE  FRONT 


•  A  big,  beautiful  10  by  20  ft.  shelter 
•  All-dluminum,  custom-designed  marquee  roof 

•  Modernistically-styled  steel  pilasters  anchored 
in  concrete  •  Infra-red,  baked  enamel  finish 

•  Requires  no  upkeep  •  Quick,  simple  installation 

EXCLUSIVE  TERRITORIES  OPEN 


Write,  wire  or  phone  Dept.  BS'4,  for  full  details 


MARKEE  CORPORATION 

OF  AMERICA 


BOOSTS  SALES  FOR  USED  CAR  DEALERS 


PILL  OUT  AND  MAIL  -  NOW  • 


Markee  Corp.  of  America — Dept.  BS-  4  ” 

4030  N.W.  29th  Street,  Miami,  Fla.  | 

Gentlemen: 

Please  send  me  complete  information  about  the  | 
American  K-D  Carport. 


4045  N.W.  29th  STREET  •  MIAMI,  FLORIDA 


Address 
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assemble  these  Awnings  quickly  — 
on  the  job  or  in  the  shop  .  . . 


righi  from  your  standard 
stock  of  only  10  BASIC 


parts 


Vt^  ^  _ 

you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  lOJbasic  parts! 

Three  simple  measurements  —  width,  drop  and  projec¬ 
tion  —  determine  the  number  of  parts  you  will  need. 
Reach  into  your  stock  of  standard  packaged  ports  — 
then  assemble,  ON  THE  JOB 
OR  IN  THE  SHOP. 

No  special  tools  or  machinery 
are  required  to  ossemble  this 
modern,  precision  engineered 
and  manufactured  Ventilated 
Aluminum  Awning.  Your  job  is 
done  —  your  customer  is  satis¬ 
fied  ond  you  can  bill  the  job. 

IMMEDIATE  DELIVERY  MEANS 
IMMEDIATE  PROFITS. 

Why  take  a  chance  when  you 
can  be  certain  with  SHADE 
King!  Write  today. 

profitable  distributorships  available! 

strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


ARISTOCRAT  OF  AWNINGS 


BUTLER  STAMPING  CO.,  Butler,  Pa 


Air  Condition 

(Continued  from  Page  96) 

Itedroom.  If  there  is  a  dressing 
room  or  small  room  between  such 
bedrooms  the  bedroom  doors  lead¬ 
ing  to  this  room  could  be  undercut 
1 1  2  inches,  and  return  air  connec¬ 
tion  made  through  the  dressing 
room.  If  the  bedrooms  adjoin  each 
other  a  return  air  grill  through  the 
ceiling  in  the  hall  outside  the  bed¬ 
room  goes  up  through  the  attic 
floor  and  back  to  the  unit.  Air  for 
the  condenser  is  drawn  from  the 
attic  and  discharged  through  the 
attic  window,  which  lowers  the 
attic  temperature  and  reduces  the 
bedroom  cooling  load. 

Game  Room 

But  suppose  that  the  home 
owner  also  wants  to  cool  his  fir.st 
floor  living  room  and  perhaps  a 
game  room  in  the  ba.sement.  A 
one  and  a  half  horse  power  unit 
could  be  installed  in  the  basement 
under  the  living  room  and  close  to 
the  game  room  wall  and  basement 
window.  A  short  supply  duct  will 
be  installed  to  lead  to  the  wall 
outlet  in  the  game  room  and 
another  to  a  diffuser  type  of 
smaller  outlet  in  the  living  room. 
Return  air  would  pass  through 
another  floor  grill  in  the  living 
room  to  the  basement  game  room 
and  then  back  to  the  unit.  The 
condenser  air  taken  from  the  base¬ 
ment  would  be  discharged  through 
a  short  duct  leading  to  an  open 
basement  window’.  This  also  will 
help  to  keep  the  basement  fresh 
and  dry.  All  of  this  can  be  accom¬ 
plished  without  complicated  duct 
w’ork  going  between  walls  and  so 
forth. 

Now’  .suppose  we  have  a  V/^ 
.story,  6  room  house  which  already 
has  a  forced  air  heating  system. 
Here  it  js  only  necessary  to  attach 
a  2  hor.se  oower  air  cooled  unit  to 
the  forced  air  furnace,  and  make 
u.se  of  the  existing  duct  work.  The 
air  for  the  unit’s  condenser  would 
be  taken  from  the  basement  and 
discharged  through  a  short  duct 

(Continued  on  Page  118) 
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Always  in  windows...  now  in  screen  cloth  to  help  you 
sell  more  combination  storm  units,  jalousies  and  prime  windows 


New  Chicopee’  FIBERGLAS'  Screen  Cloth 
can’t  stain  sidewalls... rust  or  corrode 


FLEXIBLE  •  CAN'T  BURN  •  SO  EASY  TO  WORK  WITH 


Awning>typ* 

Window* 


Combination  Storm 
door*  and  tcroont 


CotomonMypo 

Windows 


Combination  Storm 
Windows  and  scroon 


LUMITE  DIVISION,  Chicopee  Mills,  Inc.,  47  Worth  Street,  New  York  13,  N.  Y. 


•T.M.  Chicopwe  Mills,  Inc. 
t®  T.M  O  C.F.  Corp. 
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Products-I (teas— Methods 

{Continued  from  Page  88) 


New  Awning  Jack  Announced 
by  Hadco 

Hadco  Aluminum  Products  Co.’s 
new  awning  jack  is  a  handy  tele¬ 
scoping  support  that  speeds  up  any 
metal  awning  installation.  It  is 
u.sed  to  erect  awnings  temporarily 
while  adjustments  are  made  for 
proper  position,  level,  height,  etc., 
and  the  permanent  support  tubes 
or  pipes  are  cut  to  exact  measure¬ 
ments.  Among  the  awning  jack’s 
many  features  are  the  following: 
it  extends  to  8  feet;  a  flip  of  the 
thumb  fastener  locks  it  in  any 
position;  it  is  made  of  18  gauge 
10-20  steel;  it  has  a  galvanized 
plated  pull-out  section  with  a  rub¬ 
ber  cap  at  top;  lower  portion  is 
green  -  enameled  with  a  rubber 
base. 


Hadco  Aluminum  Products  Co., 
Dept.  BS,  501  Presslet  Street, 
Pittsburgh  12,  Pa. 

»  *  * 

New  Type  Blind  Fastener  Has 
'Cushioned'  Expansion  Action 

New  blind  expansion  fasteners, 
trademarked  Neo-Grip  by  Star 
Expansion  Products  Co.,  have  been 
designed  to  secure  objects  to  prac¬ 
tically  all  building  and  con.struc- 
tion  materials  without  tearing  or 
shattering  them.  When  completely 
flush,  the  fastener  is  anchored 
securely.  Neo-Grips  are  ideal 
w’here  there  is  access  from  only 
one  side  of  the  material.  They 
may  be  located  anywhere  since 
they  need  no  firm  interior  support 
and  completely  eliminate,  in  many 


ca.ses,  the  need  for  penetration  of 
the  material,  usually  required  with 
other  type  of  fasteners.  The  “cush¬ 
ioned  expansion  action’’  of  the  neo¬ 
prene  base  rubber  sleeve  of  the 
fastener  exerts  tremendous  pres¬ 
sure  without  tearing  soft  products 
or  shattering  frangibles  such  as 
glass,  tile  or  ceramics.  They  are 
being  used  with  such  diverse  prod¬ 
ucts  as  fiber  material,  gypsum 
products,  plaster,  plaster  board, 
asbestos  cement  products,  cork, 
plastics,  glass,  ceramics,  masonry 
and  metal. 

Neo-Grips  are  quickly  and  easily 
installed.  Simply  a  matter  of  drill¬ 
ing  the  hole,  in.serting  the  fastener, 
and  twi.sting  the  special  tool  to 
tighten  it.  Time  consuming  hunt¬ 
ing  for  studs  or  other  internal 
support  is  completely  eliminated. 
They  are  packed  100  to  the  box 
with  special  tool  included. 

Star  Expansion  Products,  Dept. 
BS,  147  Cedar  St.,  N.  Y. 

{Continued  on  Page  102) 


NEW  WAYS 
TO  ADDED  PROFITS! 


TRADE 


Dual  Line  of  BATH  EM€lOSURES 


FEATURES 

1.  Hcovy-gaug*,  all-aluminum  axtru- 
siont— haat-truatad,  pelishad,  and 
anadiiad. 

2.  Fraa-rolling,  ruit- proof  ad  Nylon 
ball-booring  rollort. 

3.  Vinyl  plastic  gaskots  provido  a  por- 
fnct  cushion  on  gloss  —  will  not^ 
dotorierato,  rot  or  crumtslo. 


NEW  ADDITION  TO  SHOWER  MAGIC  LINE 

Completely  assembled  units  are  now  available 
with  GLASS  panels  ...  to  fit  5-ft.  recessed  tub 
enclosures  —  shipped  onywhere! 


K  D  KITS  Engineered  for  7/32 "glass.  Stock  only  the  aluminum 
extrusions  (complete  with  oil  hardware)  .  .  .  purchase  your  glass 
locally  when  you  need  it.  Easy  to  assemble  and  install . . .  less  than 
30  minutes  on  the  average  bath.  Over  26  different  type  bath 
enclosures  con  be  made  with  the  Shower  Magic  K  D  Kits. 

ASSEMBLED  UNITS:  Polished  and  anodized  aluminum  with 
fiberglass  panels  ...  26  different  models  —  5  color  choices 
.  .  .  seofoam  green,  icy  blue,  sunshine  yellow,  primrose  pink, 

.  frost  white.  Shipped  complete,  reody  to  install. 

FOR  COMPLETI  OITAILS,  SFICIFICATIONS,  DRAWINGS,  AND 
RRICI  LIST,  WRITE: 


DARYL  PRODUCTS  CORP. 

965  S  W  8th  Street  .  Miami,  Florida  •  Phones  82-8877,  3-5835 
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DOOR  CO. 

HEnderson  2-1200 


6901  Carnegie 


AVON 


It’s  true  .  .  .  Everyone  wants  sectional 
overhead  doors  that  harmonize  with 
today’s  homes. 

GRAHAM  doors  do  exactly  that! 

Your  customers  can  have  beautiful  and 
distinctive  flush  doors  at  prices  comparable 
to  ordinary  panel  doors. 


WORTON 


Builders  are  quick  to  see  that 
GRAHAM  doors  give  their  homes 
that  all-important  "eye  appeal’’. 


Why  don’t  you  sell  the  door  that  has 
more  "sales  appeal’’. 

Your  customers  will  agree  .  .  . 

"YOU  GET  SO  MUCH  MORE 
WITH  A  GRAHAM  DOOR" 


CAPRI 


Some  distributorshifs 
available.  Write  or 
.  call  TODAY  for  illus¬ 
trated  catalog  and 
complete  information. 


&  Home  Improvement  Dealer 


KEYSTONE 


CLEVELAND  3,  OHIO 
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HOME  OWNERS.... 


LANCASTER 


•  ••  they’ll  all  welcome 


fYAMtLK**  NT 

1 

^  ^  1 

tvrti  Of 

STAIMLESS  STCfL 
^^■1  fAtnWMO* 

^  wwoo  soiiw^J 

^5^.— _-r- 

V^IRE  or  PHONE 
fOR  lOUR  CMRIO® 


New  Products 

(Contimied  from  Page  100) 

Wood  Groin  on  Steel 
For  Sliding  Closet  Door 

Steelcraft  “Spacemaker”  Steel 
Sliding  Closet  Doors  are  now  avail¬ 
able  with  attractive  Birch  Grain 
Finish.  This  wood  grain  reproduc¬ 
tion  on  steel  is  applied  by  a  new 
method  of  lithography  which  re¬ 
sults  in  a  beautiful  natural  birch 
grain  finish,  protected  by  a  coat  of 
clear  lacquer  and  ready  for  instal¬ 
lation. 


SHEET  METAL 

(18-8  ond  410-hardened) 

AND  WOOD  SCREWS 
our  specialty! 

Star  Stainless  Screws  Have 
CLEAN,  BRIGHT-AND-SHINY  HEADS 


STAINLESS  SCREW  CO. 

■  A  Rmory  4-1240 


n  y*"  A  Rmory  4' 

242  Union  Avenue  •  Paterson  2, 
Direct  NEW  YORK  Tel.:  Wisconsin  7 


New  “snap-in”  hardware,  which 
permits  installation  in  a  few  min¬ 
utes,  is  standard  and  included  with 


all  Steelcraft  Sliding  Doors.  Hard¬ 
ware  includes  four  nylon  plastic 
“snap-in”  rollers  which  provide 
easy,  noise  free  operation,  four 
self-adjusting  “snap-in”  spring 
held  top  guide  rollers  which  pre¬ 
vent  sway  and  derailing,  assuring 
easy  operation,  and  four  translu¬ 
cent  deep  formed  plastic  “snap-in” 
door  pulls. 

Steelcraft  Birch  Finish  Sliding 
Clo.set  Doors  are  shipped  in  indi¬ 
vidual  cartons  completely  pack¬ 
aged  with  “snap-in”hardware  and 
easy-to-follow  instructions  for 
quick,  simple  installation.  Steel¬ 
craft  Mfg.  Co.,  Dept.  BS,  9017 
Blue  Ash  Rd.,  Rossmoyne,  Ohio. 


Gas  Powered  Alarm 
Now  Available 

Development  of  a  low-cost,  fully- 
automatic  and  shriek-packed  fire 
alarm  powered  by  harmless  Freon 
gas  and  designed  for  home,  insti¬ 
tutional  and  industrial  buildings 
{Continued  on  Page  104) 


Here’s  wl 
you  want 


hat 


in  an 


ALUMINUM  AWNING 


^  No  leak  patented  inter-locking  ^  Fifteen  colors;  guaranteed  auto¬ 
staves  for  added  strength.  motive  baked  enamel. 

^  Lower  Cost,  Better  Quality,  Higher  All  aluminum  fittings  —  fewer 

Profits.  screws. 

As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 
DEALER  and  DISTRIBUTOR  PLAN 
keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 
ir  Get  set  for  a  suecessfvl  awning  season  ¥rith  Sterling  Awning  Co.! 

WRITE,  PHONE  OR  WIRE  TODAY  for  literature  and  details.  ^ 

Sterling  AWNING  COMPANY 

Box  305  Phone:  8-7998  Belpre,  Ohio 


Box  305 


Phone:  8-7998 
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BEAHM 


JOItEM 


•  •  •  and  you  can’t  beat  the 

outstanding  qualities  of 


Jalousies 


That’s  why  so  many  Jalousie  distributors  and 
dealers  have  switched  to  Kelco  with  the  built- 
in  triple  action  stainless  steel  weather  strip. 


Successful  distributors  such  as  Emerson  Indus¬ 
tries,  exclusive  Kelco  distributors  for  greater 


New  York,  have 

Cl 


JOINED -EM 


II 


They  offer  the  conyjjet^jine  of  Kelco  quality 
Jalousies  and  invite  dealership  inquiries  in  the 
New  York  area. 


Desirable  distributorship 
territories  ore  available.  WKI  I  t  TC/l/A  I  I 


FOR  INFORM  ATIONpWRITE,  WIRE  OR  PHONE 
l|M|  ■  \  1 1  I  ^  ^  \  25  2^5HARTAVENU|E 

The  Kelleher  Conlipany 


TWENTY-FIVE  YEARSOF  BUILDING  SPECIALTIES  MANUFACTURE 


&  Home  Improvement  Dealer 
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New  Products 


AMERICAN 

ROOFER 

(.SIDING 

CONTRACTOR 


MUkti  Ciilhiwrfy  hr  Owt  4t  Tt 


Mr.  Manufacturer, 
consider 


market 


Contractor-Dealers  who  read  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  are  up 
to  date,  progressive  and  salesminded.  For  more 
than  42  years  this  publication  has  been  the 
bible  of  the  industry. 

As  proof  of  AMERICAN  ROOFER’s  leader¬ 
ship,  the  leading  Association  in  the  held  gave 
exclusive  and  vitally  important  articles  to  this 
publication  for  a  special  monthly  issue.  Based 
on  "Color  Sells  Roohng  and  Siding,”  this  issue 
appeared  in  four-color  process,  making  it  the 
most  important  and  independent  merchandis¬ 
ing  effort  ever  undertaken  in  this  held. 

Manufacturers  will  hnd  that  AMERICAN 
ROOFER  covers  this  responsive  market.  Its 
readers  are  waiting  and  anxious  for  more  prod¬ 
ucts  to  sell. 


A  manufacturer  of  roohng  equipment  has  just 
told  us  that  they  get  more  satisfactory  inquir¬ 
ies  from  their  advertising  in  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  than  in 
any  other  publication.  Name  on  request. 

If  you  will  drop  us  a  line  we  will  be  glad  to 
send  you  a  market  report  on  the  roohng  and 
siding  industry,  as  well  as  a  copy  of  this  color¬ 
ful  special  issue. 


(Covtinued  from  Page  102) 

was  announced  recently  by  C.  E. 
Graham  Reeves,  president  of  the 
Fyr-Larm  Co.,  Inc. 

Reeves  said  the  new  alarm  — 
which  requires  no  electric  power, 
batteries  or  clock-work  mechanism 
—  generates  a  95-decible  scream 
for  a  minimum  of  five  minutes 
after  it  is  activated  by  a  fire  in  its 
locality.  It  automatically  operates 
when  the  surrounding  air  tempera¬ 
ture  reaches  approximately  140  de¬ 
grees  Fahrenheit. 


The  units  —  standard  models  re¬ 
tail  for  $9.95  and  industrial  units 
for  $15.95  each  —  are  “guaranteed 
forever.”  Fyr-Larm  Co.  officials 
explained :  “We  will  replace  the 
Fyr-Larms  without  charge  in  the 
event  they  are  activated  in  an  actu¬ 
al  fire.” 

Reeves  said  the  standard  model 
of  the  new  economical  fire  alarm 
weighs  only  three  pounds.  It  is  15 
inches  long  and  two  inches  in  dia¬ 
meter,  topped  by  a  five-inch  ampli¬ 
fying  horn  unit.  The  industrial 
model  is  18  inches  long  and  weighs 
approximately  four  pounds. 

The  alarm’s  95-decibel  rating  is 
ten  more  than  required  by  the 
Underwriters’  Laboratories.  Fyr- 
Larm  Co.,  Inc.,  Dept.  BS,  Summit, 
New  Jersey. 

*  *  * 


AMERICAH  ROOFER  & 
SIDING  CONTRACTOR 

425— 4th  Ave., 

New  York  16,  N.  Y. 
Telephone:  MU  3-6280 


Windalume  Offers 
Window  Display 

The  WINDALUME  CORPORA¬ 
TION  is  offering  dealers  a  hand¬ 
some  all  aluminum  display  mount 
(Continued  on  Page  134) 
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NEW  10-POINT  PROFIT  PLAN 
ON  FAMOUS  SUNRAY  “FIVE-O-LOK” 


JALOUSIE  WINDOWS 


Since  1926  we  have  been  manufactur¬ 
ing  high-quality,  guaranteed  jalousies 
and  our  dealers  have  been  making 
money  .  .  .  ond  they  still  ore! 


/.  Competitively  Priced 

WITH  NO  SACRIFICE  OF  QUALITY 

2.  Heavy  Extruded  KD  Frame 

JUST  8  SCREWS  TO  ASSEMBLE 

3.  100%  Weatherstripped 

ALL  AROUND  . . .  HEAD,  SILL,  JAMBS 

4.  Rattle-Free  Glass  Clip 

POSITIVE  LOCKING 

5.  Interchangeable  Louvers 

GLASS,  EXTRUDED  ALUMINUM  OR  REDWOOD 

6.  Adjusts  to  Narrovrer  Widths 

HACKSAW  TRIMS  HEAD  AND  SILL 

7.  All-Aluminum  Screens 

INSERT-TYPE,  ALUMINUM  FRAME  AND  WIRE 

8.  Positive-Seal  Glass 

VINYL  WEATHERSTRIP  EDGED  LOUVERS 

9.  Smooth  Operators 

CRANK  OR  T-TYPE  OPTIONAL 

10.  Extra  Merchandising  Item 


This  is  your  assurance  of  long-pull 
building  for  the  future  with  a  line  that 
is  old,  established  and  SUCCESSFUL. 


A  come-back  item  that  can  be  installed  later.  Pot- 
ented  exterior  louver-seal  that  seals  clip  and  side 
jamb.  Opens  with  louvers. 


WRITE  TODAY 


FOR  DETAILS, 
PRICE  LISTS 
AND  DEALER 
OPENINGS 


SUNRAY  JALOUSIE  CO. 
621  S.W.  2nd  AVENUE 
FT.  LAUDERDALE,  FLORIDA 


Send  me  full  dealer  information. 


&  Home  Improvement  Dealer 


NAME  .  . 
ADDRESS 
CITY  ... 


STATE 
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^^M.LIFSHER&SDNin 


COMPLETE  HOME  MODERNIZATION 


I.SSILHHH 


cm^cTOPs 


...IF  YOU’RE  NOT  USING  FERRY 
STAINLESS  STEEL  SCREWS  FOR 
ASSEMBLY  AND  INSTALLA¬ 
TION  OF  AWNINGS,  COMBI¬ 
NATION  DOORS,  WINDOWS, 
JALOUSIES,  ENCLOSURES. 


Ferry  Stainless  Steel  Sheet 
Metal  Screws  are  HARDER 
—  slots  or  recesses  will  not 
rout  out,  heads  will  not 
breakoii,  shanks  willnot  jS 
bend. Drive  themFAST 
and  HARD  — to  save 
time  on  every  job, 
every  day. 


Typical  of  thousands  of  successful  home  modernization  stores  is  this  newly  renovated 
location  ot  809  E.  Carson  Street,  Pittsburgh  3,  Po.,  occupied  by  the  M.  Lifsher  &  Son 
organization. 

Sidney  Lifsher,  president  of  the  compony,  stated  "I  believe  a  successful  merchandiser 
places  the  'welcome'  mat  out  with  o  clean,  efficient  and  neat  office.  I  know  that  when 
we  repainted  our  show  windows  and  decorated  them  with  fnselbric  display  material,  our 
walk'in  business  jumped  neorly  185%  in  two  weeks." 


Ferry  Stainless  Steel 
Screws  will  never  rust, 
never  corrode  .  .  . 
always  bright  and 
shining  as  new ! 

Will  not  "bleed". 
Permanently  protect 
the  APPEARANCE  of 
your  jobs. 


sold  combination  windows  and 
thought  they  knew  all  the  answers. 
(This  policy  has  been  since  modi¬ 
fied,  but  not  much.)  For  this  rea¬ 
son,  Oppenheim  and  Schiraga  were 
happy  to  see  the  milkman  come 
through  the  door  —  a  milkman,  in¬ 
cidentally  who  made  $18,000  from 
sales  the  first  year. 


Mass.  Dealer 

{Continued  from  Page  40) 

400  miles  away  at  a  loss  that,  at 
the  time,  depleted  their  capital  to 
a  point  that  most  businessmen 
would  have  felt  courted  disaster. 

Next,  to  push  quality,  they  had  to 
obtain  windows  from  a  top-flight 
producer.  They  found  it  in  the 
products  of  the  General  Bronze 
Corporation  of  Garden  City,  Long 
Island,  N.  Y. 

Lloyd  Oppenheim,  who  is  treas¬ 
urer  of  the  corporation,  and  George 
Schiraga  started  their  business 
just  after  the  Korean  War  broke 
out  and  at  the  time  it  looked  as  if 
the  company  might  fold  up  because  oped  through  the  company’s 
of  metal  shortages.  Their  biggest  training  program,  and  it  is  a 
job,  however,  was  building  a  sales  ter  of  fact  that  no  salesman 
force,  and  it  was  the  toughest  job  the  company  four  months  or  lo 
simply  because  they  decided  that  has  earned  less  than  $6,000  a 
they  didn’t  want  men  who  had  sold  average, 
before,  particularly  men  who  had  {Continued  on  Page  108) 


'  world's  leading  producer 
^  of  stainless  steel  screws, 
furnishes  them  in  J 

!  No.  430,  No.  410  ■ 

(  BRIGHT  HARDENED 
)  and  in  No.  304  Stainless. 

)  BY  THE  CASE  or 
'  BY  THE  CARLOAD, 

)  GROSS  PACKED  or 
5  IN  BULK.  WRITE 
,  FOR  CATALOG  A 

,  AND  PRICE  SHEET.  V 


Other  Salesmen 


me  E.  W.  FERRY  II  1 
I  SCREW  PRODUCTS,  3 

Smith  Road,  Brookpaik, 
^^^^^^Qevaland  30,  Ohio 
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WE  TOOK  ON  ALUMAROLL  TO  KEEP  AHEAD  OF  THE  FIELD! 


in  product!  Bc*cause  there’s  nothing 
like  a  better  product  to  keep  salesmen, 
plant  men,  and  customers  happy! 

"When  we  first  saw  Alumaroll,  we 
realized  that  here  was  an  Aluminum 
Awning  as  far  ahead  of  the  field  as 
were  our  other  lines.  Now,  after  six 
years  of  mutual  growth  we  can  hon¬ 
estly  say  that  Alumaroll  is  still  as  far 
ahc*ad  of  the  field  as  ever  —  still  the 
only  completely  mobile  Aluminum 
Awning  —  as  well  as  the  only  Aluminum  Awning  that  is 
truly  wanted  on  both  sides  of  the  railroad  tracks! 

"Yes,  we  look  on  Alumaroll  to  keep  ahead  of  the  field! 
And  that’s  just  where  it’s  kept  us  —  way  out  in  front!” 


If  anyone  is  qualified  to  talk  about 
Alumaroll  —  past,  present  and  future  F  \ 

—  it’s  Russ  and  Reggie  Swett.  Because  ■  ■ 

Swc*tt  Brothers  and  Alumaroll  grew  up 

While  Swett  Brothers  were  pioneer-  l 

ing  in  heating  equipment,  Alumaroll 
was  doing  the  same  in  the  Aluminum 
Awning  field.  In  1947  they  started  to 
grow  together.  Today  Swett  Brothers  Russ  Swett 

employs  more  than  100  —  with  a  ser¬ 
vice  and  installation  crew  of  30  and  an  equal  number  of 
trucks.  They  occupy  six  acres  of  ground  with  their  own 
railroad  siding. 

"Early  in  our  career,”  says  Russell  Swett,  president,  "we 
realized  that  success  depended  on  staying  ahead  of  the  field 


Reggie  Swett 


RUSS  aid  REGGIE  SWETT 

Swett  Brothers  Inc. 
SPRINGFIELD 


ON  AAACY'S 
SINCE  1935 


Orchard  Brothers,  Inc.  B! 

Meadow  Road 
Rutherford,  New  Jersey 

We,  too,  would  like  to  keep  ahead  of  the  metal  awning  fieldl 
Rush  us  the  details  on  Alumaroll! 


PATIO  COVERS 


ORCHARD 
BROS.,  INC 

73  Meadow  Roed 
Rutherford,  N.  J. 


DOOR  CANOPIES 


Addross 


Phono 


&  Home  Improvement  Dealer 


Mass.  Dealer 

{Continued  from  Puffe  106) 

When  the  company  was  taken 
over,  there  were  13  salesmen;  at 
the  end  of  the  first  month,  11  of 
them  had  been  let  k<)  simply  be¬ 
cause  they  were  selling  price  and 
“C'on”,  not  quality  and  product.  At 
the  end  of  the  first  year,  there  were 
25  trained  salesmen  who  produced 
a  jrross  of  $300,000  for  the  firm,  a 
jrross  which  is  now  reaching  to¬ 
ward  the  two  million  dollar  mark 
after  three  years  of  business.  Stet- 
.son  not  only  expects  to  keep  this 
uj),  but  to  do  much  better  becau.se 
the  company: 

1.  Considers  price  incidental  to 
<juality. 

2.  Insists  upon  quality. 

3.  Helps  its  .sales  force  whole¬ 
heartedly  by  supporting  it  with  an 
effective  Service  Policy  and  backs 
it  with  intensive  advertising. 

4.  Gives  its  .salesmen  respect  and 
individual  help  (personal  as  well 
as  business)  ;  avoids  the  use  of 
.sales  gimmicks,  and  puts  all  .sales¬ 


men  on  a  definite  commi.ssion  basis. 
It  al.so  protects  salesmen’s  territo¬ 
ries  in  a  40-mile  retail  area  around 
Boston.  Dealers  are  used  only  out¬ 
side  this  area. 

5.  Insists  upon  clean  selling, 
quality  of  product,  and  a  liberal 
service  policy  which  have  resulted 
in  more  than  60 of  business  com¬ 
ing  by  word-of-mouth  referrals. 

Service 

6.  Gives  customers  .service  no 
one  el.se  can.  For  example,  a  priv¬ 
ate  engineering  firm  employed  to 
inspect  installations  to  protect  the 
customer  and  al.so  to  keep  the  com¬ 
pany’s  installation  force  on  its  toes. 

At  present  80  percent  of  Stet¬ 
son’s  .sales  force  has  come  from 
fields  other  than  combination  win¬ 
dow  selling.  More  than  50  percent 
have  never  .sold  before. 

The  company  has  modified  its 
hiring  policy  .somewhat  but  before 
a  man  is  hired  who  has  sold  com¬ 
bination  windows  or  products  in 


similar  lines,  his  background  is 
given  a  thorough  search  in  order 
to  eliminate  the  man  who  .sells  on 
price  for  a  quick  dollar  and  .sacri¬ 
fices  the  integrity  Stetson  is  trying 
to  build.  The  company  wants  to 
stay  in  business  a  long,  long  time, 
and  get  bigger. 

A  new  man  is  guaranteed  a  basic 
income  of  $60.00  a  week  to  draw 
again.st,  and  quite  often  money  is 
lost.  But  in  the  long  run,  Stetson 
has  built  an  efficient,  loyal  sales 
force  which  the  company  tries  to 
keep  on  its  toes  by : 

1.  Teaching  them  to  .sell  through 
classroom  sessions  where  they 
learn  how  to  make  contacts,  .set  up 
interview’s  and  other  techniques. 

2.  Having  all  men  report  into 
the  office  at  lea.st  three  times  a 
w  eek  no  matter  how  long  they  have 
worked  for  the  organization.  Since 
only  the  40-mile  radius  around 
Bo.ston  is  covered  as  a  retail  opera¬ 
tion,  salesmen  can  make  it  w’ithout 
too  much  effort. 

(Continued  on  Page  110) 


tru/f  .  positive  fastening  to  practically  all  construction 
materials  with  new  versatile 


white  dashed  line  shows 
"Cushioned"  Expansion 
Action  of  the  Fastener. 


ACTUAL  SIZE 


HERE  S  HOV 
NEO'CRIPS 


ARE  INSTALLED 


READY  TO  FASTEN  OBJECT 


IWANtlON  PAtfINIRS 

Designed  to  secure  objects  to  soft  or 
hard  building  and  construction  mate¬ 
rials  without  tearing  or  shattering. 
Quickly  installed  from  one  side  of 
material  only ...  no  penetration  neces¬ 
sary.  Can  be  mounted  flush,  below  or 
projecting  from  the  surface.  No  firm 
interior  support  needed,  thus  elimi¬ 
nating  time-consuming  stud  hunting. 
Packed  100  to  the  box  with  special 
tool  included. 

Samples  and  literature  on  request. 


2  SIZIS 


Style  P1 10  10-14  O.D.  1/2" 
Style  P12S  1/4-20  O.D.  9/14" 


STAR 

EXPANSION 

PRODUCTS 

147  Cedar  Street 

New  York  6,  N.  Y. 
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ihcom^fkin 


odvooted  plo" 


pr*fobricol 


nrrfte,  wlff  phone,, 
got  the  andiroa  profit  atory 


Mmufattunrs  af  Alumittum  Combination  Windows  t  Doors 

183  Horton  Avenuo,  Lynbrook,  L.  I.,  N.  Y.->LYnbrook  3-8668  LYnbrook  3-8584 


ffmiUi  MdOft&t  TiAM  fiMMfCES, 


Andrea's  top  management  has  been 
in  the  field  since  its  inception.  Years 
of  experience,  extensive  research, 
planning  and  advanced  thinking  have 
resulted  in  the  distinctive  designs 
and  many  exclusive  features 
of  Andrea  windows  and  doors. 


% 


Consistent  and  careful  checking 
of  inventory,  continuous  quality 
control  and  prompt  damage-free 
shipment  by  Andrea's  fleet  of 
specially  designed  steel  "no-rack 
body"  trucks  provide  you  with 
unexcelled  premium  products. 


Andrea's  team  of  competent, 
experienced  designers,  engineers 
and  window  craftsmen  have  the 
skill  and  "know-how"  gained 
as  a  result  of  selling  and  constant  surveys. 

These  products  are  engineered  and 
constructed  of  the  finest  materials  to  meet 

the  highest  quality  specifications  and 
contain  the  features  you  want  most. 


Andrea  all  extruded  aluminum  windows  and  doors  have  the  features 
that  make  sales  Easy  — and  Profits  High! 

Sturdy  welded  frames  •  Interlocking  meeting  rails  •  Completely  self-storing  units 
Stairiless  steel  hardware  •  Inserts  stop  in  any  position  for  controlled  ventilation  *  All  aluminum  screen 
Easiest-to-install  window  on  the  market  and  priced  to  beat  competition  I 


with 

the 

"NEW" 

curved 

frame 


wifb  welded 
frame  and 
exclusive 
boil-  bearing  If 


ANDREA  TRI-WAY 

The  Tn-Woy  Action  window 
^or  Ovcr/op  Western 
ond  Ranch  window  openings 


ANDREA  TRI-WAY 

For  Over/op  fosfern 
Bhndslop  or  Ranch  window 
openings  and  over 
Sfee/  or  A/ummurrt 
Doub/c*Hung  Prime  window 


ANDREA  3  CHANNEL 
WINDOW 

For  Overlap,  fosfern 
^esfern,  fi/mdsfop  ond 
Ranch  window  openings 
and  over  Steel  o 
Double-Hung  Pru 
Bci  I !  BfO  r  '>g  Act 
[  Opt‘'a'  -  ■' 

fully  InsulcitrH  M.-.-t 
I  I  •  R  I  di*s  in  Its  Ov* 

Channel  cir’J  G'vns  P 


3  CHANNEL 
RANCH  SLIDER 

OuK  O.  » 


COMBINATION 
STORM  DOORS 


Andrea  has  a  product 
to  satisfy  any 
of  your  door  and 
window  applications. 
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YOU  CAM  DO  IT  TOO! 


Duo  temp's 

offers  you  a  Triple 
Track  Window  that 

meets  all  competition  . . . 


tic  totndout  fiat  ceiic  ctt  U^it 
/  No  Expensive  Tooling  Costs 
y  Minimum  Assembly  Time 
/  Minimum  Inventory 
y  Greotest  Profit  Murgin 

7i/%Uc,  *UfOtc  0ft  'PA0He 


DUO  TEMP  Division  of 


mhMb 


CORP.  •  184  MOHAWK  ST. 

BUFFALO  2,  N.  Y.  •  MOhawk  1184 


Mass.  Dealer 

{Contivued  from  Page  108) 

3.  Holdinj?  a  formal  sales  meet- 
inpr  once  a  week,  conducted  by  A.  J. 
Miller,  Stetson’s  Sales  Manager. 

4.  Discussing  phases  of  company 
policy,  involving  an  exchange  of 
ideas  between  salesmen  and  com¬ 
pany  heads.  Petty  complaints  are 
ruled  out  of  these  meetings;  these 
are  saved  for  individual  interviews. 

5.  Protecting  salesmen  on  “Ra¬ 
diation”  leads. 


6.  Giving  all  leads  to  the  men; 
there  are  no  “house”  sales. 

7.  Helping  salesmen  in  advertis¬ 
ing  campaigns  locally,  although 
salesmen  contribute  a  small  part 
of  the  cost. 

8.  Holding  sales  contests  period¬ 
ically  to  stimulate  the  individual 
salesmen  and  create  a  warm  com¬ 
petitive  spirit. 

The  Stetson  Corporation  decided 
early  that  a  lot  of  individual  small 
businessmen  as  agents  were  not 


wanted.  What  was  wanted  instead 
was  a  tight,  closely-knit  organiza¬ 
tion  W'ith  high  morale,  and  that 
means  a  recognition  of  loyalty  that 
extends  in  two  directions  —  from 
the  company  to  the  .salesman,  as 
well  as  from  the  .salesmen  to  the 
company.  It  means  sitting  down 
and  talking  to  each  of  them 
whether  it’s  about  per.sonal  prob¬ 
lems  or  a  particularly  troublesome 
cu.stomer. 

Dealer  Organization 

Outside  of  the  40-mile  retail 
area,  the  company  has  established 
a  strong  dealer  organization  in 
New  England. 

Dealers  had  been  having  a  great 
deal  of  trouble  becau.se  of  price 
.selling,  but  once  they  indoctrinate 
their  men  with  a  sincere  desire 
to  .sell  quality  —  not  price  —  they 
find  their  .sales  coming  easier  and 
competition  a  negligible  factor  in 
the  long  pull.  Actually,  they  have 
all  shown  tremendous  increase  in 
sales. 

Dealer  Training 

Dealers  are  trained  in  much  the 
.same  w’ay  as  .sale.smen;  they  are 
brought  into  Stetson’s  central  of¬ 
fice  at  60  Concord  Ave.,  Belmont, 
Mass.,  and  given  a  thorough  train¬ 
ing.  This  is  coordinated  by  a 
dealer-company  advertising  and 
service  policy  similar  to  one  now^ 
employed  in  the  retail  operation, 
plus  constant  dealer-.servicing  pro¬ 
gram  through  a  repre.sentative 
who  calls  on  dealers  regularly. 

Neither  the  .salesmen  nor  the 
dealers  re.sort  to  gimmicks.  It  is 
felt  that  the  public  if  fed  up  wfith 
gimmicks  and  the  company  has  no 
u.se  for  them.  What  is  wanted  is 
a  solid  foundation  of  public  accept¬ 
ance.  “W'e  like  our  business,”  state 
Stetson  company  officials;  “we 
have  more  than  quintupled  it  in 
three  years ;  we  think  it’s  going  to 
be  bigger,  and  we  like  to  think  we 
are  doing  a  top-quality  job  with  a 
happy  .staff.” 


no 
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Distributors  agree  ~ 


ObpkiY  Xb*  TM.SMt  M»>ki 
m$  •vnwriMX  Alrftw<»r  •# 
IwXbcH  wwnfrfiwxl  ky  i 
CkarfM  C*.  PMmMflmi. 

•Acs 


Distributors  by  the  hundreds  came,  saw,  concurred  .  .  . 
TRI-SEAL— the  hit  of  the  Show!  TRI-SEAL’s  superbly 
designed,  feature-packed,  trouble-free,  triple-track  com¬ 
bination  aluminum  storm  window  evoked  and  inspired 
the  enthusiastic  praise  of  distributors,  quick  to  recognize 
TRI-SEAL’s  terrific  profit-making  possibilities! 

Gadget-free,  easier  to  operate,  simple  to  demonstrate, 
quick  to  sell,  TRI-SEAL  has  earned  top-place  in  consumer 
preference.  This  response  from  consumer  and  distributor 
alike  accounts  for  the  rapid  growth  of  the  Charles  Co. — to 
one  of  the  leaders  in  the  industry.  You,  too,  can  tie  in  with 
the  success  of  TRI-SEAL — acclaimed  the  nation’s  finest 
combination  storm  doors  and  windows. 


TRI-SEAL’S  PIANO-HINGE  DOOR 

...1-1/6  inehts  thick, . .  full  length  piano-hinge . engineered,  designed 
and  constructed  to  eliminate  all  service  calls.  This  feature- packed 
door  sells  itself. . .  means  more  sales  and  greater  profit  for  you! 


-  the 

of  the 


SHOW 


lnv$tigat»  th»  several  valuabi*  territorfol 
francliises  still  open.  Write  or  phone — 


the  CHARLES  CO. 

228  NEW  STREET  •  PHILA.  6,  PA. 
PHONE  WAlnuf  2-2660 
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Translucent  Flberglas 
Door  Canopies 


'J'ranslucent  Products,  Inc.  now 
has  on  the  market  the  Markee  Mas¬ 
ter’s  new  translucent  fiberglas  door 
canopies.  The.se  corrugated  cano¬ 
pies  come  with  hand.some  brackets 
made  of  68  ST  5  aluminum,  and 
are  available  in  6  decorator  colors: 
blue,  ro.se,  yellow,  green,  red  or 

What  makes  cancer 
MAN’S  CRUELEST  ENEMY? 

<li.s<  aso  kill  us  iiu  rcilully. 

NOi  CANCKK.  \  rt,  it  notliint;  is  iloiu*.  23 
■iiillioii  liviiii;  Auk  rirans  arr  dfstiiird  to 
die  of  iaiu<T  .  .  .  230,0(10  of  tiu-m 
l/iis  yifur. 

SOMK  tliscas<'s  reveal  their  lK-t;innini;s  hy 
paiti  or  lever  or  sIkh  k.  Not  eaiufr.  It 
st.irts  silriitlv.  set  ret Iv,  and  tin)  often 
spreatls  rapitIK. 

ANi>  SOME  tiiseases  spare  ns  our  voinu' 
people.  Not  eaneer!  It  strikes  men  and 
women  attd  ehildren,  tlie  old  and  the 
vouin;.  II  nothinu  is  done,  one  .Xmeriean 
in  five  will  Iw  strieken  with  cant cr. 

soMEriiiNt;  OA.v  HE  DONE.  3'ou  fail  strike 
hat  k  at  this  eruel  killer  with  a  realK  i;en- 
erousi>ilt  tti  the  .\meriean  ( :an<  er  StM  ietv. 
3't>ur  money  is  uri’<'ntl%  neetletl  —  for  re- 
seareh,  for  etfueation.  ftir  elinies  and 
lat  ilities.  IMease  make  it  a  really  HICi  ^.ift! 

Cancer 

MAN’S  CRUELEST  ENEMY 

Strike  back  — Give 

AMERICAN  CANCER  SOCIETY 


pearl.  This  makes  it  easy  to  blend 
llie  canopy  with  any  color  scheme. 
In  addition,  the  canopies  are  de¬ 
signed  to  go  equally  well  with  tra¬ 
ditional,  period  or  modern  homes. 

The  complete  K.D.  Carton  Kit  in 
which  they  are  packed,  weighs  only 
10  pounds,  and  comes  complete 
with  all  fittings  for  any  type  of  con¬ 
struction.  Installation  is  a  matter 
of  only  a  half  hour.  “Protected” 
territories  are  available  to  qualified 
dealers. 

Translucent  Products,  Inc.,  Dept. 
BS,  154  E.  Erie  St.,  Chicago  11. 
Illinois. 

Kitchens 

{Conti It md  from  Faye  45) 

The  dealer,  unable  to  offer  the 
builder  the  usual  series  of  dis¬ 
counts,  offered  him  instead  a 
wonderful  .selling  tool.  He  made 
two  renderings  of  the  builder’s 
kitchen,  one  in  Colonial  style  and 
one  in  Contemporary  style, 
mounted  13  enameled  color 
swatches  and  4  natural  wood 
finishes  in  Knotty  Pine  and  Birch 
as  a  di.splay  for  the  builder.  He 
al.so  furnished  the  builder  with 
.sample  cabinets  and  counter  top 
samples  and  hardware  .samples. 
The  buyer  had,  as  a  result  of  this 
a.s.sortment,  a  kitchen  with  a  ma.xi- 
mum  of  210  standard  variations 
to  choose  from  at  no  additional 
cost.  This  was  enough  to  make 
the  average  woman  turn  hand¬ 
springs.  The  houses  were  .sold  in 
no  time,  the  builder  saved  more 
money  by  paying  less  real  estate 
taxes  than  by  realizing  his  dis¬ 
counts,  and  the  women  buyers  were 
thrilled  by  the  knowledge  that 
their  kitchen  was  a  personalized 
selection. 

This  is  only  one  phase  of  kitchen 
.sales  in  the  new  home  field.  Often 
the  individual  building  for  his  own 
u.se  can  be  .sold  before  the  building 
is  completed.  Then  too,  if  the 
dealer’s  line  is  a  superior  one  and 
the  design  and  con.struction  ad¬ 
vantages  can  be  stre.ssed,  the  archi¬ 


tect  can  be  sold  on  the  idea  of 
specifying  the  dealer’s  cabinet  line. 

Remodeling 

Kitchen  Remodeling:  This  is  the 
area  where  most  of  the  sales  are 
made.  According  to  recent  studies 
made  by  “Home  Modernizing”, 
kitchen  remodeling  heads  the 
list  of  big  modernizing  projects 
planned  by  their  readers  by  37%. 
The  next  four  projects  in  order  of 
importance  were :  Basement  room 
22%,  added  room  17%  garage 
13%  and  heating  and  air  condi¬ 
tioning  11%. 

What  does  this  mean  in  terms 
of  dollars  and  cents.  The  National 
Production  Authority  compiled 
figures  showing  that  for  every 
dollar  going  into  new  building 
units,  pre.sent  home  owmers  spend 
more  than  50  cents  on  moderniza¬ 
tion  and  maintenance  of  existing 
homes. 

The  Bureau  of  Labor  Stati.stics 
give  expenditures  for  new  non¬ 
farm  dwelling  units  as  over  10 
billion  dollars.  Half  of  this  is  5 
billion  dollars,  or  50  cents  on  a 
dollar.  If  we  drop  half  of  this 
figure  for  repair  and  maintenance 
expenditures,  we  .still  have  2i._, 
billion  dollars  left. 

Now  if  we  are  con.servative  and 
take  25%  instead  of  37%  and  de¬ 
vote  it  to  kitchen  remodeling  we 
arrive  at  an  e.stimated  expenditure 
for  1954  of  over  400  million  dol¬ 
lars.  ,Ju.st  a  nibble  at  this  projected 
{Continued  on  Page  114) 
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WHETHEB  YOU 
INSTALL  OR  SELL 
THE 

"DO-IT-YOURSELF" 

HOMEOWNER 


CAN  HELP  YOU  SELL 
EASIER  and  FASTER 


ALUNINUN 

SELF-STORING 

GOHBINATIONS 

WiHi  H.ttnc  Scol  you  stock  fewer  sile  units  to 
meet  a  wide  variety  of  window  sizes  .  .  .  \  ou 
keep  inventories  at  a  practical  level. 

Home  Seal's  many  exclusive  and  patented  fea¬ 
tures  enable  you  to  out-demonstrate  competi¬ 
tion. 

Write  for  complete 
information 

THE  HOME 
WINDOW  CO. 

Fostoria,  Ohio 


I  Increase  in  1954  Constmetion 
Spending  Seen 


Commercial  construction  this 
year  is  due  for  a  boost  of  at  least 
10  per  cent  above  last  year’s  peak 
of  $2.2  billion,  the  Chamber  of 
Commerce  of  the  United  States 
reported  here. 

All  kinds  of  commercial  con- 
.struction  will  share  in  this  “happy 
trend,”  according  to  the  U.  S. 
Chamber.  Capital  outlay  for  office 
buildings,  loft  buildings  and  w’are- 
houses,  as  a  group  can  be  expected 
to  total  15  per  cent  greater  than  in 
1953,  while  expenditures  for  stores, 
restaurants  and  garages  are  fore¬ 
cast  by  the  chamber  to  be  at  least 
5  per  cent  more. 

1954  Total 

If  to  the.se  main  classes  of  com¬ 
mercial  construction  are  added 
hotels,  motels  and  commercial 
recreation  buildings,  the  1954  total 
will  reach  $2.4  billion  compared 
with  the  1953  total  of  around  $2.2 
billion,  the  chamber  pointed  out. 

According  to  the  chamber,  two 
“spectacular  features”  character¬ 


ize  the  current  boom:  the  lush 
expansion  of  office  buildings  and  a 
great  wave  of  shopping  center 
construction. 

In  New  York  City,  nearly  six 
million  additional  square  feet  of 
office  space  is  under  construction 
or  in  prospect,  the  group  said. 
Pittsburgh,  a  pioneer  in  the  new 
office  building  era,  still  has  plans 
ahead.  Boston,  Philadelphia  and 
Chicago  are  all  busy  with  new 
structures,  w'hile  construction  is 
under  way  or  planned  in  Balti¬ 
more,  Washington,  Atlanta,  Dallas, 
Houston,  Denver,  Los  Angeles  and 
San  Francisco. 

Among  the  largest  shopping 
center  projected  for  1954  is  the 
Skokie  center,  northwest  of  Chi¬ 
cago,  and  the  Northland  center 
adjoining  Detroit,  now  nearing 
completion. 

Construction  of  shopping  cen¬ 
ters  generally  has  been  stimulated 
by  the  dispersion  of  new'  housing 
since  the  w'ar  together  with  the 
vast  increase  in  autos  in  recent 
years,  the  chamber  related. 


Kitchens 

(Continued  from  Page  112) 

market  makes  quite  a  tasty  dish. 

Now’  what  is  required  of  you  to 
become  a  kitchen  dealer.  Naturally, 
some  study  of  the  theory,  planning 
and  installation  of  custom  kitchens 
is  a  prerequisite.  Almo.st  every 
manufacturer  is  able  to  supply  the 
basic  knowledge  you  will  need. 
When  you  start  checking  with  the 
national  manufacturers  of  kitchen 
cabinets  you  w’ill  find  low’,  medium 
and  high  priced  cabinet  lines  in 
both  wood  and  metal.  Modes  of 
sales  distribution  vary,  some 
manufacturers  offer  franchise 
territory,  others  do  not,  some 
carry  stock,  others  fill  the  orders 
as  the  sales  are  made.  You  will 


find  these  are  advantages  to  each 
manufacturer’s  method  of  dis¬ 
tribution  and  you  will  have  to 
.select  the  cabinet  lines  best  suitetl 
to  your  individual  operation. 

Greater  Flexibility 

In  the  main  how’ever,  a  cabinet 
line  that  is  custom  manufactured 
to  suit  the  individual  kitchen  gen¬ 
erally  offers  the  dealer  the  greater 
fitixibility.  Although  the  time  re¬ 
quired  to  fill  an  order  is  longer, 
the  styles  and  colors  available  are 
greater  giving  the  dealer  a  wider 
as.sortment  to  offer  his  prospects. 

To  put  it  all  into  a  nutshell,  you 
as  a  building  specialty  and  home 
improvement  dealer  can  broaden 
(Continued  on  Page  116) 
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COm-STYUNO 

m  OVER  iftoo  umouE  coMsmmNS 


Awnings 

Shutters 

Door-hoods 


Porch  Covers 

Walks 

Patios 


ONLY  OIJRO  BEAUTY  PANELS  PROVIDE  COMPLETE 
COLOR  STYLING. 

Graceful  Duro  awnings  for  front  and  sun  windows.  Color  balanced 
with  personalized  or  colonial  Duro  Blinds.  Matching  door  hoods  and 
patio  cos-ers  for  unprotected  doors  and  porches. 

ONLY  DURO  AWNINGS  HAVE  NON-DARKENING 
R-S-L  INTERIOR. 

Duro’s  REFLECTED  SAHARA  LIGHT  enters  thru  vented  sides  and 
is  reflected  inside  from  curved  high  baked  white  surface.  NO 
•MOVING  parts  to  get  out  of  order,  rattle  or  chafe  paint. 

ONLY  DL'RO  BLINDS  have  monogram  and  colonial  designs.  Beau¬ 
tiful  lifetime  Duro  Blinds  add  exquisite  color  charm  to  exterior, 
exactly  as  rich  drapes  and  furnishings  decorate  the  interior. 

ONLY  DURO  MAKES  DRAIN  TO  SIDES’  CAPE  COD 
DOOR  HOODS. 

Custom  made  Duro  Cape  C'.xl  Dtx)r  Htwds  are  designed  for  the  front 
door,  the  most  noticed  part  of  your  house. 

ONLY  MAINE  MADE  DURO  CAN  OFFER  SUCH  LOW 
PRICES. 

DURO’S  Eactory-Distributor-to  home  owner  plan  eliminates  chain 
sales  profits,  resulting  in  lower  costs  and  direct  factory-distributor 
guarantee  on  both  materials  and  workmanship. 


PiRSOHAUm  DESIGNS 


"Other  Awnings  we  had  seen  Itxjked  too 
massive  and  seemed  to  be  improperly  fitted. 
The  color  combinations  possible,  and  the 
appearance  of  having  been  designed  for  our 
home,  led  us  to  chtxfse  Duro,’’ 

Says  a  Long  Island  Homeowner. 


Inyesiigate  a  DURO 
franchise  today - 


PERSONALIZED  HOMES,  INC. 
Gardiner,  Maine 
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flakes 


YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  oi  Rods,  Tubes,  Strips, 
Special  Shapes  ior  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Sfnd  inquirifi  for  tngineering  rrcommtnllationi. 

YATES  Company 
•*ia  Cemetery  Road  Erie,  Pa. 


Mobile  Alumina  Plant 
Expands  Facilities 

The  largest  alumina  plant  in  the 
United  States,  Aluminum  Company 
of  America’s  Mobile  Works,  has 
completed  expansion  of  its  alumina 
producing  facilities  in  Mobile. 

Alumina  is  the  material  refined 
from  bauxite  (the  basic  aluminum 
ore)  which  is  then  smelted  into 
metallic  aluminum. 

Works  Manager  Duncan  C.  Smith 
said  the  expansion  program,  which 
began  in  1951,  increases  the  Alcoa 
plant’s  alumina  production  capac¬ 
ity  33  per  cent.  The  Mobile  expan¬ 
sion  was  part  of  an  over-all  pro¬ 
gram  in  the  company  to  meet  a 
constantly  increasing  demand  for 
aluminum. 

The  Mobile  Works  can  now  pro¬ 
duce  sufficient  alumina  from  the 
bauxite  for  smelting  into  more 
than  400,000  tons  of  aluminum 
annually,  Mr.  Smith  said. 

To  satisfy  the  plant’s  increased 
capacity,  an  additional  fifty  (50) 
bauxite-ore  ships  will  unload  each 
year  at  Mobile. 

The  plant’s  increased  output 
calls  for  an  additional  seventy 
(70)  railroad  cars  weekly  to  dis¬ 
tribute  the  alumina  throughout  the 
country,  including  shipments  to 
Alcoa  smelting  works  at  VV’enatchee 
and  Vancouver,  Washington ;  Point 
('omfort,  Texas;  Alcoa,  Tennessee; 
Massena,  New  York;  and  Badin, 
North  Carolina. 

The  new  equipment  added  at 
Mobile  involves  all  facilities  for 
refining  ore  under  the  Bayer  Proc¬ 
ess.  Among  the  several  new  instal¬ 
lations  are  a  digester  unit,  new 
filter  presses  and  precipitators,  and 
a  new  calcining  kiln. 

The  powerhouse  at  Mobile  was 
changed  substantially.  A  new 
boiler,  turbine,  and  air  compressor 
were  installed.  New  steam  lines 
to  supply  the  new  digester  unit 
were  constructed.  A  new'  storage 
building  w'as  erected  to  handle  the 
greater  supplies  of  bauxite  that 
will  come  from  the  Caribbean  area. 
Conveyors  were  built  to  this  build¬ 
ing,  other  existing  conveyors  were 


enlarged,  and  bauxite  handling 
facilities  were  expanded. 

The  Alabama  State  Docks  facil¬ 
ities  for  unloading  bauxite  were 
increased,  in  conjunction  with 
Alcoa’s  expansion. 

New’  grinding  facilities  which 
w’ere  installed  are  a  slight  modi¬ 
fication  of  earlier  equipment.  They 
permit  the  handling  now  of  both 
dry  and  wet  bauxites,  whereas 
former  equipment  handled  only 
dry  bauxite. 

The  Mobile  Works  is  on  land 
leased  from  the  Alabama  State 
Docks  Authority.  With  the  excep¬ 
tion  of  a  small  strip  of  land  at  one 
end  of  the  property,  all  new  facil¬ 
ities  are  on  land  already  under 
lease  to  Alcoa. 

During  the  expansion  of  the 
refining  facilities,  a  new’  office 
building  was  added  to  the  Alcoa 
Mobile  Works. 


Kitchens 

{Continued  from  Page  114) 

your  market,  increase  your  sales 
and  diversify  your  operation  with 
the  minimum  amount  of  effort  by 
becoming  a  kitchen  specialist.  For 
your  convenience  a  list  of  kitchen 
cabinet  manufacturers  is  available 
from  Building  Specialties  &  Home 
Improvement  Dealer,  425  Fourth 
Avenue,  New  York  16,  N.  Y. 


Radio  Can  Sell 

{Continued  from  Page  42) 

repeating  schedules  and  buying 
new'  segments. 

You  are  probably  now  asking 
yourself  w’hat  does  radio  cost,  sat¬ 
uration  or  ?very-so-often.  Radio 
rates,  becauc:;  cf  the  intrusion  of 
television,  have  been  markedly  re¬ 
duced  in  the  past  few  years.  (Don’t 
let  that  television  picture  disturb 
your  better  judgement.  More  peo¬ 
ple  are  listening  to  radio,  and  buy¬ 
ing  radio,  today  than  ever  before. 

{Continued  on  Page  120) 
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COMBINATION 

STORM-SCREEN 

WINDOWS 


DeLUXE 

STORM-SCREEN 

DOORS 


PLANT  NO.  I,  CREENSBURC,  PA. 


PLANT  NO.  2,  CREENSBURC 


STORM-SCREEN  CASEMENT  WINDOWS 


ALUMINUM 


/S^oaioMMdby %\Wk.  Ml  ^  r  ui-lL-  -  •lu 

In  each  link,  beginning  with  the  engineering 

and  on  through  each  step  in  the  manufacturing  of 
Keystone  products,  the  aluminum  is  processed  by 
modern  plant  equipment.  Every  operation  is  super¬ 
vised,  checked  and  expedited  by  technical  experts. 

Each  link  in  our  chain  of  operation  shows  comparative  strength  ...  all  operations  are  completed  in  our 
own  factories.  This  control  makes  it  possible  for  us  to  maintain  an  .adequate,  steady  flow  of  products  to  K-D 
plants  from  coast  to  coast. 

It  also  makes  possible  better  quality  through  closer  attention  to  detail.  We  honestly  believe  that  Keystone 
products  are  better  and  give  customers  the  utmost  in  value.  Records  prove  that  dealers  have  less  handling 
cost,  less  service  cost  and  more  profit  on  Keystone  installations. 


PLANT  AT 
INDIANAPOLIS,  INtf.' 


in  Umm  Prodvctioa! 


Our  Modern  Factories  Supply 
K-D  Plants  Coast  to  Coost  with  a 
Steady  Flow  of  Merchandise! 


PLANT  AT  LATROBE,  PA 


PLANT  AT  DERRY,  PA 


If  you  are  interested  in  becoming  a  "link"  in  the  Keystone  organization,  write  .  .  . 

KEYSTONE  ALLOTS  CO.  >>~n.  r* 


&  Home  Improvement  Dealer 
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EXCLUSIVE  . . .  4-ivay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 


•  63  ST-5  Extruded  aluminum  •  Stainless  steel  springs 


•  Self-storing 

•  3  Sliding  Inserts 

•  Alclad  screening 


•  Finger-tip  Control 

•  Weatherstripped  sills 

•  All  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write; 


I 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


Air  CondiHon 

(Continued  from  Page  98) 

leading:  to  an  open  basement  win¬ 
dow.  A  great  many  existing  houses 
are  of  the  ranch  type  built  on  a 
slant  without  a  basement.  These 
can  easily  be  cooled  with  a  two 
horse  power  unit  that  can  take 
care  of  four  rooms,  namely:  three 
bedrooms  and  the  living-dining 
room.  The  unit  can  be  installed 
in  the  car  port,  close  to  the  hall 
w'all.  A  short  supply  duct  leads 
from  the  unit  through  the  attic 
to  the  farthest  bedroom  and  the 
living-dining  room.  All  four  rooms 
have  ceiling  outlets.  Bedroom 
doors  are  undercut  for  return  air. 
The  return  air  grill  in  the  hall  wall 
connects  to  the  unit  through  a 
short  duct  collar  (.see  illustration). 
The  kitchen  is  not  cooled  in  this 
.set-up  becau.se  it  has  its  own 
exhaust  fan.  The  car  port  location 
eliminates  the  need  for  conven¬ 
tional  air. 


Advantages 

The  overall  advantages  of  this 
method  of  cooling  may  be  summed 
up  as  follows :  One  —  it  gives  true 
year-round  air  conditioning  when 
u.sed  with  any  type  of  heat — steam, 
hot  water  or  warm  air.  Two  —  it 
gives  good  results  in  both  existing 
houses  and  new  con.struction.  Three 
—  it  costs  less  to  install  and  less 
to  use  than  other  systems.  Four — 
it  can  be  economically  installed  in 
existing  homes,  without  extensive 
ripping  and  tearing  of  walls  and 
floors.  Five  —  the  equipment  can 
be  installed  with  a  minimum  of 
ducts  (sometimes  no  ducts  at  all) 
in  an  attic,  ba.sement,  closet,  hall 
space,  or  attached  garage.  Six  — 
it  uses  no  w'ater  and  requires 
neither  pipes  nor  drains.  Seven  — 
the  cooling  power  is  sufficient  to 
cool  those  rooms  that  need  cooling 
the  most.  Eight  —  It  is  eligible 
for  mortgage  coverage.  Finally 
we  may  add  that  this  is  a  big  ticket 
item  ranging  from  $800-$1000, 
thus  affording  an  excellent  com¬ 
mission  to  .salesmen  and  a  .sati.s- 
factory  profit  to  dealers. 
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$  $  $  SeatonMxtual 

LOWER  PRICES  —  Sq.  Footage  System  abolished 
—  a  price  list  for  everything  including  decorative 
hardware. 

Don’t  wait  until  Summer  is  here!  Become  a 
SHIELDALIER  right  now.  We  are  extremely 
proud  of  the  deal  and  service  we  can  give  you. 

Let  us  show  vou  how  you’ll  be  way  ahead  with 
SHIELDALL  in  1954. 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  SOUTH  STATf  ST.  •  SHARD.  OHIO 
Phone  Liberty  5-9721 
Dept.  G. 

Please  tend  me  confidential  details  on  your  SHI  ElDAll  doai. 
n  I  am  o  dealer.  Q  I  am  a  distributor 

Name  . 

Address  . 

City  . State  . 


As  a  dealer  or  distributor  you  should  look  into  the 
tremendous  advantages  SHIELDALL  offers  you  in 
1954.  A  proven  nationally  recognized  awning  that 
is  easy  to  understand  and  sell  —  easier  to  assemble 
and  install. 

Here  are  a  few  of  the  new  features: 

128  different  combinations  of  drops  and  projections 
carried  in  stock  for  immediate  deliveries  —  NEW 
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•  Beauti-Dor  comes  completely  assembled — 
glass  and  all.  Shipped  in  one  carton.  Mastic 
included.  Less  thon  30  minutes  to  install. 
(You  do  not  drill  into  tub.) 

•  Extra  heavy,  heat  treated,  rust-proof,  highly 
polished  Aluminum.  Exclusive  "Sea  Foam" 
glass  pattern — 7/32"  thick.  Double  over¬ 
head  ball-bearing  rollers— Cadmium  plated 
Silent,  eosy  gliding  operation.  Buno-S  rubber 
glass  channels. 

•  Makes  any  5  ft.  recessed  tub  a  glamorous 
shower  enclosure.  Height  59'/(»''  overall.  Ship¬ 
ping  weight  9S  lbs. 


MAIL  COUPON  AT  ONCE! 


Shower  Enclosures,  Inc. 

1227-G  West  Devon  Ave.,  Chicago  40,  Illinois 
Please  send  me  complete  Beauti-Dor  informa¬ 
tion  as  a: 

□  Distributor  □  Dealer 

Please  ship  me,  through  my  distributor, 

S  ft.  Beauti-Dor  Tub  Enclosures  at 
the  dealer's  price  of  S49.95*  ea. 

^  I  om  a  recognixed  distributor. 

Ship  me  12  Beauti-Dors  at  $37. 2S*  ea. 

My  distributor  is  . 

Address  . 

City  . 

NAME  . 

COMPANY  . 

ADDRESS  . 

CITY  . 


State 


STATE 


I  Have  You  Ever  Seen 
TWO  Prettier  Pictures! 


SELL  THE  BEAUTI-DOR  AT  THE 
NEW,  LOW  LIST  PRICE  OF _ 

BUY  THE  BEAUTI-DOR  AT  THE  C^O  OK* 
NEW,  LOW  DEALERS  PRICE  OF  .zZZlZZ— 

YOUR  PROFIT  FROM  EACH  SALE  $25.00 
Plus  extra  profit  from  instoHotion’ 

RECOGNIZED  DISTRIBUTOR'S  PRICE 
$37.25*  each  in  lots  of  12 
*  Prices  slightly  higher  west  of  the  Rockies. 


THE  BEAUTIFUL 

BEAUTI-DOR 
PROFIT  PICTURE 


THE  BEAUTIFUL 


ALL  GLASS  —  ALUMINUM 
TUB  ENCLOSURE  .  .  . 


FTC  Drops  Ban  On  Word  "Free"  In  Advertising 


The  Federal  Trade  Commission 
recently  announced  that  it  has 
dropped  its  11-year-old  rule  ban- 
ninjf  use  of  the  word  “free”  in 
advertising:  merchandise  given  in 
return  for  services  rendered. 

At  the  same  time,  it  announced 
a  new  rule  permitting  use  of  that 
word  in  advertisements  “clearly 
and  conspicuously”  spelling  out 
“all  of  the  conditions,  obligations, 
or  other  prerequisites  to  the 
receipt  and  retention”  of  the 
merchandise. 

The  new  rule,  a  modification  of 
a  194.3  order  involving  Progress 
Tailoring  Co.  and  other  men’s 
clothing  firms,  reflects  the  more 
liberal  policy  announced  by  the 
commission  last  September  in  a 
decision  involving  Walter  J.  Black, 


Inc.  —  a  “book  club”  case. 

In  that  policy  decision,  the  com¬ 
mission  permitted  use  of  the  word 
“free”  in  advertisements  setting 
forth  at  the  outset  all  the  con¬ 
ditions  necessary  to  retain  the 
merchandise  so  as  to  leave  “no 
reasonable  probability  that  the 
terms  of  the  offer  might  be  mis¬ 
understood”;  and,  where  the  mer¬ 
chandise  which  must  be  purchased 
in  order  to  get  the  “free”  article 
is  not  increased  beyond  the  usual 
price  or  reduced  in  quality  or 
quality. 

The  commission  .said  that  a 
Federal  Appellate  Court,  ’which 
upheld  the  1943  order,  has  modified 
its  final  decree,  which  was  handed 
down  in  1946,  to  reflect  the  policy 
change  recently  announced. 


Radio  Can  Sell 

{Continued  from  Page  116) 

People  who  have  TV  sets  have 
radio  sets,  probably  2  or  3  radio 
sets.  And  they  listen  to  them!) 
Radio  rates,  as  a  consequence, 
probably  make  this  medium  just 
about  the  cheapest  form  of  adver¬ 
tising  available,  dollar  for  dollar. 
Check  with  your  local  radio  sta¬ 
tion,  or  stations.  A  local  radio 
salesman  will  gladly  furnish  you 
with  all  the  cost  figures  you  need 
and  probably  can  show'  you  how¬ 
to  use  radio  to  your  best  advantage 
—  if  he  can’t  he  ain’t  no  .salesman. 

In  conclusion  w-e  w’ould  like  to 
point  out  one  thing  about  radio 
advertising  that  is  only  shared  by 
television  advertising.  And  that  is, 
there  is  an  aura  of  pre.stige  at¬ 
tached  to  your  name  immediately 
in  the  customer’s  minds  when  they 
learn  you  are  a  radio  advertiser! 

DON’T  FORGET  THE 
ADVERTISING  MAIL  BAG. 
Building  Specialties,  425  Fourth 
Avenue,  New-  York  16,  N.  Y.,  if 


you  want  to  know-  how  you  can  do 
a  certain  job  w-ith  radio  —  or  any 
other  media.  Just  send  along  a 
note,  on  your  letter-head  and  we’ll 
be  glad  to  ship  you  our  thoughts 
on  the  problem. 

"Warm"  Leads 

{Continued  from  Page  48) 

“I  encourage  dealers  never  to  u.se 
more  than  200  lines  at  a  time,  and 
my  best  puller  in  recent  months 
has  been  a  170-line  ad.” 

An  important  bit  of  advice  in 
advertising  jalousies  is  that  you 
must  show  not  merely  the  window- 
or  door  itself,  but  an  actual  appli¬ 
cation.  People  are  not  .so  familiar 
with  the  louver  principle  that  they 
can  visualize  how  it  works  merely 
by  .seeing  the  slats  in  a  frame. 
Combination  storm  windows  need 
no  de-luxe  picture  treatment,  but 
every  Clearview  sugge.sted  by 
Kubiak  .show-s  a  clearly  depicted 
{Continued  on  Page  122) 
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Cuts 

Hanaina  Time 
in  Half 


With  the  Warner  Weather-Master  aluminum  storm 
and  screen  door,  it's  no  longer  a  "3-act  production" 
to  hang  the  door  and  adjust  the  hinges.  Thanks  to 
the  brand  new  3  piece  pre-fabricat*d  installation,  the 
hinges  are  %elt-adiu$ting  .  .  .  align  themselves  auto¬ 
matically.  This  assures  /ess  labor-on-ihe-job  for  you 
—  a  smooth,  competent  job  even  when  semi-skilled 
help  is  used  —  and  lasting  freedom  from  consumer 
complaints. 

NEW  BEAUTY  AND  ELEGANCE! 

A  Symphony  in  Aluminum! 

Warner  Weather-Master's  completely  recessed  instal¬ 
lation  —  with  no  fastening  visible  on  the  outside  of 
the  door  —  results  in  an  unbroken,  "airfoil"  type  of 
frame  that  looks  better,  smarter,  costlier.  Only  the 
Warner  Weather-Master  door  gives  you  and  your  cus¬ 
tomers  these  convincing,  visible  benefits.  That  is  why 
you  always  sell  more  and  earn  more  when  you  rely 
on  Warner  Weather-Master  products. 


ADDITIONAL  WARNER 
WEATHER-MASTER  FEATURES: 

•  hollow  mullion  frame  gives 
complelely  tubular  frame 

o  precision  die-cast  corners 

•  picture-frame  surround 
e  adjustable  door  sweep 

•  many  others ! 


WARNER  WEATHER  -  MASTER’S 
NEW  DOUBLE  FEATURE  DOOR 

New  Concealed  Hinges! 

New  All-Tubular  Frame  Construction! 

means 

MUCH  FASTER  INSTALLATION! 
MORE  MONEY  IN  YOUR  POCKET! 


WARNER  MANUFACTURING  CORP. 

265  Watsessing  Avenue,  Bloomfield,  New  Jersey 

In  Canada:  WARNER  WEATHER-MASTER  LTD..  224  BOULEVARD  LABELLE.  ST.  ROSE.  P.Q. 
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EVEN  "SMALL'' 

KD  OPERATORS 
CAN  SAVE 

UP  TO  $  1500  A  YEAR 
ON  SPLINING 
WHEN  THEY 
BUY  DIRECT  FROM 

MAYNARD 


and  when  you  deal  with 
MAYNARD  you  have  the 
widest  selection  of 
flexible,  easy  to  handle 
splines  plus  o  complete 
engineering  service  to 
insure  getting  the 
right  material. 

Don't  pay  middleman  profits 
on  splines  and  sasheting 
even  if  your  operation  is 
"small"  .  .  .  when  you  buy  from 
MAYNARD  you  are  buying  from 
the  prime  source  ond  pocket 
the  difference.  Savings  of 
$1500  a  year  ore  not  uncommon. 

WHEN  YOU  MODERNIZE 
YOU  MAYNARDIZE 

.  .  .  you'll  do  better  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  working  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 

Take  advantage  of  the  pioneering 

progress  that  marks  MAYNARD 

tops  in  the  field.  You'll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

For  regular  consultations  ond 
oppointments  call 

CHELSEA  3-5850 

MAYNARD  tpecializet  in 
flexible  gasketing,  spline 
and  extruded  plastic  nate- 
rial.  GUARANTEED  100% 
VIRGIN  MATERIAL  make 
your  job  easier,  mare  pro¬ 
ductive,  hence  more  profit¬ 
able.  Yes,  with  MAYNARD, 
you  can  realize  more  profit 
right  in  your  own  planti 
Contact  MAYNARD  for  free 
engineering  assistance  in 
speeding  your  splining 
operations. 

Write  or  call  today  for  samples. 

MAYNARD  PLASTICSJnc. 

CHELSEA  50,  MASS. 


Warm  Leads 

(Continued  from  Page  120) 

porch  corner  or  side  of  a  full 
in.stallation. 

Every  ad  should  invite  readers 
to  visit  the  dealer’s  display  room, 
which  is  the  second  base  angle  of 
Clearview  promotion.  The  corner 
show  room  at  346  Sunri.se  High¬ 
way  is  designed  to  serve  as  a 
model  for  dealers  and  makes  full 
u.se  of  the  variety  of  louver  win¬ 
dows  and  doors  merchandised  by 
the  company.  Kubiak’s  own  oflice 
has  a  rich  redwood  door  with  red¬ 
wood  louver  slate  and  the  partition 
beside  his  desk  is  fitted  with  an 
opaque  gla.ss  jalousie  in.stalled  on 
its  side,  which  offers  a  full  view 
of  the  main  entrance  through  the 
adju.stable  vertical  openings.  Every 


office  is  equipped  with  one  variety 
or  other  of  jalousie  door  and  win¬ 
dow’,  in  addition  to  the  standing 
raodels.  The  main  display  piece  is 
8  complete  sunporch,  tastefully 
furnished  to  show  dealers  w'hat 
they  can  offer  customer.^  .  .  .  “This 
is  what  you  can  have.” 

The  main  selling  job,  needless 
to  .say,  w’ill  be  done  by  .salesmen. 
Because  of  the  variety  of  Clear¬ 
view’  products,  their  comparative 
novelty,  and  the  wealth  of  ques¬ 
tions  asked  during  a  demonstra¬ 
tion,  Kubiak  helps  dealers  to  care¬ 
fully  train  their  .salesmen.  He 
di.scourages  the  u.se  of  part  time 
people  since  the  amount  of  time 
they  would  spend  on  the  job  would 
not  be  worth  the  training  they 
w’ould  have  to  be  given.  Another 
(Continued  on  Page  124) 


Crazy  Suzy 


“Oh,  what  lovely  glass  shelves!” 
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Designed  for  both  casement  and  con¬ 
ventional  type  windows  on  homes 
and  buildings. 


Hastings  doorhoods  offer 
a  profitable  year  'round 
market.  Made  right, 
priced  right. 


A  AOLKN 


BIG  DIVIDENDS  in  Customer 
Satisfaction  and  Liberal  Dealer  Profits 


HASTINGS  aluminum  awnings  invite  comparison  with  all 
other  makes.  They  offer  the  dealer  a  complete  line  with 
national  acceptance.  HASTlNdS  awnings  have  served  as  a 
guide  for  the  entire  metal  awning  industry,  pioneering  many 
important  features.  First  in  popular  conservative  design,  sturdy 
construction  and  enduring  paint  finish. 

THE  AWNING  THAT  SELLS  ITSELF 

Endorsed  by  architects,  builders,  owners  .  .  .  laboratory  tt^ted 
to  meet  the  highest  quality  standards,  yet  modestly  priced. 
In  tests  made  by  Case  Institute  of  Technology,  a  standard 
HASTINtJS  aluminum  awning  was  subjected  to  the  weight 
of  a  220  Ib.  man,  who  stood  and  bounced  on  it.  HA.STINdS 
extra-strong  .040  aircraft  aluminum  construction  withstood 
the  strain  without  visible  distortion. 

NOTE  these  strong  sales  features:  11  beautiful  colors  and 
attractive  combinations  .  .  .  lustrous  enamel  finish  firmly 
bonded  to  metal  to  make  it  weatherproof  ...  all  bracing  roll- 
formed  .  .  .  underside  of  awning  coated  with  white,  non-glare 
lacquer  finish  .  .  .  awning  segments  crowned  for  added  strength 
and  beauty  ...  3  thicknesses  of  metal  where  slats  interlock, 
for  extra  rigidity  .  .  .  air  vents  in  side  for  proper  ventilation. 
Easy  to  install,  easy  to  remove  at  house  painting  time. 

Sub-manufacturing  units  throughout  II.S.  and  Canada  fa¬ 
cilitate  lower  shipping  costs  and  prompt  delivery.  Backed  by 
national  advertising  and  powerful  dealer  aids,  including  dy¬ 
namic  TV  spots.  Don’t  be  satisfied  to  sell  a  “second-best” 
awning.  Line  up  with  HA.STINGS  alumi-AWNlNGS  and  watch 
your  profits  grow.  WRITE  TOD.AY! 


Showing  smart,  economical 
Windo-lume  model  with 
open  sides,  and  Hastings 
ornamental  shutters. 


Hastings  alumi-awnings  and  canopies  are  in  growing  demand 
for  porches,  patios,  store  fronts.  Cash  in  now. 


METAL  TILE  PRODUCTS,  INC.,  Depf.  407,  HASTINGS,  MICH. 

Send  complete  information  on  Hastings  alumi-awnings.  I  am  Q  dealer 
Q  distributor  Q  contractor  [j  architect. 


NAME 


Following  a  hurricane  in  his  territory,  one  dealer  wrote  us 
that  not  a  single  HASTINGS  awning,  of  the  many  installed 
there,  was  damaged  by  winds  of  92  miles  per  hour. 


ADDRESS  _  _ _ 

CITY  _ __-_ZONE  _STATE _ _ 
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Warm  Leads 

{Continued  from  Page  122) 

peculiarity  of  Kubiak’s  way  of 
(loinK  business,  compared  to  the 
jrreat  majority  of  storm  window 
<lealers  we  have  interviewed,  is 
that  he  suKKCsts  that  a  dealer 
make  no  distinction  for  commis¬ 
sion  purposes  between  “office 
leads”  and  “cold  leads”.  The  sales¬ 
men  will  be  so  busy  followinj?  up 
responses  to  advertisinjf  and  walk- 
in  queries  that  they  do  not  have 
the  chance  or  inclination  to  do 
much  cold  canvassinjf. 

Every  salesman  carries  the  two 
stand-bys  of  modern  selling,  a 
colored  three  dimensional  slide 
viewer  and  a  hand  model  of  the 
product.  The  views  are  made  from 
actual  installations  in  the  area,  and 
are  carefully  identified  so  that  the 
prospect  can  visit  the  house  “in 
the  flesh.”  Salesmen  also  have 
available  on  request  the  addres.ses 
of  recent  local  customers. 


The  third  .sales  angle  is  the 
selective  direct  mail  campaign.  For 
.so  specialized  a  product  as  the 
jalousie  a  shotgun  .scatter  mailing 
would  be  more  than  95%  wa.sted, 
becau.se  of  the  limited  number  of 
houses  that  are  equipped  with 
porches  at  all,  or  would  have  room 
for  a  porch  addition.  Kubiak  trains 
his  dealers  to  make  notes  of  houses 
that  would  lend  themselves  to  the 
louver  window  de-luxe  treatment. 
The  names  of  the  owners  are  then 
obtained  from  the  criss-cro.s.s  direc¬ 
tory  or  the  letters  are  sometimes 
addre.s.sed  simply  to  “occupant.” 

400  Owners 

In  this  way,  the  dealer  can  be 
sure  that  at  least  400  owners  in  a 
mailing  of  500  can  afford  the 
product,  and  every  house  would 
have  a  place  to  put  it.  The  mailing 
includes  a  letter,  pamphlet  and 
coded  return  post  card  to  identify 
the  mailing  and  type  of  appeal.  Of 
course,  whenever  a  .sale  is  made 


the  cu.stomer  is  asked  how’  his 
attention  was  first  aroused. 

The  main  appeal  of  all  promo¬ 
tion  is  to  get  the  prospect  to  visit 
a  dealer’s  showroom.  Once  a  man 
enters  a  store  the  battle  is  50%; 
won,  Kubiak  e.stimates. 

The  Rockville  Centre  Branch 
keeps  a  stock  of  336  different  sizes 
of  merchandi.se  to  help  out  dealers 
in  the  territory  in  an  emergency 
with  a  special  size  needed  in  a 
hurry.  Kubiak  is  general  super¬ 
visor  of  the  Northeast  territory, 
his  main  job  in  that  capacity  being 
to  eagle  eye  the  field  and  set  up 
new  dealerships,  as  well  as  to  offer 
advice,  .sales  aids  and  general  con¬ 
sultation  with  the  already  e.stab- 
lished  independent  dealers. 

Kubiak  went  to  Miami,  Florida, 
from  Baldwin,  L.  I.,  in  1947  and 
joined  the  Clearview  organization 
in  1948.  He  .started  as  a  salesman 
and  was  promoted  to  sales  man¬ 
ager  of  the  Clearview  subsidiary 
— The  Triplimatic  Corp.  (redwood 
{Continued  on  Page  126) 


INTRODUCING— TROUBLE  FREE 


pARKCHESTER 

■*"  ‘‘400”  *  designed  and  priced  for  volume  sales 


SING 

IJECTS 


DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 

HOW  TO 
DOUBLE  YOUR 
SUMMER 
SCREEN 
SALES 

VfMTE  FOR  DETAILS! 


nmercial  and 
lesidential 


RLMIINUM 

SCREENS 

Big  Over  the 
Counter  Sales 
^  and  Profits 


Standards 

and 

Specials 

Write 

for 

New 

Price 

List 


sftrtv 
CH/nMH  srcnoH 

f  Smtf  PgTAtAS 


Factory: 

PAMCO  WINDOW  MFG.  CO.,  INC. 
1651  L  233rd  Street 
New  York  66,  N.  Y. 
FAirbanks  4-7233 


Factory  Branch: 

TRENTON  STORM  WINDOW  CO.,  INC 
128  South  Warren  Street 
Trenton,  N.  J. 

TRenton  4-3940 


Factory  Branch: 
PARKCHESTER  OF  LODI,  INC. 
Route  17,  off  Essex  Street 
Lodi,  N.  J. 
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WEATHERSTRIPPED  JALOUSIES 


THE  FIRST  COMPLETELY  VINYL 


cxtnulfd-alnininuin  construction. 
\vcatlu*rstrippc(l  storm  sash  interchange¬ 
able  with  recessed  screen,  sloping  siH  are 
features  that  sell.  •  •  and  these  exclusive 
features  make  new  customers  for  you  .  .  . 


W'ith  Denison  KD  (knockdown)  units  yon 
save  on  sliipping  costs,  storage  space, stock 
required.Head  and  sill  available  in  4"  incre¬ 
ments,  jambs  in  3^2  '  increments  .  .  .  supply 
any  .size  window  or  door  with  simple  saw  cut. 


Patented  ad  instable 
tension  -  sea  1*  ‘louver 
clip®  ®  ®  provides  pos¬ 
itive  sealinff  of  lOU- 
\  ers  .  .  .  diminates 
air,  water  infiltration 
. . .  prevents  rattling. 


Se\fn  packaged  KD 
units  take  no  more 
space  than  one  as- 
semfjlcd  window. 


Specially  built  inte¬ 
gral  diin  cap  with 
full  overhang  directs 
raiA.and  roof  drain¬ 
age  away  from  lou¬ 
vers. 


(July  a  screwdriver 
and  8  screws  needed 
for  simple  assembly 
of  Denison  KD  units. 


Class  louvers  slide 
into  place  . . .  arc  held 
secure  with  exclu¬ 
sive  tension-seal*® 
louver  clip®*® 


Complete  weather- 
lapping  on  jamb*as 
well  as  head  and  sill 
for  protection  in  any 
climate. 


'  •  “Pat.  Applied  For 
'“Copyright  1953  Denison  Corp. 
Patented  — '?y. 


DENISON  CORPORATION 
D«pt.  BS-1 

1890  N.  E.  146th  StrMt 
North  Miami,  Florida 

Please  send  me  full  information  on  Denison  Jalousies. 


Denison  Jalousies  provide  new,  sparkling  beauty 
for  regular  window  openings  .  .  .  th^  are  used 
for  doors  . . .  convert  open  porches  to  year-’i^nd 
all-purpose  rooms  .  .  .  make  breezeways  more 
useful. 


Name. 


Company. 


ESTABLISH  YOURSELF  IN  THIS  PROFITABLE  NEW  MARKET  NOW! 


Address 


THE  TRADEMARK 
OF  QUALITY! 
It's  stamped 
on  the  till. 


WEATHERMASTER  JALOUSIES  DIVISION  OF  j  City 


1  toil 

State  ■  —  .. 

^  M  ■  ■  W  m  m 

DEALERS  •, DISTRIBUTORS 

Certain  desirable  territories  are  arailablo 
MAIL  THIS  COUPON  TODAY! 

&  Home  Improvement  Dealer 
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•  Complete  wind  protection  for 
doors,  gloss,  and  hinges. 

•  Heavy  compression  spring  ab¬ 
sorbs  the  jar. 

•  Strong  chain  stops  opening 
beyond  90°. 

THIE  SHEIBY  SPRING  HINGE  CO. 

SHELBY,  OHIO 


SPRING  AND  CHAIN  | 


DOOR  STOPS 


Home  Bnilders  Advised  to  Tnm  to 


Vast  Modernization 

With  the  outlook  for  new  hous¬ 
ing  starts  in  1954  clouded  at  the 
moment,  alert  builders  in  1954 
will  turn  to  “the  vast  potential 
repair,  remodeling  and  home  mod¬ 
ernization  market”  in  order  to 
maintain  their  business  at  present 
levels,  a  leading  power  tool  execu¬ 
tive  .said  here  yesterday. 

“Year  of  Change” 

Speaking  during  the  10th  annual 
National  Association  of  Home 
Builders  convention  and  show  Jan. 
17-21  at  Chicago,  E.  W.  Ristau, 
vice-president  of  Delta  Power  tool 
.sales,  Rockwell  Manufacturing 
Company,  fore.saw  a  “year  of  im¬ 
portant  change”  for  the  home 
building  industry. 

“Repair  and  remodernization 
work  of  this  kind,”  Mr.  Ristau 
said,  “has  been  delayed  for  a  long 


Repair  Market 

time  during  the  new’  construction 
boom,  and  a  considerable  backlog 
has  been  built  up. 

“As  a  result,  the  dealer  who  is 
properly  equipped  for  this  type  of 
work  should  be  able  to  maintain 
his  working  force  and  profit  mar¬ 
gin  by  going  after  this  market.” 

Power  tools  are  more  important 
in  home  expansion,  remodeling 
and  repair  jobs  than  in  new  con¬ 
struction,  Mr.  Ristau  pointed  out, 
because  the  lumber  and  other 
materials  for  such  work  must  be 
cut  and  sized  at  the  job  site  to  fit 
the  existing  structure. 

Delta  will  display  its  entire  line 
of  power  tools  for  the  home  build¬ 
ing  industry  at  the  show  —  par¬ 
ticularly  a  combination  saw-jointer 
specifically  designed  for  builders 
and  said  to  offer  important  econ¬ 
omies  in  such  operations  as  clean¬ 
ing  up  old  lumber  for  re-use. 


Warm  Leads 

(Cwitinued  from  Page  124) 

louver  products).  After  six  months 
he  was  transferred  to  take  charge 
of  the  Northeastern  region  in  1952. 
Clearview  had  first  come  North  in 
1949  w’ith  an  office  in  the  Archi¬ 
tects  Building,  101  Park  Ave.  to 
introduce  and  propagate  the  use  of 
louver  windows  and  doors  in  the 
North.  When  things  began  mov¬ 
ing,  the  Rockville  Centre  Office  was 
opened  in  1950.  Since  Kubiak  be¬ 
gan  setting  up  dealerships  in  1952, 
the  number  of  dealers  in  the  out¬ 
lying  territory  has  inCi.*eased  500% 
he  declares. 

Not  committed  to  aluminum 
only,  Clearview  sees  great  promise 
in  the  fiberglass  and  plastic  awn¬ 
ing,  in  an  aluminum  frame.  One 
application  of  the  sturdy  and 
flexible  corrugated  material  is  the 
Storm  Stop  awning,  which  is 


pushed  in  the  South  as  a  hurricane 
protection.  In  storm  weather  the 
awning  is  rolled  down  like  a  roll 
top  desk  to  cover  the  windows.  In 
ordinary  use  the  awning  serves  as 
a  translucent  diffuser  of  sunlight, 
in  a  choice  of  colors.  A  substitute 
for  the  hurricane  protection  argu¬ 
ment  is  the  burglar-proof  shutter 
approach  as  a  modern  descendant 
of  the  old  heavy  slatted  wooden 
shutter.  Kubiak  does  not  expect 
the  redwood  slat  jalousie  to  have 
the  same  popularity  in  the  north 
as  it  does  in  the  south,  where  it 
offers  a  welcome  relief  from  glar¬ 
ing  sunshine*  as  an  advantage  to 
add  to  its  cheaper  price.  He  expects 
that  those  prospects  who  are  inter¬ 
ested  in  the  open  feeling  which  the 
louver  offers  will  prefer  to  go  the 
whole  way  and  choose  glass  for  a 
maximum  of  light. 

Part  of  the  regular  louver  pro¬ 
motion  literature  is  devoted  to  the 


126 


APRIL  1954  BUILDING  SPECIALTIES 


SINCE 


pCaneOualitv' 


AUTHORIZED  DEALER 


Kane  Manufacturing  Corp. 

KANE,  PA. 


KANE  MANUFACTURING 

CORPORATION 
Kane,  Pennsylvania 


special  storm  sash  for  use  in  i 
northern  climates,  interchangeable  I 
with  the  standard  inside  snap-on  i 
removable  screens.  I 

Kubiak  thinks  in  terms  of  con¬ 
tinual  expansion,  both  of  his  local 
territory  and  of  greater  saturation  | 
of  the  northeastern  states.  “It  is 
amazing  how  few  towns  have  been 
entered  as  yet  with  louver  prod¬ 
ucts”  he  explained.  “I  have  found 
that  competitors  are  more  likely 
to  enter  a  region  where  there  is 
already  an  established  business  I 
which  has  shown  the  way,  than 
open  a  new'  territory.  I  like  to  j 
think  of  pioneering  in  all  those  : 
.sections  on  that  map  where  there 
are  no  pins  at  all,”  he  concluded, 
as  he  pointed  to  the  map  peppered- 
and  -  .salted  with  pins  marking 
Clearview  dealers. 


The  New  Symbol 
of  TOP  DUALITY 


Mastics 


(Continued  from  Page  52) 


turn.  For  this  reason,  the  neigh¬ 
borhood  paint  store  has  become  a 
standard  fixture,  and  many  of  the 
larger  paint  manufacturers  have 
their  ow  n  retail  .store  outlets. 

Since  mastics  can  only  be  ap¬ 
plied  by  .skilled  applicators  with 
special  high-pre.ssure  equipment,  it 
is  impo.ssible  to  make  direct  .sales 
for  consumer  application — and  the 
retail  store  has  no  place  in  mastic 
.sales.  The  paint  manufacturer  thus 
finds  mastics  not  only  competitive 
to  his  pre.sent  paint  line,  but  aLso 
contrary  to  his  e.stablished  method 
of  merchandising. 

Retail  Stores 

There  are  over  5,000  paint  manu¬ 
facturers  and  whole.salers,  as  well 
as  over  25,000  retail  paint  stores 
in  this  country.  Their  combined 
strength  provides  a  tremendous 
force  which  has  been  directed 
against  mastic  products.  The.se 
companies  realized  that  mastics  j 
could  not  be  directly  attacked  as  | 
inferior  products.  So  a  campaign  ! 

(Continued  on  Page  128)  , 


KANE  MANUFACTURING  CORP. 

Kan«,  Pennsylonia 
Gentlemen: 

I'll  invest  a  3c  stamp  to  get  the  facts  on  the 
New  WEATHERSHIELD  window.  Please  send  me 
complete  information. 


NAME 


ADDRESS 


POST  OFFICE . . . . . STATE 


;  |i  TOP  QUALITY 

^  will  pay  off  for  you! 

I  ,  •  Consumer  Satisfaction 

•  Minimum  Service  Calls 
j'  ^  •  Priced  to  Sell 

i  •  Adequate  Mark-Up 

i  'parents 

invite  you  to  get  the  complete  "Kane 
Quality”  program — for  Greater  Profits  in 
1954.  Discover  what  60  years  of  manufacturing,  engineering,  sales  and 
installation  experience  can  mean  to  you  in  the  hard-selling  period  ahead. 
Kane  WEATHERSHIELD  is  a  quality  product  supported  by  field  service 
and  a  complete  sales  promotional  program.  Act  now  for  an  exclusive 
franchise  in  your  area — send  the  coupon  today. 


Original  design  —  not  a  copy 
Completely  welded  frame 
New  panel  and  scieen  locks 
No  track  removal  or  use  of  tools 
to  remove  panels. 


■  &  Home  Improvement  Dealer 
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HAWKINS 

Prefabricated 

ADJUSTABLE 

RAILINGS 

Fill  Railing  Orders  from  Stock 
and  Save  Customers  up  to  200% 

Simply  combine  the  proper  amounts  of  level 
and  bevel  rail  with  posts  and  ornaments 
from  information  on  customer's  rough  sketch. 

Low  cost  and  quick  service 
mean  volume  sates  with 
good  profit  margin. 


61 


Guaranteed 
to  fit  any 
normal 

porch  or  step 
arrangement 


ADJUSTABLE  WINDOW  GUARDS 

Attractive,  simply-designed  wrought  steel. 
Fit  any  window.  Installed  or  removed  quickly 
with  special  key.  Sell  over  the  counter  for 
customer  installation. 


Get  the  complete 
story  now  .  .  . 
Write,  Wire 
or  Phone 


P.O.  Box  670 


Birmingham,  Alabama 


Mastics 

{Continued  from  Page  127) 

wa.s  started  to  infer  product  fail¬ 
ures,  while  actually  condemninir 
the  method  of  mastic  sales. 

In  all  communitie.s,  Better  Busi¬ 
ness  Bureaus  were  recruited  and 
frequently,  unsuspectingly  used  as 
a  means  of  condemning  mastics. 
Although  hundreds  of  thousands  of 
successful  installations  had  been 
made  —  isolated  cases  of  customer 


dis.satisfaction  (for  any  reason 
whatsoever)  were  magnified  out  of 
proportion  and  pointed  to  as  “typi¬ 
cal  of  all  mastics”. 

An  example  of  what  has  taken 
place  may  be  found  in  the,  Southern 
California  area,  which  is  one  of 
the  most  lucrative  painting  fields 
in  the  country.  Within  two  years 
after  its  introduction,  over  25,000 
homes  had  mastic  applied  in  Los 
Angeles  alone.  The  steps  the  paint 
manufacturers  took  to  stop  mastics 


in  this  area  can  be  better  described 
by  quoting  Mr.  Robert  Bindley, 
Editor  of  the  Western  Paint  Re¬ 
view,  (a  magazine  published  speci¬ 
fically  for  competitive  paint  manu¬ 
facturers).  In  an  October,  1953 
editorial  entitled  “The  Mastic 
Paint  Situation”,  Mr.  Bindley 
states  as  follows: 

Principal  Objection 

“The  principal  objection  has 
been  to  the  type  of  advertising  and 
selling  engaged  in  by  the  operators 
to  the  public  for  mastic  coating 
jobs.  The  campaign  against  the 
mastic  paint  situation  has  been  led 
by  Better  Business  Bureaus 
throughout  the  country.  A  very 
fine  job  has  been  done  in  this  con¬ 
nection  by  the  Better  Business 
Bureau  of  Los  Angeles.  The  first 
step  in  the  program  was  the  ap¬ 
pointment  of  J.  S.  Miller  as  Trade 
Practice  Consultant  for  the  paint 
industry,  and  the  appointment  of  a 
Paint  Advisory  Committee  to  work 
closely  with  Mr.  Miller.  The  com¬ 
mittee  consists  of  John  Vaughn, 
President  of  Sillers  Paint  and  Var¬ 
nish  Company,  Chairman;  William 
Fellows,  Vice-President  of  Old 
Colony  Paint  and  Chemical  Com¬ 
pany;  Thomas  Dowling,  Sales 
Manager  of  W.  P.  Fuller  Company; 
and  John  H.  Gudvangen,  President 
of  the  Los  Angeles  Chapter,  Paint¬ 
ing  and  Decorating  Contractors 
Association.  This  committee  has 
met  at  least  once  each  month  with 
Mr.  Miller  and  other  Bureau  ex¬ 
ecutives.  It  has  reviewed  the  w’ork 
of  the  preceding  month  and  has 
helped  plan  the  w'ork  for  the  en¬ 
suing  month  ...  It  has  supplied 
radio  and  television  commentators 
and  news  columnists  with  back¬ 
ground  and  detailed  information 
regarding  the  mastic  paint  situa¬ 
tion  for  possible  use  by  them.  It 
has  issued  appropriate  press  re¬ 
leases  to  focus  public  attention 
upon  the  problem.  It  has  prepared 
a  pamphlet  regarding  mastic 
paints,  guarantees,  warranties, 
{Continued  on  Page  130) 
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Announcing! 


The  Colonial 
SCREEN  PORCH 


CUSTOM  BUILT 
Completely  Aluminum 
PORCH  ENCLOSURE 


—  No  Maintenance  — 
—  No  Storage  — 


A  Completely  New  Product 

by  designers  of 

CUSTOM  ENCLOSURES 


—  Custom  Fit  — 

—  Lifetime  Construction  — 


^iiiiiiiiiiiiiiiii  DON'T  WAIT!'«i<>i»'ii>«<!i 

s  E 

=  Gentlemen:  Please  send  more  s 
=  informotion  on  the  NEW  = 
I  COLONIAL  SCREEN  PORCH.  | 
=  No  obligation,  of  course.  = 

=  Nome  .  S 

I  City  .  I 

=  Zone  ...  State  .  = 

illlllllllllllllllllllllllHIMIMIIIIIIIMIItllllllllllllllllllllll^ 

DISTRIBUTORS  WANTED 

COLONIALSCREENCO. 

HANOVER 
NEW  JERSEY 


I  Mastics 

{Continued  from  Page  128) 

etc.,  for  distribution  by  the  paint 
industry  and  through  lending  in- 
stitution.s”. 

As  is  evident  —  the  “Better 
Business  Bureau  Paint  Advisory 
Committee”  which  was  appointed 
to  judge  and  report  on  mastic  coat¬ 
ings —  is  entirely  composed  of 
manufacturers  of  competitive 
standard  paint  products.  And  in 
its  1953  yearly  report,  the  Los 
Angeles  Better  Business  Bureau 
stated  that  all  funds  for  the  cam¬ 
paign  against  mastics  were  ob¬ 
tained  entirelii  from  the  paint 
manufacturers  association.  The 
conclusion  is  obvious! 

This  same  technique  has  been 
applied  in  every  major  city,  as  the 
resources  of  the  entire  painting  in¬ 
dustry  both  politically,  and  finan¬ 
cially,  have  been  thrown  into  this 
all  out  war  to  stop  the  growing 
competition  of  mastics. 

Ambiguous  Stand 

The  ambiguous  stand  taken  by 
the  paint  manufacturers  in  their 
fight  against  mastics  is  evident  in 
later  editorials  where  these  same 
manufacturers  endorsed,  for  their 
ow’n  purposes,  the  very  sales 
methods  they  so  vigorously  op¬ 
posed  with  mastics. 

In  the  November  1953  editorial 
of  VV'^estern  Paint  Review,  entitled 
‘‘Time  For  More  Sales  Pressure”, 
Mr.  Robert  Bindley  states: 

‘‘The  paint  business  could  profit 
by  direct  canvassing  at  the  home- 
owner  level.  The  people  in  the  mas¬ 
tic  paint  business  have  shown  the 
way  on  this  kind  of  selling  .  .  .  We 
do  not  approve  of  their  type  of 
selling,  but  we  are  interested  in 
the  fact  that  they  did  sell  from 
personal  contact  with  the  home- 
owner.  Both  painters  and  dealers 
can  apply  this  .same  method.  The 
painters  to  sell  their  services  on  a 
monthly  pay  deal  and  have  them 
financed  through  the  FHA.  The 
dealers  could  employ  salesmen  on 
a  commission  basis  to  interest  the 


home-owner  in  painting  and  sell 
him  the  paint”. 

The  fact  that  the  paint  manu¬ 
facturers  are  now  encouraged  to 
follow  the  pattern  of  mastic  sales 
is  evidence  again  that  progre.ss 
cannot  be  stopped. 

The  paint  vs.  mastic  situation  is 
typical  of  similar  controversies 
that  have  occurred  throughout  the 
years  —  butter  vs.  oleomargarine, 
radio  vs.  television,  the  automobile 
vs.  the  horse  and  buggy  —  in  fact 
whenever  a  better  way  of  doing 
something  is  developed,  it  is  slan¬ 
dered,  ridiculed  and  damned  by  the 
old-line,  old-timers  who  stand  in 
the  path  of  progress. 

The  fact  that  the  mastic  manu¬ 
facturers  have  successfully  with¬ 
stood  the.se  onslaughts,  and  daily 
increa.sed  .sales  of  mastic  is  indica¬ 
tive  of  their  confidence  in  their 
products  and  the  public  demand 
for  mastics. 

As  each  year  passes,  a  greater 
history  of  mastic  products  is  de¬ 
veloped  —  no  longer  can  competi¬ 
tive  paint  interests  deride  mastics 
as  unproven  and  untested.  Each 
day  new  mastic  application  on  gov¬ 
ernment  and  industrial  installa¬ 
tions  plus  thou.sands  of  residential 
units,  are  proof  of  the  recognition 
of  mastic  quality,  and  goodwill.  It 
cannot  be  denied  that  mastics  have 
now  become  an  accepted  part  of 
the  American  home.  The  future  of 
mastics  is  certain. 


Awning  Dealer 

{Continued  from  Page  55) 

sales  story  in  its  entirety.  The 
‘‘Specialized  Salesman”  has  a  much 
better  opportunity  to  acquire  a 
more  complete  knowledge  of  his 
product,  but  also  his  customers  re¬ 
actions  to  his  product  and  how'  to 
hurdle  the  objections  that  are  in¬ 
herent  to  this  or  any  other  product. 

Not  to  be  overlooked  is  the  time 
and  expense  involved  in  teaching 
men  to  sell  varied  products.  With 
todays  turnover  of  sales  personnel, 
can  you  as  an  owner  or  sales  man- 
{Continued  on  Page  132) 
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. More  exclusive  fea- 

tures  thon  any  other 
//  awning  window 

New  more  practical  9"  vent$. 

/-/  '  Allaluminum  3''heavy extrusions. 

Nylon  bearings  used  throughout. 

SECUR-LOCK  operator  for  fool 
//  simple  easy  operation. 

- ■"  Vents  lock  automatically  when 

closed.  No  lever  to  pull. 

yy  Smaller  vents  are  PROWLER 

PROOF  even  when  in  open 

No  opening  at  top  vent  even 

One  piece  drip  cop  design. 

j  j  Open  to  full  ventilotion  and 

j  j  positive  weathertight  closing 

*"  on  oil  vents. 

J  K-D  Installation. 

J"'  he  Vent  Vue  Louver  Awning  Window  is  the  result  of  years  of  experi¬ 
ment,  development  and  experience.  Different,  New  and  Beautiful,  a 
modern  economical  prime  window  design  for  homes,  offices,  hotels, 
schools  and  hospitals.  You  won’t  find  the  Vent  Vue  features . . .  not 
even  by  another  name  ...  on  any  other  winoow. 


Some  Dealerships  are  still  available. 

Write  for  complete  information  on  Vent 
Vue  Jalousies  and  Louver  Awning  Win¬ 
dows  with  descriptive  literature,  prices  and 
full  details. 


90  Beacom  Boulevard  Miami,  FIq 
Phone  4-2531 


&  Home  Improvement  Dealer 


131 


TWO  big  improvements 
NO  increase  in  price 


3  SIZES 

FROM  WHICH 
TO  CHOOSE 


NEW  BAKED-ON  FINISH 

Special  haked-on  protective  coating  retains  a  "like  new”  soft 
brushed  satin  appearance  for  years.  This  new  finish,  not  a 
liHiiiior.  eliminate-  tarnishing  oxidation,  won't  crack  or 
peel.  (]lear  natural  finish  or  in  color  on  special  order 

40%  OREATEB  STRENGTH 

Specifications  of  a  new  aluminum  alloy  result  in  screen 
frames  that  test  40%  stronger  than  the  average  aluminum 
frames  now  available! 

rou  CAN  FRONT  MORE  BY  GIVING  MORE  IN  >541 

This  is  big  news  in  the  aluminum  screen  industry — welcome 
news  for  your  customers.  Never  before  has  a  fabricator  of 
aluminum  screen  frames  offered  so  much  for  so  little! 

Be  the  first  to  offer  more,  sell  more,  profit  more  in  your 
trade  area.  Remember,  you’ll  profit  more  by  giving  more 
in  ’.S4! 


T 

r 

± 


L.  S.  WILSON  MFG.  CO. 

7421  S.  LOOMIS  •  CHICAGO  36,  ILLINOIS 

Plaasa  sand  foil  details  on  your  low  cost  Wilson  Aluminum  Screens. 
I  am  o _ dealer _ distributor 


ADMESS- 


CITY- 


-ZONf. 


All  frames  are  made  of 
new  40%  stronger  alumi¬ 
num  alloy  stock.  Note  ex¬ 
tra  large  core  size,  which 
gives  added  strength  and 
rigidity.  Frames  are  so 
stable  that  no  crossbar  is 
needed  for  screens  up  to 
40'x72'. 


Awning  Dealer 

(Ctnifinited  front  Page  130) 
ajrer  afford  to  .spend  the  time  and 
money  involved  in  teaching:  each 
.salesman  various  products.  It 
hardly  .seems  advi.sable.  After  all, 
we  are  all  intere.sted  in  volume 
aren’t  we?  Then  lets  look  at  our 
"Specialized  Sale.sman.” 

To  make  a  man  thoroughly 
familiar  with  one  product  can  be 
done  in  a  very  short  time.  If  you 
Io.se  him,  you  can  easily  retain 


another  .speciali.st  to  take  his  place. 
Kven  installers  are  affected  by  the 
course  of  action  you  take.  Can 
you  even  afford  to  train  men  to 
install  and  measure  items  that  are 
not  top  .seller.s.  The  key  to  success¬ 
ful  in.stallation  or  application  of 
any  product  is  the  workmen’s 
familiarity  with  the  product.  Men 
who  are  daily  doing  the  .same  job 
can  in.stall  more  at  less  cost  and 
do  a  better  quality  job  than  a 
workman  who  does  the  job  occa¬ 
sionally.  You  mu.st  also  remember 


that  this  quality  work  will  mean 
trouble  free  installations  which  in 
turn  brings  repeat  and  referred 
busine.ss. 

Now  we  come  to  advertising  and 
promotion  which  certainly  can  not 
be  overlooked  in  any  busine.ss  and 
can  be  a  blessing  or  a  burden.  It 
is  my  belief  that  not  only  can 
advertising  and  promotion  be 
simplified  and  le.ss  expensive  in 
specialized  selling  but  that  it  is 
more  effective.  You  can  capture  a 
single  market  if  you  spend  enough 
thought  and  money  on  your  prod¬ 
uct,  but  try  to  capture  or  even  l)e 
effective  in  two  or  more  fields  at 
the  .same  time  and  see  what 
happens.  You’ll  spend  plenty  of 
bucks  and  achieve  little  in  the  way 
of  getting  recognized  as  the  top 
volume  company  in  any  one  of  the 
fields.  One  thing  that  can  not  be 
forgotten  is  that  the  more  your 
company  name  becomes  a.s.sociated 
with  your  product,  the  more  chance 
you  will  have  of  getting  first  crack 
at  a  new  prospect.  In  other  words, 
it  is  highly  advantagious  for  a 
company  to  have  their  name  .syn- 
onimous  with  a  product.  That’s 
when  you’ve  “Got  it  made.’’ 

I  am  firmly  convinced  that  by 
Specialized  Selling  a  .salesman  and 
also  a  company  can  do  a  far  more 
thorough  job  with  le.ss  wasted 
effort  and  expen.se  than  can  be 
done  with  Diversified  Selling.  Erie, 
Pa.  is  a  very  good  example  of  this. 
The  top  outfits  in  dollar  volume 
in  each  of  three  home  specialty 
fields  there  are  specialized  in  only 
one  individual  field,  and  not  one 
of  them  is  campaigning  for  other 
than  his  own  individual  “Baby." 
Maybe  that’s  why  they  are  tops 
in  their  .sales? 

About  now  you’ll  probably  be 
.saying,  “But  look  at  the  leads  that 
you  must  run  across  while  working 
that  concern  other  products.  Why 
waste  them.’’  They  are  not  wasted 
since  the.se  companies  have  de¬ 
veloped  a  reciprocal  agreement 
among  them.selves  where  leads  per¬ 
taining  to  their  product  are  turned 
over  to  them  and  salesman  of  the 
(Contitined  on  Page  135) 
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Look  at  these  **BUY-APPEAL”  Features! 


Yet  the  cost  to  you  is  amazingly  low! 

SOSOn-"'  Seoson-a  I 

'  JSeown-allCo""  1 

.^^e^o^^o^^ll,SaeeoOoor.  I 

b\no'>o'^  — * 


AVAILABLE  ASSEMBLED  OR  K  D! 

Engineered  for  simple  K-D  assembly.  No  invest¬ 
ment  in  expensive  equipment  necessary.  All  you 
need  is  a  mallet,  screwdriver  and  drill. 

Acclaimed  at  the  NERSICA  Show! 


Nationally  distributed  by 
Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


•  Permanent,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 

•  Interlocking,  weathertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  'round,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 


Here's  a  product  you'll  really  be  proud  to  sell 
— the  new,  all-new  Season  all  Triple-Track 
Combination  Window.  Season-all  has  every  fea¬ 
ture  your  customers  want  and  need  in  a  com¬ 
bination  window!  In  foct,  it's  the  finest  com¬ 
bination  storm  window  on  the  market  today. 
Season-all  engineers  give  you  a  triple-track 
window  that  octually  works.  All  the  problems 
found  in  ordinary  types  have  been  eliminated. 
Here  is  a  storm  window  that  is  service-free  and 
guaranteed  to  give  customer  satisfaction. 
We  ll  be  glad  to  send  you  complete  details  or 
arrange  a  demonstration  at  your  convenience. 
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Get  HEP.  Mr.  President! 


Kill  Flies 

I  oilier  wliiged 


FT-180  Door  Insectocutor 
-  and  portable  traps  and 
yard  panels  - 
provide  certain,  safe 
low-cost  protection 


Sell  this  popularly  priced, 
time-proven  equipment 


Just  as  the  history-making  develop¬ 
ments  of  the  past  have  piled  up  profits 
for  those  who  were  alert  enough  to  get 
behind  them  early,  so  Gardner  elec¬ 
trified  fly-killing  equipment  offers  you 
a  golden  business-building  opportunity 
today. 

These  electrified  screens  have  been 
proven  effective  wherever  they  have 
been  used  by  the  nation's  leading  dairy 
and  food  processing  plants.  They  are 
attractively  made  to  fit  over  any  door, 
residential  or  commercial,  and  they  plug 
into  any  light  socket.  It's  as  simple  as 
that  —  anyone  can  do  it.  Operating 
costs  average  less  than  a  penny  a  day. 

Gardner  is  the  pioneer  manufacturer 
of  electric  screens,  holds  the  basic  pat¬ 
ent  and  builds  only  quality  equipment 
that  you  can  stake  your  reputation  on. 
Write  today  for  full  information  and 
profitable  dealer  proposition. 


Gardner  Manufacturing  Co. 

4554  Kansas  St.,  Horicon,  Wisconsin 


New  Products 

{Continued  from  Page  104) 

featurinf?  its  new  quality  line  of 
heavy  gauge  aluminum  ba.sement 
windows. 

The  new  WINDALUM  display 
features  a  basement  window 
mounted  on  a  lightweight  alumi¬ 
num  .stand  together  with  a  bril¬ 
liant,  two-color  display  board  with 
an  attached  literature  container. 


Constructed  of  long  -  wearing, 
heavy  gauge,  silver  sheen  alumi¬ 
num,  VVINDALUME’s  economy- 
priced  basement  windows  are 
rustproof,  moisture-resistant 
(especially  important  in  ba.se- 
ments),  require  absolutely  no 
painting  or  maintenance.  In  addi¬ 
tion,  the.se  windows  are  easy  to 
install  and  work  freely  even  after 
years  of  u.se.  WINDALUME  base¬ 
ment  windows  are  made  of  heavy 
gauge  68S-T5  extruded  aluminum 
throughout  with  the  main  .sa.sh 
frame  —  .125"  thick. 

Windalume  Corporation,  Dept. 
BS,  Kenvil,  New  Jersey. 

«  *  * 

Hardware  Display  Kit 
Now  Available 

A  new  Pocket  Door  Hardware 
Display  Kit  has  been  announced 
by  Leigh  Building  Products  Divi- 
.sion. 

It  is  ideal  for  .salesmen’s  use  or 
a  window  or  counter  display.  The 
unique  con.struction  permits  cus¬ 
tomers  to  actually  .see  design  fea¬ 
tures  of  the  track  and  hangers. 

{Continued  on  Page  138) 


ARE  YOU  GETTING  ALL  THE  BUSINESS 
YOU  WANT  FROM  THE  LUCRATIVE 
CHICAGOLAND  MARKET? 


If  the  hit-or-miss  expensive  visits  by  your 
home-office  personnel  are  not  sufficient  for 
doing  the  Chicagoland  job,  get  HEP.  If  your 
distributors,  K.D.  plants,  dealers  are  not  get¬ 
ting  the  help  they  need  in  today's  sensitive 
market  get  HEP.  Now  you  can  have  24  hour 
a  day  control  of  your  Chicagoland  accounts  for 
maximum  sales  and  profits.  HEP  will  find  and 
set  up  new  accounts  for  you.  HEP  is  paid  on 
an  incentive  basis  so  you  take  no  risk. 

HEP  Associates  are  seasoned  top-notch  men 
experienced  in  every  phase  of  home  improve¬ 
ment,  particularly  in  the  rich  Chicagoland 
area.  HEP  will  secure  the  best  outlets  for  you; 
HEP  will  recruit,  hire,  train  and  inspire  sales 
help  for  those  outlets;  HEP  will  assist  in  plan¬ 
ning  and  executing  promotions  best  suited  to 
this  market;  HEP  will  assist  in  setting  up 
operations  of  assembly  and  .service.  And,  most 
important,  HEP  stays  on  the  scene  to  follow 
thru 

HEP  Associates  will  concentrate  on  the  greater 
Chicagoland  market  (100  mile  radius).  HEP 
will  represent  only  one  manufacturer  from 
each  non-competing  line.  For  Chicago,  get 
HEP. 

Home  Enrichment  Corporation 

8825  S.  Constance  Ave.  Chicago,  III. 

Telephone:  SAginaw  1-8226 


DEALERS  -  -  -  - 


TOP  VENTILATION! 


TOP  SCREEN 
OPERATES 
AUTOMATICALLY 
WITH  USE  OF 
STORM  SASH 


ALL  BUILT 
IN  TO  A 
TRIPLE  TRACK 
EXTRUOED 
ALUMINUM 
WINOOW 


EXCLUSIVE 

WITH 


DuO'Vlent 


Patent  itending 


STORM  &  SCREEN  WINDOWS 
ONLY  WINDOW  OF  ITS  KIND 


NO  COMPETITION! 

WriTE  NOW  FOR  PRICES,  SAMPLE, 
DETAILS  ON 

FRANCHISED  DEALERSHIPS 
VALUABLE  EXCLUSIVE 
TERRITORIES  AVAILABLE 


ALUMINUM  WINDOW  DIVISION 

VOLCANO  BURNER  CORP. 
3612  E.  Tremont  Ave.,  N.  Y.  61,  N.  Y. 
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Awning  Dealer 

{Continued  from  Page  132) 

other  company  is  given  a  5%  re¬ 
ferral  commission.  This  set  up  has 
worked  satisfactorily  and  has 
created  a  harmonious  relationship 
among  these  companies  and  we’ve 
found  it  also  results  in  a  greater 
percentage  of  closures.  I  feel  that 
this  is  only  one  more  of  the  many 
advantages  that  a  “Specialized 
Salesman”  has  over  the  “Diversi¬ 
fied  Salesman.”  In  other  words. 
I’ll  grant  you,  you  can  spray  a 
larger  radius  with  a  shot  gun  than 
you  can  with  a  rifle  —  but  how 
many  “kills”  will  your  scatter  shot 
average,  unless  you’re  after  “Small 
Game.”  In  todays  .selling  market 
we’re  after  “Big  Game”  and  we 
must  get  and  clo.se  a  high  percent¬ 
age  of  our  prospects  to  keep  that 
“Kill”  average  high. 


AlumaHc  Meeting 

{Continued  from  Page  64) 

added  which  now  makes  it  impos¬ 
sible  for  the  Royal  to  sag,  and  that 
an  attractive  knob-type  latch  had 
been  added  for  extra  safety  and 
beauty.  A  partial  survey  of  the 
crowd  .showed  that  dealers  felt  the 
new  door  would  be  even  more  suc¬ 
cessful  than  the  original  Royaldoor, 
which  enjoyed  such  .sales  succes.ses 
in  1953  —  its  first  year  on  the 
market. 

The  low  -  co.st,  three  -  channel 
aluminum  combination  window 
brought  acclaim  from  all  the  at¬ 
tending  dealers.  The  new  window 
is  a  feature-packed,  high-quality 
product  which  has  been  designed  to 
.sell  below  many  of  the  indu.stries 
“budget”  window's. 

The  new  unit  w’ill  incorporate 
three  full  channels  for  true  self¬ 
storage,  and  an  ingenious  in.sert 
removal  principle.  The  frame  of 
this  window'  w'ill  be  as.sembled  in 
one  piece  for  easy  installation.  It 
comas  in  answer  to  trade  demands 
for  a  companion  item  to  the  ex- 

{Contmued  on  Page  136) 


W  SEll  ^ 
7  STORm  uiinDouis 
RETHIl  HT 

MAKE 

L  |u  £  MONEY 


ANY 

SIZE 

WINDOW 


fl 

iiy 

^  STOP 

LOSING  SALES 

eyQp  Installation 
Headaches 

STOP  Wo'rying- 
Period 

START 

HAVING  PEACE  OF  MIND 

doing  it  the 
easy  way 

WE  ARE  THE  m 
STORM  WIZARD 
MEG.  (0. 


!  :  I 


WE  HAVE  THE 
AHSWER- 
IT’S  YOURS  FOR 
THE  ASKIHG 

Call  or  Write  Now 
FOR  COMPLETE 
INFORMATION 


Mfrs.  of 
3-Track 
Fleetwood 

Ar  Neil 


SEE  PAGE  173  for 
CLASSIFIED  AD  DEPARTMENT 

Only  25  cents  per  word  —  Minimum 
$5.00  per  insertion. 
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72  HOWS 

TO  GO  ■  ■  ■ 

.  .  .  from  your  order  to  delivery  I  Thot't  the 
woy  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  ■  TRACK  ell- 
oluminum  Storm- 
Screen  Window  .  .  . 

for  budget-wise 
buyers  with  oufo- 
motic  locking  oc- 
tion,  self-storing. 


THREE  • TRACK 
ell  aluminum 
Storm-Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  and 
bottom  venfobil- 
ify,  no  track  re¬ 
moval  and  4- 
side  expansion 
ore  a  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Laurie. 


All  Aluminum 
Storm  -  Screen  Door. 

Z-Bar  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  at  remorkably 
ottracfive  cost. 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operotion.  Louvre 
unit  uses  no 
screws,  procfically 
installs  itself  in  o 
jiffy.  Rotor  oper- 
oted,  choice  of 
gloss,  built-in  rain 
cap. 


FIVE  PLANTS  TO  SERVE  YOU  .  .  . 
FINE  PRODUCTS  AT  COMPETITIVE 
PRICES  IN  EVERY  MARKET  AND  ON 
ANY  PROMOTION  LEVEL. 


STEPHEN-LAURIE 

manufacturing  company 

5913  23  Ricfge  Ave.,  Philadelphia  Pa. 
Ivy  Ridge  2-6660 


I  Alumatic  Meeting 

I  {Continued  from  Page  135) 

[  tremely-successful  Velglide  3-chan- 
i  nel  window  which  can  be  offered  to 
i  the  price-conscious  buyer  who  will 
!  not  compromise  with  quality.  The 
'  Velglide  model  also  met  with  praise 
at  the  show. 

Alumatic’s  new  “Pathway  To 
Profits”  plan  was  revealed  to  the 
I  many  dealers,  showing  them  in  de¬ 
tail  how  to  “make  more  in  ’54  with 
the  new  Alumatic  plan  for  more 
dealer  profits.  In  addition,  Mr.  Len 
:  Preyss  of  Building  Specialties 
magazine  spoke  on  “Selling  Hard 
!  in  1954,” — a  subject  vital  to  every- 
;  one  in  attendance. 

The  biggest  surprise  of  the  meet¬ 
ing,  however,  came  when  Alumatic 
i  officials  unveiled  the  newest  mem- 
i  ber  of  the  Alumatic  family  of  fine 
I  products — a  full  line  of  Color  Co- 
:  ordinated  aluminum  awnings  and 
canopies.  Packed  with  sales  fea¬ 
tures,  the  new  aw’ning  seems  des¬ 
tined  for  great  success.  It  is  rug¬ 
gedly  constructed  of  sturdy  alum¬ 
inum  in  a  horizontal  design  and 
heavy-duty  stainle.ss  steel  bracing, 
and  features  “Magic  Light”  control 
for  .softer  light  and  brighter  rooms. 

Exclusive  “Ventrol”  ventilation 
control  and  Lok-Tite  construction 
for  greater  strength  also  have  been 
incorporated.  At  pre.sent,  Alumatic  j 
awnings  are  available  in  six  deco¬ 
rator  -  .styled  colors  —  Gay  Yello, 
Sparkling  Burgundy,  Parkway 
Green,  Cool  White,  Satin  Alum¬ 
inum,  Autumn  Brown,  and  Ivory. 
Every  awning  has  a  valance  gutter  ' 
to  funnel  off  rain,  and  an  exclusive 
adjustable  pitch  control.  They  can 
be  installed  easily  in  very  little  . 
time.  j 

The  coloi'-coordination  feature  is 
another  Alumatic  fir.st.  Each  louvre 
can  be  removed  easily  and  quickly 
without  tools — the  user  just  snaps  ^ 
them  out — which  means  that  many 
different  color  combinations  can  be  | 
achieved  whenever  nece.s.sary. 
Louvres  are  locked  together  in  a 
unique,  patented  manner  so  that 
even  though  they  snap  in  and  out 

{Continued  on  Page  139) 


CADILLAC... 

THE  WINDOW  THAT  HAS  INCREASED 
SALES  AND  PROFITS 
FOR  DEALERS 
/.W  AM.  EVERYWHERE!! 


THE  ALL-NEW 

TRIPLE.TRACK 

ALUMINUM 

COMBINATION 


Tli«  moif  "fallitd-of"  window  in  tho 
duitry  fodoy  ,  .  .  wifk  moro  odvoncod 
Toofurot  flion  any  ofhar  tform  taih  on  fko 
market.  Truly  the  "monarch  of  thorn  ol." 
Conitruefad  entirely  of  top  quality  alu¬ 
minum  aitruiions,  this  it  the  ono  tolf- 


FROM  ESTABLISHED 


DEALERS  &  DISTRIBUTORS 


Nitionally  OittribitcU  by 


JERITH  SALES  CO. 


JERITH  MANUFACTURING  C0,inc 

2025  E.  BOSTON  ST.,  PHILADELPHIA  25,  PA 

GArfield  3-1407 


G^Zlill^XRIJ 


SBMiZINGl^iiNNEI 

jKOMtoUNDEOj^l^ 


Jorene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  draffs,  dirt  and  rain. 

For  all  windows — wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25  i 
years.  Send  prints  for  quotation.  Samples  sent 
on  request.  I 


Costa  so  little  -  •  Adds  so  MUCH/ 
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/W  (9th}  Edition 

Roofing,  Siding 

and  Building 
Specialties  Manual 

The  only  reference  volume  of  its  land  in  this 
field.  So  valuable  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  con  help  you 
dozens  of  ways  to  make  more  money. 

Readers  rove  about  the  MANUAL.  Here's  a  few 
quotes  from  letters:  "A  valuable  book  for  any¬ 
one  in  the  business."  .  .  .  "Your  publication  has 
helped  us  a  great  deal."  ...  "I  wouldn't  be  with¬ 
out  it."  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 

WRITE  FOR 
YOUR  COPY 
TODAY! 

Don't  Miss  These  Important 
Articles  in  the  1954  Edition: 

★  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR¬ 
TANT  TOPICS  AS  MANAGEMENT.  RECORD 
KEEPING,  NEW  TOOLS  AND  PRODUCTS. 

★  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS,  ALUMI¬ 
NUM  AWNINGS,  JALOUSIES,  PLASTIC  TILE. 

★  COMPLETE  SECTIONS  ON  SELLING,  TRAIN¬ 
ING  SALESMEN,  ADVERTISING,  BUILDING 
YOUR  VOLUME,  etc. 

★  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 

SIDING,  STEEP  ROOFING,  METAL  ROOFING. 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


ISO  pages  crammed  full  of  valuable  inior- 
malion  on  EVERY  phase  of  your  business. 
Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


BUILDING  SPECIALTIES  « 

HOME  IMPROVEMENT  DEALER 
425 — 4lh  Ave..  N.  Y.  16.  N.  Y. 

Please  send  me . copies  of  the  MANUAL 

NAME  . TITLE  . 


COMPANY 

ADDRESS 


<S  Home  Improvement  Dealer 
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ACME  DIE  CORP. 

LOUISBURG  •  NORTH  CAROLINA 


Box  2B3 


Phone:  Louisburg  681-1 


Manufacturing  Franchise 
Now  Available  in  .  ,  . 

3-TRA(K  COMBINATION 
STORM  WINDOWS 

H«‘rp*.»  your  clianre  to  greatly  inerease 
>oiir  profit  margin  with  a  inaniifarturing 
fraticlii>e  on  a  heavy  duty  all  extrmled 
alninituini  !f-trark  window.  \\  rite  today 
for  details. 

For  information  write  Box  4S7 

BUILDING  SPECIALTIES  &  Home  Improvement  Dealer  425  Fourth  Avenue,  New  York  16,  N.  Y. 


MORE 
PROFIT 
.  . . for 
you . . . 


New  Products 

(Continued  from  Page  134) 

Every  component  of  the  hardware, 
including  prefabricated  steel 
jambs,  header,  etc.  is  shown,  yet 
the  display  is  very  compact. 


ALI'IIME  K. 

D.  DEALERS 

Aluminum 

TRADE  MARK  Guaranteed  by  ^ 

\.  Good  Houvekeeping  J 

<gtn' wo 

WANTED 

ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 

COMBINATION  ALUMINUM  WINDOW 

A  really  trouble-free  triple  track  window.  Flasiesit  possible  assembly 
and  installation.  ^  ill  outsell  any  competition  on  demonstration. 

Manufacturer's 

ALL-TIME  MFG.  CO.,  INC. 

Franchise  Available 

293  PARK  STREET 

.  Write  us  if  interested . 

NEW  BRITAIN,  CONN. 

It  is  attractively  finished  in 
orange  and  natural  wood,  with 
polished  brass  and  plated  hard¬ 
ware.  A  built-in  carrying  handle 
aids  salesmen  and  increases  port¬ 
ability.  Overall  size,  221/h"  long, 
18*4'  high,  vvide. 

Leigh  Building  Products  Divi¬ 
sion,  Dept.  BS,  Air  Control  Prod¬ 
ucts,  Inc.,  Coopersville,  Michigan. 
*  *  * 

Vikon  'Chromatizes' 

Its  Steel  Tile 

Enameled  steel  tile,  one  of  the 
most  popular  lines  of  wall  cover¬ 
ings  made  by  the  Vikon  Tile  Cor¬ 
poration  is  now  chromatized  to 
provide  additional  resistance  to 
corrosion. 

A  special  coating  of  zinc-chrom- 
ate,  generally  regarded  as  an  out¬ 
standing  corrosion  inhibitor,  is 
applied  on  the  tile  before  it  re¬ 
ceives  one  of  Vikon’s  26  decorator 
colors — the  protective  coating  com¬ 
pletely  enveloping  the  steel  tile. 

By  coating  the  face  and  back  of 
the  tile  and  particularly  the  edges, 
Vikon’s  Research  Department  be¬ 
lieves  this  coating  neutralizes 
various  types  of  contamination 
that  normally  affect  enamel  or 
steel,  as  well  as  giving  additional 
resistance  to  development  of  corro¬ 
sion. 

Vikon  Tile  Corp.,  Dept.  BS, 

Washington,  N.  J. 

*  ♦  ♦ 

(Continued  on  Page  153) 
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you  CAN’T  BEAT  THESE 
CANOPY  &  PORCH  POSTS 

■’V-V 


iimmil 


I  I  COSTS 


as 

little  as 


$445 


I 


Patents  Applied  for 


SPECIFICATIONS 

Welded  seam  steel  tubing,  16  gg..  2 

diameter,  8*0”  long.  Packed  6  per  box. 

Two  cast  aluminum  flanges,  5 Vi"  square. Pad^ed 

One  cost  aluminum  cop,  flanged  for  attach-  i  12 


sets  per 
box 


ing  upper  end. 

Bolts  and  screws  included. 

Add  Pre-Kut  scrolls  and  pickets  as  required. 

All  ports  painted  1  coat  black  zinc  chromate. 

WRITE  ORNAMENTAL  IRON 

TODAY!  RAILINGS 

Manufactured  ExclusiTely  by 


DALLAS  IRON  &  WIRE  WORKS,  INC. 

6025  Denton  Dr.  P.  O.  Box  7202 

Copyright  1953  by  DIWWI 


Dallas  9.  Texas 


Alumatic  Meeting 

{Continued  from  Page  136) 

easily,  they  will  never  be  loose  or 
rattle. 

A  "preview”  performance  for 
Alumatic’s  own  dealers  on  Febru¬ 
ary  15th  preceded  the  meeting, 
which  featured  separate  retail  clin¬ 
ics  for  sales  personnel.  Mr.  Joseph 
Zitomer,  Alumatic  president,  key¬ 
noted  all  sessions  and  Mr.  Arthur 
Weiss  was  Chairman.  Other  por¬ 
tions  of  the  program  were  con¬ 
ducted  by  Mr.  Irving  Moss,  Alum¬ 
atic’s  general  manager  and  direc¬ 
tor  of  sales,  Mr.  Ned  Krasny,  field 
manager,  and  other  members  of  the 
Alumatic  organization. 

Alumatic  officials  were  greatly 
pleased  with  theoverwhelming  ac¬ 
ceptance,  both  by  their  own  dealers 
and  by  prospective  dealers  as  well. 

They  were  also  very  pleased  at 
the  equally  enthusiastic  turnout 
experienced  at  the  Chicago  "Path¬ 
way  to  Profits”  meeting  which  was 
held  for  dealers  located  west  of  the 
Alleghanies  in  Chicago  at  the  Park 
Sheraton  Hotel  on  March  8  and  9. 


B.  S.  Reporter 

{Continued  from  Page  70) 

The  four-day  event  attracted  a 
registration  of  approximately  1200 
industry  members  representing 
over  500  companies  engaged  either 
directly,  or  indirectly  in  the  manu¬ 
facture  and  sale  of  Venetian  blinds. 
Invitations  to  attend  the  industry 
trade  show,  which  was  not  open  to 
the  public,  were  sent  to  decorators, 
dealers,  architects,  department 
store  buyers,  and  institutional  buy¬ 
ers  throughout  the  country. 

Principal  guest  speaker  for  the 
meeting  was  The  Honorable  Walter 
Williams,  Under  Secretary  of  Com¬ 
merce  of  the  U.  S.,  who  addressed 
the  Venetian  blind  group  on  the 
appropriate  subject  of  "Blind 
Leaders”.  Other  non-industry 
speakers  were  W.  Gayle  Starnes, 
Chief  of  Staff,  Civil  Defense  Train¬ 


ing  Center,  who  spoke  on  the  sub¬ 
ject  of,  "Defense  of  the  Nation”; 
Vernon  C.  Myers,  Publisher,  Look 
Magazine,  who  spoke  about  "What’s 
Ahead  for  Business”;  Willis  S. 
MacLeod,  Director,  Standards  Di¬ 
vision,  General  Services  Adminis¬ 
tration  whose  subject  was  "In¬ 
dustry’s  Concern  in  Government 
Standards”,  and  George  P.  Lamb, 
Kittelle  &  Lamb,  who  spoke  of 
"The  V.B.A.A.  and  the  Law”. 

Exhibit  hall  for  the  Trade  Show 


was  on  the  mezzanine  floor  of  the 
Sherman  Hotel,  and  a  wide  variety 
of  new  products  for  window  deco¬ 
ration  were  unveiled  for  the  first 
time  at  this  show. 

If  *  * 

Aluminum  Supplies 
Plentiful  and  Available 

Non-integrated  aluminum  fabri¬ 
cators  should  have  no  worries 
about  availability  of  aluminum,  an 

{Continued  on  Page  140) 
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B.  S.  Reporter 

{Continued  from  Page  139) 

Aluminum  Company  of  America 
spokesman  said  today. 

In  some  quarters  confusion  fol¬ 
lowed  a  recent  Government  news 
release  which  said  “More  than  70 
million  pounds  of  primary  alum¬ 
inum  made  available  as  a  result 
of  production  from  new  facilities 
will  be  purchased  by  independent 
fabricators  during  the  first  quar¬ 
ter  of  1954,” 

The  amount  purchased  by  these 
fabricators  during  the  last  quarter 
of  1953  was  considerably  in  excess 
of  the  70  million  pound  figure  and 
this  led  some  persons  to  believe 
that  less  metal  had  actually  been 
offered  to  them. 

Supplies  of  aluminum  are  plen¬ 
tiful,  the  Alcoa  spokesman  said, 
and  producers  have  made  available 
substantially  more  than  these  non- 
integrated  users  elected  to  pur¬ 
chase  in  the  first  quarter. 


Second  Canadictn  Dist. 
Named  By  Republic 

An  intensive  kitchen  planning, 
installation  and  sales  program  was 
announced  today  by  Trans-Canada 
Electrical  Appliances,  Ltd.,  of 
Toronto,  newly  appointed  Republic 
Steel  Kitchens  distributor. 

D.  D.  Martin,  president  of  the 
distributing  firm,  said  several 
representatives  of  Republic  Steel 
Corporation’s  Berger  Manufactur¬ 
ing  Division  in  Canton,  O.,  were 
in  Toronto  to  assist  the  Trans- 
Canada  sales  force  in  launching 
the  new  line. 

He  invited  interested  dealers 
and  consumers  to  see  the  Republic 
Steel  Kitchen  line  —  the  world’s 
only  ore-to-store  steel  kitchen — at 
the  Trans-Canada  showrooms,  120 
Wicksted  Avenue,  Leeside,  Toronto, 
Trans-Canada  will  distribute  Re¬ 
public  Steel  Kitchens  throughout 
Ontario. 

Trans-Canada  launched  its  Re¬ 
public  Steel  Kitchens  sales  pro¬ 
gram  with  a  display  at  the  Cana¬ 


dian  Furniture  Mart,  where  the 
new'  line  made  its  Ontario  debut. 

The  distributing  firm,  which 
also  handles  Superflame  oil  and 
gas  space  heaters  and  Ingersoll 
washing  machines,  assigned  five  of 
its  top  men  to  the  Republic  Steel 
Kitchens  program. 

Trans-Canada  Electrical  Appli¬ 
ances  is  the  second  Republic  Steel 
Kitchens  distributor  franchised  in 
Canada.  Marshall-Wells  Company, 
Limited,  of  Winnipeg,  Man.,  han¬ 
dles  the  line  in  western  provinces. 
*  *  * 

Mfrs.  Representative  Service 
Organized  in  Chicagoland 

Leo  B,  Heller  has  a  .service  of 
interest  to  manufacturers  of  vari¬ 
ous  products  in  the  building  spe¬ 
cialty  field,  who  are  interested  in 
.strengthening  their  di.stribution 
and  selling  in  the  Chicagoland 
area. 

Mr.  Heller  has  organized  a  serv¬ 
ice  known  as  the  Home  Enrichment 
Products  Associates  (HEP),  who 


Whether  it’s  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALB^R 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 

CALBAR  PAINT  &  VARNISH  CO. 

Manufacturert  of  Technical  Products 
2612-26  N.  Martha  St.  •  Phila.  25,  Pa. 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 

Many  exclusive  features  that 
are  practical  and  dependable 
make  SCHWAB  the  choice  on 
any  type  of  building,  resi¬ 
dential  or  commercial. 

WRITE  FOR 

DEALER  PROPOSITION 


North  Miami  Avo.  at  39th 
MIAMI,  FLORIDA 
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It’s  the  name 

behind  the  window... 


In  considering  a  storm  window  dealership,  please  remember; 
o  storm  window  is  only  os  good  os  the  name  that  stands  behind 
it. 

WINSULITE  is  one  of  the  country's  oldest  and  leading  names 
in  the  storm  window  industry,  second  to  none  for  quality,  value, 
service,  with  the  lowest  price  for  the  highest  quality  in  the  field. 

Before  you  take  on  any  dealership,  be  sure  you  see  the 
WINSULITE  3-Track  "Calendarite" — the  storm  window  with  this 
famous  name  in  back  of  it.  Write,  wire,  or  phone  for  details. 


Winsulite  Mfp.  Co.  BS 

721  N.  Central  Ave. 

Balto.  2,  Maryland 
Gentlemen: 

I'd  like  to  take  o  look  at  the  A-9  3-Track. 
Send  me  details. 


Name  . 
Address 
City.... 


State. 


Winsulite  Mfg.  Co.  —  Baltimore  2,  Md. 
EAstern  7-dM7 

YOUR  HANDS  ARE  ALL 
YOU  NEED  ...  to  assemble 
Winsulite  Storm  Windows  .  .  . 


will  function  as  manufacturers’ 
representatives  in  Chicagoland  for 
a  select  group  of  building  specialty 
manufacturers. 

Mr.  Heller  has  had  more  than 
twenty  years  of  experience  as  a 
salesman  and  sales  manager  in 
building  specialties  and  has  done 
special  work  in  sales  training  and 
merchandising  in  the  building  spe¬ 
cialty  field.  His  previous  experi¬ 
ence  includes  manufacturing  and 
shop  procedure  as  well. 

His  organization  is  prepared  to 
represent  manufacturers  of  build¬ 
ing  specialties  in  Chicagoland,  in 
setting  up  new  dealer  outlets  in  the 
area,  in  servicing  and  training 
existing  dealer  outlets  and  in  the 
capacity  of  advisers  on  merchan¬ 
dising  and  advertising  at  the  local 
level. 

It  is  believed  that  such  a  service 
will  provide  the  manufacturer  a 
ready  means  of  contacting  and  im¬ 
proving  his  position  in  the  area, 
and  relieve  personnel  of  the  manu¬ 
facturer  of  considerable  traveling 
time  away  from  the  home  manu¬ 
facturing  location  in  the  develop¬ 
ment  and  service  of  Chicagoland 
outlets. 

*  *  * 

Reduced  Prices  For 
Hachmeister  Tiles 

All  light  pastels,  known  as  “E” 
colors  have  been  reduced  to  “D” 
group  asphalt  tile  prices.  Parquetry 
is  now  available  in  veined  light 
oak,  walnut,  maple  and  natural 
and  has  been  priced  the  same  as 
“C”  group  asphalt  tile.  Parquetry 
simulates  natural  hardwood  floor¬ 
ing.  The  Poly-Krome  line,  former¬ 
ly  a  premium  priced  terrazzo  type 
tile,  has  reduced  three  colors  to 
“C”  group  asphalt  tile  prices.  The 
other  colors  of  Poly-Krome  are 
now  available  at  “D”  group  asphalt 
tile  prices. 

According  to  M.  D.  Gladstein, 
General  Manager,  Building  Prod¬ 
ucts  Division  of  Hachmeister-Iac., 
Pittsburgh,  Pa.,  these  reductions 
have  been  made  possible  by  the 
exceptional  acceptance  and  sales 
records  of  these  HAKO  Asphalt 
Tile  designs  which  resulted  in  sav¬ 


ings  by  increased  production. 

Mr.  Gladstein  also  stated,  this 
new  price  schedule  now  places 
their  dealers  in  the  enviable  posi¬ 
tion  of  having  a  complete  line 
available  only  to  HAKO  Dealers 

and  at  realistic  prices. 

*  *  * 

St.  Regis  Campaign 
Going  Cross  Country 

The  extensive  new  sales  promo¬ 
tion  and  advertising  campaign  for 
St.  Regis  Panelyte  which  was  pre¬ 


sented  at  national  sales  meetings 
in  New  York  and  Kalamazoo, 
Michigan,  has  “gone  on  the  road” 
to  St.  Regis  Panelyte  distributors 
throughout  the  country.  Six  sales 
promotion  teams  composed  of 
executives  of  the  St.  Regis  Paper 
Company  a  id  its  Panelyte  Division 
will  piesent  this  new  program  to 
Panelyte  distributors  in  more  than 
22  states  throughout  the  nation. 

This  program  includes  national 
(Continued  on  Page  142) 
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STAINLESS  STEEL 

SHEET  METAL  SCREWS 
HEAT  TREAT  HARDENED 


f 


f 

V 

g 

tf 

Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delirery  Without  Priorities 


Expressly  Adapted  to  KD  Irtstallations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  srith 
cadmium  or  chrome  plated  scresrs. 

Special  heat  treatment  insures  tou(|hncts 
ond  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-^S-10 
and  12  and  in  lengtiis  H'f  Vi'f  oxff 
M".  Made  to  your  order  in  other  sixes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


Industrial  Steels,  Inc. 

250  Bent  St  J ^  •  /.  _  41,  Mass 


Telepii.,  ne: 
FLIOT 


Teletype 

(  ■  A  M  FJ  H  ID  (;  r 


(Continued  from  Page  141) 

consumer  and  trade  advertising, 
cooperative  newspaper  advertising, 
point  of  sale  displays  and  an  exten¬ 
sive  selection  of  sales  literature 
and  sales  tools.  Colored  slides  and 
charts  will  be  used  at  these  dis¬ 
tributor  meetings  to  aid  in  the 
presentation  of  the  program. 

The  cities  to  be  visited  include: 
Houston,  Dallas,  and  San  Antonio, 
Texas;  Tulsa,  Okla.  ;  Tampa, 
Miami,  and  Pensacola,  Fla.  ; 
Denver,  Colo. ;  Memphis,  Tenn. ; 
Charleston,  S.  C. ;  Asheville,  N.  C. ; 
Kansas  City,  Mo. ;  Jackson,  Mi.ss. ; 
Detroit,  Mich. ;  Milwaukee,  Wise. ; 
Atlanta,  Ga. ;  Mansfield,  0. ;  New 
Haven,  Conn. ;  Darlington,  S.  C. ; 
Paducah,  Ky. ;  Charlotte,  W.  Va. ; 
Shreveport,  La. ;  Philadelphia  and 
Pittsburgh,  Pa. ;  Chicago,  Ill. ; 
Providence,  R.  I. ;  Rochester  and 
Buffalo,  N.  Y. ;  Trenton  and  New¬ 
ark,  N.  J. 

*  *  * 

'Model  House"  Showroom 
Displays  Fasteners 


The  BONDSTONE  market 
is  wide  open... 


Serve  yourself  a  big  slice  of  the 
multi-million  dollar  home  modern¬ 
izing  market — take  on  the  Bond- 
stone  line  now] 

Profit  advantages  are  unlimited, 
initial  outlay  is  negligible — and  best 
of  all — Bondstone  practically  sells 
itself!  It’s  easy  to  be  a  Bondstone 
dealer  ...  no  technical  experience 
is  required. 

Bond-stone  advertising  in  spring 
issues  of  Better  Homes  and  Gardens, 
American  Home  and  Home  Modern¬ 
izing  will  be  pulling  productive  leads 
in  your  area. 

Write  us  today  for  more  informa¬ 
tion  about  Bondstone  .  .  .  see  how 
you  can  get  your  share  of  the  Bond- 
stone  market. 


Bondstone 


Brandston*  tn  Canada 


DEPT.  A,  EMCO  CEMENT  PRODUCTS,  INC.,  SHAMOKIN,  PA 


I  star  Expansion  Products  Co. 
I  has  built  a  special  “model  house” 
showroom  at  its  offices  at  147 
Cedar  St.,  New  York  City,  de¬ 
signed  to  reveal  the  multiple  uses 
of  its  new  Neo-Grip  “cushioned” 
;  expansion  fasteners. 

!  Star’s  staff  u.sed  remarkable  in¬ 
genuity  in  erecting  the  showroom 
which  is  a  complete  interior  of  a 
home,  utilizing  practically  every 
type  of  building  material  on  the 
market  today,  from  glass  to  fiber 
products  to  metal.  Compact  and 
neat,  the  showroom  contains  fix¬ 
tures  to  be  found  in  any  room  of 
a  home  which  would  require  secure 
fastening.  In  all  of  them  Neo-Grip 
fasteners  are  used  with  equally 
sensational  results. 

Star  Expansion  has  set  aside  a 
special  wall  for  visitors  to  use  in 
testing  Neo-Grip.  The  wall  is  com¬ 
posed  of  a  considerable  variable  of 
i  different  building  materials  and 
the  visitor  is  invited  to  drill  holes 
I  an  install  a  Neo-Grip  himself  so 
j  as  to  see  first-hand  how  easy  it  is. 
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FORD 


METAL  MOULDINGS 


AND 

ALUMINUM  EXTRUSIONS 

•  CHANNEL  •  ROD 

•  ANGLES  •  BAR 

•  TRIM 

lAAMEDIATE  DELIVERY  FROM  STOCK 

•  EXTRUSIONS  FOR  SCREEN  &  STORM  WINDOWS 

ONE  WEEK  DELIVERY 

WRITE  FOR  NEW  COMPLETE  CATALOGUE 

1.  We  extrude  oil  our  aluminum  and  Roll  all  our  stainless 
steel  mouldings. 

2.  Also  stoinless  steel  sinktop  mouldings,  sinkrims,  sink 
clamps,  counter  edge  bends. 


FORD  METAL  MOULDING  CO. 

New  York  Office  &  Warehouse:  27-01  Bridge  Plaza  North, 

Long  Island  City,  N.  Y. 

Texas  Office  &  Warehouse:  Childress,  Texas 
Factory  &  Stock:  Louisburg,  N.  C. 

Sales  Offices:  Philadelphia  and  Boston 


Royal  Glass 

Finds  Color  in  Demand 

Progress  and  psychology  have 
brought  color  into  our  home  and 
work  environments  to  a  degree 
beyond  the  most  exaggerated  pre¬ 
dictions  of  twenty  years  ago. 

Mrs.  Beatrice  B.  Silberberg, 
Secretary-Treasurer  of  Royal  Glass 
Works  Corp.,  Long  Island  City, 
N.  Y.  and  Newark,  N.  J.,  reports 
on  the  color  emphasis: 

“The  enterprise  of  our  dealers 
in  taking  advantage  of  the  modern 
demand  for  colorful  surroundings 
has,  in  turn,  served  to  stimulate 
the  market  even  further.  Such 
modern  products  as  Libbey-Owens- 
Ford  Glass  Co.’s  Corrulux,  trans¬ 
lucent  gla.ss  fiber  reinforced  plastic 
panels,  and  Mirawal,  genuine  por¬ 
celain  on-steel-facing,  offer  color¬ 
ful  and  unlimited  design  po.ssibil- 
ities  in  building  and  decorating. 

“The  seven  rich  standard  Corru¬ 
lux  colors:  Coral,  Skylight  Green, 
Light  Ivory,  Sky  Blue,  Sunlight 
Yellow,  Forest  Green  and  Maxlite, 
have  a  proven  popularity.  The 
Patio  and  Awning  Colors:  Green, 
Blue,  White,  Red,  Ivory  and  Yel¬ 
low,  are  equally  popular  in  their 
use.  And  Woven  Corrulux,  with 
Eggshell,  Peach,  Blue,  Yellow, 
Coral,  Aqua  and  Green,  represents 
definite  results  of  consumer  and 
decorator  demands.  MIRAWAL, 
in  turn,  has  over  twenty  modern, 
decorative  colors.  Even  stipple 
finishes  such  as  Ivory  on  Jade 
and  White  on  Gray  are  available. 

“It  is  generally  accepted  that 
color  .serves  to  give  a  sense  of 
warmth  and  luxury  to  environ¬ 
ments  in  which  we  live  and  work. 
The  fact  of  demand  cannot  be 
que.stioned. 

Royal  Glass  Works  Corp.  is  all 
.set  for  Spring  when  building  and 
decorating  are  again  on  people’s 
minds.  Service  has  been  a  motto 
since  1888  and  therefore  the  firm 
maintains  extensive  inventories  in 
both  its  Long  Island  City  and  New¬ 
ark  warehouses  to  make  prompt 
deliveries. 

Besides  the  usual  items.  Royal 
features  carefully  selected  special¬ 


ties  such  as  Corrulux,  Mirawal, 
Owens-Illinois  Glass  Blocks,  and 
uprights  for  Sun-Sash  Louvred 
windows.  It  does  .so  to  provide 
dealers  with  the  opportunity  to 
build  profits  over  and  above  the 
profits  derived  from  merchandi.s- 
ing  the  basic  items  only. 

*  ♦  * 

Air  Conditioning  Sales 
Seen  Doubled  in  '54 

Sales  of  year-round  air  condi¬ 
tioning  for  homes  in  1954  should 


more  than  double  such  sales  in 
1953,  it  is  forecast  in  the  annual 
report  of  United  States  Air  Con¬ 
ditioning  Corporation,  one  of  the 
olde.st  companies  in  the  industry. 
The  report,  ju.st  issued,  states: 

“The  future  in  residential  air 
conditioning  lies  not  in  .sales  of 
room  units  alone,  but  in  the  full, 
year-round  air  conditioning  of 
homes.  Sales  of  such  installations 
have  ri.sen  from  virtually  nothing 
in  1946  to  about  60,000  last  year 
{Continued  on  Page  144) 
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Immediate  delivery  on  standard 
Atlas  Rolled  Aluminum  Screen 
Frame  shown  above.  Price  in¬ 
formation  upon  request.  Please 
state  quantities  and  lengths 
desired.  Send  today  for  free 
samples. 

[custom  roll  forming; 

- - j 

In  any  material,  in  any  gauge, 
from  .()05  to  .093  —  in  width, 
up  to  13  inches.  Complete  tool 
room  and  slitting  facilities. 


ENGINEERING  COMPANY  INC. 

5100  NORTHWEST  37fh  AVENUE 
MIAMI,  FLORIDA 


B.  S.  Reporter 

{Continued  from  Page  143) 

(1953).  It  would  appear  that  125,- 
000  of  such  installations  will  be 
sold  in  1954.”  Within  the  next  five 
years,  the  report  states,  “it  is  esti¬ 
mated  that  a  total  of  2,000,000 
homes  in  the  United  States  will  be 
fully  air-conditioned. 

The  corporation,  which  manu¬ 
factures  a  complete  line  of  all  air 
conditioning  equipment,  states  fur¬ 
ther  that  the  air  conditioning  in¬ 
dustry  as  a  whole  may  reach  a 
record  volume  of  $2,000,000,000  in 
1954,  and  by  1963  may  be  doing 
$5,000,000,000  worth  of  business 
annually.  Forty  per  cent  of  the 
total  will  be  in  central  station  sy.s- 
tems  of  various  kinds,  installed 
mostly  in  factories  and  large  busi¬ 
ness  buildings,”  the  report  says. 

"Another  half-billion  will  be  in 
self-contained  units  for  smaller 
commercial  applications,  such  as 
stores  or  restaurants.  The  balance 
will  be  for  residential  air  condi¬ 
tioning,  including  year  round  sys¬ 
tems  and  room  units.” 

U.  S.  Air  Conditioning  Corpora¬ 
tion,  according  to  the  report,  has 
just  doubled  its  manufacturing 
facilities  in  anticipation  of  the 
expected  expansion  in  business. 

:|c  :|c  4: 

Blueiield  Hardware  Made 
iiepublic  Distributor 

Bluefield  Hardware  Company  of 
Bluefield,  W.  Va.,  has  a  56-year-old 
reputation  for  thoroughness.  In 
keeping  with  this  tradition,  the 
firm  has  assigned  a  staff  of  28  men 
to  its  newest  line  —  Republic  Steel 
Kitchens. 

This  sales  force  will  be  factory- 
trained  in  kitchen  planning  and 
installation,  according  to  C.  E. 
Howes,  general  manager  of  sales 
for  Republic  Steel  Corporation’s 
Berger  Manufacturing  Division  in 
Canton,  O. 

Appointment  of  Bluefield  Hard¬ 
ware  as  Republic  Steel  Kitchens 
distributor  in  southern  West  Vir¬ 
ginia,  .southwest  Virginia  and 


CUP  THE  COST  OF 
SCREEN  INSTALLATIONS! 


* 


SCREEN 
CLIPS 


REGULAR  TYPE 

Size  range: 

Flush  to  T-i” 

\ 


WITH  EXCLUSIVE  FINGER-GRIP 


TIm  kw^ost,  tpeerfy  way  to  complete  your  screen 
iitstoHotions.  CRIES  rust-proot,  corrosion-resistant 
Zinc  AMoy  Screen  Clips  are  available  in  all 
tIondarC  sizes  and  finishes  ...  tit  all  frame 

tkicknesses. 

all  sizes  carried  in  stock 


I 


Write  today  for  samples  and  prices. 


CRIES  REPRODUCER  CORP. 


World's  Foremost  Producers  of 
Small  Die  Castings 

50  Second  St.,  New  Rochelle,  N.  Y. 
New  Rochelle  3-8600 


ALUMINUM 

BLINDS 

For  If  indmrn.  Doors 
•  ,  and  Porches 

:  V  *  *  *  • 


"•**011, 


*  ♦  . 


f*>*t. 


Full  Ventilation,  * 

Attrxrtive,  Designed  for 

All  Climates 


ACME 


ROOFING  AND 
MANUFACTURING  CO. 


5101  BROADWAY  •  GALVESTON,  TEXAS 
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southeastern  Kentucky  was  an¬ 
nounced  by  Mr.  Howes. 

Dale  Corey,  Republic  Steel 
Kitchens  district  representative, 
will  head  the  training  program 
and  also  conduct  a  .series  of  dealer 
meetings  in  Bluefield  to  acquaint 
dealers  with  the  new  line. 

S.  D.  May,  president  of  Bluefield 
Hardware,  and  Charles  M.  Harrell, 
vice  president  and  .sales  manager, 
have  appointed  Conley  D.  Blevins, 
manager  of  the  major  appliance 
department,  to  head  the  28-man 
Republic  Steel  Kitchens  sales  force. 
*  *  * 

One  Million  Mark 
Passed  By  Pryne 

Pryne  and  Co.,  Inc.,  electrical 
manufacturer  of  Pomona,  Califor¬ 
nia;  Key.ster,  VV'e.st  Virginia;  and 
Toronto,  Canada,  recently  pro¬ 
duced  its  one  millionth  Bio-Fan 
Electric  Exhau.st  Ventilator.  Bio- 
Fan  is  designed  for  in.stallation  in 
kitchens,  baths  and  other  rooms 
in  the  home. 

Pryne  manufactures,  besides 
Bio-Fan,  Aerofan  Ceiling  and  Side- 
wall  Exhau.st  Fans,  Pry-Lite  Re- 
ce.s.sed  Lighting  Fixtures,  Gloma.s- 
ter  Infra-red  Wall  Heaters,  Pryne 
Kitchen  Ventilating  Hoods  and 
Pryne  Infra-red  Ceiling  Heaters. 

If:  «  * 

Steel  Kitchen  Expansion 
Expected  This  Year 

The  1954  production,  .sales  and 
advertising  program  for  Republic 
Steel  Kitchens  was  outlined  at  the 
first  RSK  distributors’  meeting  in 
Hotel  Cleveland  recently. 

R.  W.  Helms,  assistant  general 
manager  of  .sales  for  Republic 
Steel  Corporation,  was  the  princi¬ 
pal  speaker.  He  predicted  that  the 
one  major  appliance  market  which 
would  continue  to  expand  becau.se 
of  low  .saturation  was  .steel  kitch¬ 
ens.  Mr.  Helms  cited  economi.sts’ 
reports  comparing  sales  of  other 
major  appliances  with  kitchen  cab¬ 
inets  as  the  basis  for  Republic 
Steel’s  faith  in  its  recently-launched 
line. 

C.  K.  Reynolds,  Jr.,  manager  of 


Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 


2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


Republic  Steel  Kitchens  .sales,  pre¬ 
dicted  that  dollar  volume  and  unit 
.sales  of  .steel  kitchen  cabinets 
would  rise  between  10  and  20  per 
cent  in  1954  “despite  a  possible 
10  per  cent  setback  in  business 
generally.’’ 

He  pointed  out  that  1953  was 
the  steel  kitchen  indu.stry’s  biggest 
year,  with  dollar  volume  totaling 
$178,000,000.  Some  3,500,000  cab¬ 
inets  were  marketed  to  achieve 
this  total.  “This  is  a  big  business,’’ 


Mr.  Reynolds  a.s.serted.  “It  is 
growing  bigger  every  year,  but 
market  saturation  is  still  le.ss  than 
10  per  cent.’’ 

With  production  virtually  halted 
during  the  war  years,  .steel  kitch¬ 
ens  did  not  “hit  the  jackpot’’  until 
1946,  ’47  and  ’48.  The  only  year 
since  in  which  sales  did  not  ri.se 
was  1951,  when  pressure  of  the 
Controlled  Materials  Plan  and  the 
Korean  conflict  “bullet.s-instead-of- 
(CoutiuHed  on  Page  146) 
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FOR  TOP  QUALITY  AT  THE  RIGHT  PRICE 

-jLn  i 


Mtic. 


COIORCOORDINATED 

ALUMINUM 

A  w  \  I  m;  S 


Awnings  that  complement  every  style  of  American  home. 
Just  look  at  the  EXCLUSIVE  FEATURES  OF  ALUMATIC. 


•  EXCLUSIVE  “MAGIC  LIGHF' 

•  EXCLUSIVE  VENTILATION  CONTROL 

•  EXCLUSIVE  INTERLOCK  0ESI6N 


•  “LYFANITE  ”  ROLLER  COATED  FINISH 

•  CHOICE  OF  MANY  DECORATIVE  COLORS 

•  FULL  ALL-WEATHER  PROTECTION 


can't  rattle,  rust,  rot,  burn  or  warp! 

THESE  FEATURES  SELL  FOR  YOU! 

And  MERIT  ALUMINUM  PRODUCTS  backs  you  up  with  top  factory  and  field 

service  in  every  way. 

1.  Your  jobs  ore  measured  and  instolled  by  factory  trained  experts. 

2.  You  get  prompt  and  efficient  delivery  from  our  centrally  located  plant  in  Paramus,  New  Jersey. 

3.  National  advertisement  and  full  sales  co-aperation. 

WRITE  •  WIRE  •  PHONE  TODAY  FOR  FULL  INFORMATION 
Telephones — Gilbert  4-6500  or  ORadell  8-1600 
Manufactured  exclusively  in  North  Jersey  by 

MERIT  ALUMINUM  PRODUCTS,  Inc. 

736  Route  17,  Paramus,  N.  J. 


JakttM  61m 

.  for  all  types...  all  sizes 
glass  louvres 


►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to  your  specifications 

REDUCE  YOUR  INVENTORY 

OUK  lARCl  INVlNTORIiS  ASSURl  YOU 

immsmm 

I  ANY  QUfiNTITY  ...  anywhere 

Ljef  us  jhow  ytiu  how  we  jean  meet  your  Leeds  ^recis^ely  and  promptly  j' 

Colt  or  write  for  information  and  prices. 

one  of  AMERICA'S  LARGEST  'OLAsSS  LOUVRE  SUPPLIEIRS 

amd*riean  ntirror  worh\s 

GLASS  LOUVRE  DIVISION 

£st.  1918  •  Div.  of  Barnet  Mirror  Corp  •  88  Lincoln  Avenue,  New  York  City  54  •  CYpress  2-8100 
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butter”  program  caused  a  slight 
drop,  from  $126,000,000  in  1950 
to  $120,000,000. 

‘‘In  1954,  however,  more  and 
more  dealers  will  look  toward 
kitchen  modernization  as  the  best 
way  to  increase  sales  volume  and 
profits,”  Mr.  Reynolds  forecast. 
“Appliance  dealers  are  being 
obliged  to  devote  more  selling  time 
and  effort  to  low-saturation  items 
than  they  have  since  the  competi¬ 
tive  days  of  the  ’30’s.” 

To  take  full  advantage  of  the 
market,  Mr.  Reynolds  set  the  1954 
Republic  Steel  Kitchens  goal  at 
5000  ‘‘good,  honest,  hard-working 
and  displaying  dealers”  under  the 
Republic  banner. 

3fC  «  « 

St.  Regis  Holds  Meetings 
In  N.  Y.  and  Kalamazoo 

St,  Regis  Panelyte  salesmen 
from  all  sections  of  the  country 
and  Canada  visited  the  Panelyte 
plant  in  Kalamazoo  on  Friday, 
February  5th.  They  arrived  from 
New’  York  City  following  sales 
meetings  and  conferences  there. 
These  were  highlighted  by  an  all¬ 
day  meeting  at  the  University 
Club  there  at  w’hich  top  officials 
of  both  St.  Regis  Paper  Company 
and  the  Panelyte  Division  outlined 
the  extensive  new  sales  promotion 
and  advertising  program  for  Dec¬ 
orative  St.  Regis  Panelyte.  This 
plastic  laminate  is  used  in  kitchens 
and  bathrooms  for  sink,  table  and 
counter  tops  as  well  as  other  home 
and  business  applications. 

Upon  their  arrival  in  Kalama¬ 
zoo,  the  group  of  approximately  45 
men  toured  the  St.  Regis  Panelyte 
plant  in  the  morning.  After  lunch¬ 
eon  at  the  plant,  they  witnessed  a 
number  of  demonstrations  of  how 
to  use  and  install  Panelyte.  Fol¬ 
lowing  the.se  demonstrations,  they 
visited  the  Executive  Offices  at  the 
plant  which  are  a  show’ca.se  of  how 
this  colorful,  wear-resistant  plastic 
surface  can  be  u.sed  in  home  and 
office. 
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POPULARLY  PRICEP  FOR  VOLUME 
SALES  ANP  BIGGER  PROFITS' 


"Clip-On" 
ALUMINUM 

CASEMENT 
SCREENS 

For  all  Residential  Roto 
Metal  Casement  Windows! 


Stock  Sizes: 

2  liglits  high 

3  lights  high 

4  lights  high 


16*/8"  X  23*/8' 
16*/8"  X  36" 
16H"  X  48 va" 


*  Swivel  clip  hardware  included  with  all 
screens. 

•  Packed  10  to  a  carton. 

•  Clip-on  storm  sashes  for  vented  area 
in  roto  type  metal  casement  available 
in  same  stock  sixes. 

•  Hoppers  available. 


Quality 

Experience 


Among:  those  who  made  the  trip 
were:  C.  R.  Mahaney,  vice  presi¬ 
dent  of  St.  Regis  Paper  Company 
and  Central  Manager  of  the 
Panelyte  Division ;  P.  P.  Ryan, 
vice  president  of  St,  Regis  Sales 
Corporation,  sales  subsidiary  of 
St.  Regis  Paper  Company,  and 
Assistant  General  Manager  of  the 
Panelyte  Division;  Kenneth  D. 
Lozier,  vice  president  of  St.  Regis 
Paper  Company  in  charge  of  sales 
promotion  and  advertising:  Sam¬ 
uel  Shane,  director  of  public  rela¬ 
tions  :  C.  L.  Walters,  vice  president 
of  St.  Regia  Sales  Corporation  in 
charge  of  Decorative  Panelyte 
.sales:  J.  E.  Kussmann,  Kalamazoo 
Plant  Manager;  and  E.  J.  Carow, 
manager  of  di.stributor  sales. 

*  *  * 

Stall  Advancements 
Announced  by  Youngstown 

The  promotion  of  three  men  on 
Young.stown  Kitchens’  .sales  staff 
is  announced  by  M.  L.  Ondo,  sales 
manager. 

They  are:  R.  J.  Julian,  a.s.sistant 
manager  of  Youngstown  Kitchens’ 
dealer  sales;  Robert  B.  Alexander, 
regional  manager  in  Richmond, 
Va.,  and  Quintan  B.  LeMonte,  mid- 
we.st  zone  builder  manager. 

Julian  comes  to  his  new  head¬ 
quarters  in  Warren,  O.,  position 
after  .serving  for  .several  years  as 
regional  manager  in  Charlotte, 
N,  C.,  and  Detroit. 

Alexander  goes  to  Richmond  as 
regional  manager  after  four  years 
w'ith  the  .sales  department.  He  will 
work  with  distributors  in  Norfolk, 
Knoxville,  Roanoke,  and  Richmond. 

LeMonte’s  appointment  as  zone 
builder  manager  comes  after  work¬ 
ing  in  .sales  training  and  the  dealer 
.sales  division.  He  will  cover  the 
midwe.stern.  Great  Lakes  territory. 
*  *  * 

Main  Appliance  Co. 

Resumes  Kitchen  Line 

A  Dayton  housewife  known 
throughout  the  appliance  trade  as 
“Miss  Becky’’  is  the  acknowledged 
dean  of  kitchen  planners  in  that 
area. 


She  has  the  ability  to  whip  out 
pencil  and  paper  and  transform  a 
drab,  dull  kitchen  into  a  modern 
gleaming  work  area  right  before 
one’s  eyes.  She  has  the  further 
knack  of  being  able  to^  engage  car¬ 
penters,  plumbers,  electricians  and 
plasterers  to  bring  her  sketches  to 
life. 

Miss  Becky  actually  i.s  Mrs. 
Joseph  Abramson,  housewife, 
mother  and  busine.ss  woman.  She 
has  been  a  factory-trained  kitchen 


planner  more  than  14  years  and  is 
the  motivating  force  behind  kit¬ 
chen  .sales  of  the  Main  Appliance 
and  Music  Company,  2212  N.  Main 
Street,  Dayton. 

Main  Appliance’s  recent  acqui¬ 
sition  of  the  new  Republic  Steel 
Kitchens  line  is  partly  Miss 
Becky’s  doing. 

Five  partners  in  Main  Applia- 
ance —  F.  M.  Young,  Otto  P.  Mar¬ 
shall,  George  H,  Yelton,  Paul 
(Continued  on  Page  148) 
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CCNNCALT’X 

•  Custom 
Engineering 

•  Custom 
Compounding 

•  Custom 
Extruding 


0^ 


•BETTER  SPLINE 

•  BETTER  CHANNEL 

•  BETTER  STRIPPING 

FOR 


BETTER 

STORM 

WINDOWS 


Conneaut  specializes 
in  vinyl  extrusions 
for  the  storm  window  industry. 
Conneaut  is  fully  equipped  to  design, 
compound,  and  extrude  any  profile 
in  any  length.  This  triple  custom 
service  assures  you  of  the  exact  extru¬ 
sion  for  your  window  —  assures  you 
of  a  permanently  dust-tight,  rain¬ 
tight,  wind-tight  window. 

Write,  today,  for  details! 

44?-C 


CONNEAUT 

RUBBER  &  PLASTICS  COMPANY 
CONNEAUT,  OHIO 
"ctfrcxCx  CK 


B.  S.  Reporter 

(Continued  from  Page  147) 

Brinkers  and  H.  E.  Leingang  — 
completely  renounced  the  kitchen 
business  not  too  long  ago  and  gave 
up  the  line  they  had  been  handling. 

Then  came  the  new  Republic 
line  —  and  several  convincing  ar¬ 
guments  by  Miss  Becky  and  the 
Republic  distributor,  Ohio  Appli¬ 
ances,  Inc.  Main  Appliance  not 
only  accepted  the  new  line,  but 
gave  it  the  most  prominent  spot 
in  the  store  —  the  show  window. 

The  window  kitchen,  like  all 
others  installed  by  Main  Appli¬ 
ance,  was  planned  by  Miss  Becky. 
It  was  designed  to  allow  for  con¬ 
stant  switching  of  major  appli¬ 
ances,  so  the  store  could  show  any 
range  or  refrigerator  desired. 

Miss  Becky,  the  mother  of  a 
married  daughter,  lives  at  1204 
Fairview  Ave.  In  her  “spare”  time, 
she  a.ssists  her  husband  at  his  res¬ 
taurant  in  Fort  McKinley. 

“It  doesn’t  keep  me  too  busy,” 
Mi.ss  Becky  hastened  to  explain. 
“I  plan  kitchens  and  work  by  ap¬ 
pointment  only  —  and  never  will 
take  on  more  than  two  remodeling 
or  installation  jobs  at  once.” 

*  «  « 


Two  Regions  Added  To 
Air  Conditioning  Div. 

The  Air  Conditioning  Division 
of  the  General  Electric  Company 
has  announced  the  addition  of  two 
new  sales  regions  to  expand  its 
present  four-region  national  mar¬ 
keting  pattern  into  six.  Cleveland, 
Ohio  and  Atlanta,  Georgia,  have 
been  named  headquarters  cities  for 
the  two  new  regions. 

In  announcing  the  expansion, 
Jack  S.  Beldon,  manager  of  mar¬ 
keting  of  the  G-E  Air  Conditioning 
Division,  stated,  “The  tremendous 
demand  for  air  conditioning  has 
made  it  necessary  to  greatly 
expand  our  marketing  program. 
Forecasts  indicating  that  this 
heavy  demand  will  continue  have 
cau.sed  us  to  sharply  raise  our  .sales 
objectives  in  home  heating  and 


cooling  equipment,  packaged  air 
conditioners  and  water  coolers 
for  commerce  and  indu.stry,  and 
VV’eathertron  (G-E  heat  pump). 

“The  addition  of  two  new’  re¬ 
gions  will  distribute  this  increasing 
.sales  load  more  evenly  and  enable 
our  enlarged  field  staff  to  maintain 
even  closer  contact  with  our  grow¬ 
ing  distributor  and  dealer  organ¬ 
izations.”  The  other  four  regions 
are  northeastern,  central,  south 
central  and  w’e.stern,  w'ith  head¬ 
quarters  located  in  New  York  City, 
Chicago,  New  Orleans  and  Los 
Angeles  respectively. 

The  national  headquarters  and 
major  manufacturing  plant  of  the 
General  Electric  Air  Conditioning 
Division  is  located  in  Bloomfield, 
N.  J.  A  recently  acquired  plant  in 
Trenton,  N.  J.,  is  devoted  entirely 
to  the  production  of  home  heating 
and  cooling  equipment. 

^  ^ 

Plastic  Tile  Market 
Seen  as  Ripe 

The  increase  in  pla.stic  wall  tile 
merchandising  is  getting  a  special 
push  from  the  Tilemaster  Corp., 
1415-21  Diversey  Pkway.,  Chicago, 
which  is  offering  fourteen  prizes, 
totalling  $1,200  in  value,  in  a  .store 
display  conte.st  during  the  month 
of  May  for  all  wall  tile  dealers. 

Both  window  and  .store  displays 
will  be  eligible  for  prizes,  accord¬ 
ing  to  Paul  Makray,  president  of 
Tilemaster,  who  .said  that  the  con¬ 
te.st  is  “just  a  part  of  a  new, 
vigorous  Tilemaster  merchandis¬ 
ing,  advertising,  and  promotion 
program.” 

The  Tilemaster  distributors 
throughout  the  country  w’ill  also 
be  able  to  win  prizes  in  the  conte.st. 
A  special  prize  will  be  given  to  the 
di.stributor  w’ho  has  the  most  deal¬ 
ers  enter  the  conte.st,  and  prizes 
W’ill  also  be  given  to  every  distrib¬ 
utor’s  .salesman  whose  dealer  w  ins 
a  prize. 

Tilemaster  officials  are  hopeful 
that  the  conte.st  w’ill  produce  in- 
crea.sed  sales  of  all  pla.stic  w’all 
tile.  “We  know’  that  there  is  an 
increasing  trend  to  use  pla.stic  wall 
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DISTRIBUTOR  &  DEALER  INQUIRIES  INVITED! 

alumTnum 

^  GUTTERS  &  LEADERS 


AVAILABLE  FOR 
IMMEDIATE  DELIVERY 


EASTERN  offers  a  complete  line  of  O-Gee 
and  half-round  aluminum  gutters  and  leaders 

for  all  types  of  architecture . industrial, 

home,  and  farms.  Write  for  details  today! 

CHECK  THESE  IMPORTANT  FEATURES: 

•  Never  rust  or  stain  exterior  walls. 

•  No  painting  or  maintenance  required. 

•  Lightweight  —  will  not  sag. 

•  Easy  handling  —  easy  installation. 

•  No  soldering  —  joins  by  slip-joint 
•  Fire-,  termite-,  and  rodent-proof. 

*  Alcoa  Alelad  Aluminum — patented  trademark 
al  Aluminum  Company  of  America. 

PRICED  LOWER 
THAN  OTHER 
RUST-PROOF 
MATERIALS! 


•  WRITE 

•  WIRE 

•  PHONE 


^ BUIIDING  PRODUCTS  CORP. 

72-82  Lockwood  St.,  Newark  5,  N.  J. 

Newark  Phone:  MArket  3-6470  •  New  York  Phone:  BArclay  7-6770 


tile  in  bathrooms,  kitchens,  utility 
room.s,  children’s  rooms,  and  rec¬ 
reation  rooms,”  Mr.  Makray  com¬ 
mented.  “The  market  is  ripe,  and 
promotion,  particularly  at  the  point 
of  .sale,  is  bound  to  result  in  sales.” 

*  *  * 

Merchandising  Campaign 
To  Aid  Dealers 

More  than  8.3,000,000  Republic 
Steel  Kitchens  messages  will  be 
published  through  national  adver¬ 
tising  in  1954.  A  similarly  stag¬ 
gering  number  of  tie-in  newspaper, 
radio  and  television  adverti.sements 
will  carry  the  Republic  .story  on  a 
local  level. 

This  was  announced  by  E.  E. 
Hang,  advertising  manager  for 
Republic  Steel  Corporation’s  Ber¬ 
ger  Manufacturing  Division,  as  he 
unfolded  details  of  the  1954  Re¬ 
public  Steel  Kitchens  ad  and  .sales 
promotion  program. 

Republic,  which  introduced  the 
world’s  only  ore  -  to  -  store  steel 
kitchen  a  year  ago,  has  since  built 
up  a  national  network  of  distrib¬ 
utors  and  dealers.  Now,  with  many 
sales  outlets  firmly  established,  the 
Republic  Steel  Kitchens  story  will 
be  conveyed  to  the  consumer  and 
to  additional  dealers  through  32 
four-color,  full-page  ads  in  12 
national  magazines  and  61  two- 
color  pages  in  eight  other  national 
publications. 

Dealers  are  reminded  to  tie  in 
with  national  advertising  through 
monthly  mailings,  which  also  con¬ 
tain  national  ad  reprints  and 
counter  display  reproductions. 
Copies  of  national  magazines  are 
.sent  to  key  dealers  and  di.stribu- 
tors.  Mats  for  cooperative  local 
newspaper  use  are  furnished  upon 
request. 

*  *  * 

Republic  Appoints  New 
District  Soles  Rep. 

Appointment  of  Robert  A.  Green 
of  Portland,  Oregon,  as  a  district 
.sales  representative  for  Republic 
Steel  Kitchens  was  announced  by 
C.  E.  Howes,  general  manager  of 
sales  for  Republic  Steel  Corpora¬ 
tion’s  Berger  Manufacturing  Divi¬ 
sion  in  Canton,  Ohio. 


Until  his  new  appointment,  Mr. 
Green  was  associated  with  Republic 
Steel  Kitchens  department  of  Mar¬ 
shall-Wells  Co.,  RSK  di.stributor  in 
northwestern  United  States  and 
Canada. 

Mr.  Green’s  territory  includes 
Minne.sota,  Montana,  North  Da¬ 
kota,  South  Daxota  and  the  north¬ 
ern  portions  of  Wyoming,  Iowa 
and  Michigan,  plus  the  provinces 
of  Saskatchewan,  Manitoba  and 
western  Ontario  in  Canada. 


Mr.  Green  replaces  Richard  E. 
Lautzenhei.ser,  who  was  tran.s- 
ferred  to  the  Detroit-Indianapolis 
territory.  Mr.  Lautzenheiser,  a 
graduate  of  Heidelberg  College  in 
Tiffin,  Ohio,  has  been  with  the 
Berger  Division  sales  force  since 
.January,  1948. 

Mr.  Lautzenhei.ser’s  nev,’  terri¬ 
tory  includes  southern  Michigan, 
Indiana,  .southeastern  Illinois,  the 
Louisville  area  of  Kentucky  and  a 
{Continued  on  Pitf/e  150) 
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MAKE  MORE  SALES  wltli  PERMA-LITE  Aluminum  Awnings 
ONLY  PERMA-LITE  lias  all  these  exclusive  features! 


•  LARGEST  STANDARD  APRON  •  INTH-LOK  SIDE  CONSTRUCION 
VALANCE  Extra  depth  gives  Gives  added  strength  and  pro- 
greater  protection.  \  tection  against  the  weather. 

•  FROSTED  BEAUTY  EDGES  \ 

An  exclusive  decorator  1 


•  DUBL-BRIDGE  BRACING 
The  strongest  construction 
ever  designed  for  Alumi¬ 
num  awnings. 

•  WITE-LITE  UNDERSIDE 

Reflects  soft  indirect  light. 

•  GUTlt-GARD  WEATHER  CONTROL 

On  all  doorway  awnings. 


Some  deo/er  ferritor/es  still 
open.  Write  or  wire  today. 

Get  the  PROVEN  PERMA-LITE 
STORY  NOW! 

PERMA-LITE  METAL  AWNING  CORP 

138  Allen  Sfreet,  Buffalo  1,  N.  Y. 


STOBN  WIZARD 
FOR  RIG  PROFITS 


Stock  Up  Now! 

10%  DISCOUNT  TIL  MAY  1 

New  Convenient  Dating  Plan 


ALL  ALUMINUM  CASEMENT  SCREENS! 


Swivel  clip  hardware,  self-splining. 


ALSO  DOORS,  JALOUSIES,  TRIPLE-TRACKS  AND 
BASEMENT  COMBINATIONS. 


WRITE  i  B  &  G  SALES  COMPANY  | 

6905  Susquehanna  St.,  Pittsburgh  8,  Pa. 

I  H 39  5.  Wabash  Ave.,  Chicago  S,  Illinois  J 

■  ■  I  77;  w.  Merrick  kd..  Valley  Stream,  Long  Is  ,  N.  Y.  ' 


25  YEARS  OF 
QUALITY 
PRODUCTS! 


B.  S.  Reporter 

{Continued  from  Page  149) 

small  portion  of  Ohio  centering 
about  Toledo.  He  previously  cov¬ 
ered  much  of  this  territory  while 
.selling  other  products  of  the  Berger 
Division. 

Mr.  Lautzenheiser  plans  to  move 
his  sales  headquarters  from  St. 
Paul  to  Indianapolis. 

♦  ♦  ♦ 

Rocky  Mt.  Warehouse 
Built  By  Ruberoid 

The  Ruberoid  Co.  has  opened  a 
newly-built  warehouse  in  Denver, 
Colorado,  recently.  Completion  of 
the  structure  is  another  step  in 
the  company’s  plans  for  serving 
the  Rocky  Mountain  area. 

The  building  —  a  modern,  fire¬ 
proof  structure  containing  32,000 
square  feet  of  floor  space  —  will  be 
di.stribution  center  for  Ruberoid’s 
asphalt  and  asbestos  building  ma¬ 
terials.  This  will  include  both 
Ruberoid  and  Old  American  lines. 
Arrangements  were  made  to  man¬ 
ufacture  asphalt  roofing  in  the 
area  when  a  new  factory  was 
formally  opened  in  Denver  in 
August  1953.  Asbestos  -  cement 
products  are  already  being  sup¬ 
plied  from  the  company  plants  in 
St,  Louis,  Mi.ssouri  and  Dallas, 
Texas. 

The  new  outlet  in  Denver  will 
supply  distributors  in  Colorado, 
Wyoming  and  Western  Nebraska. 

“This  new  outlet,”  declared 
Ruberoid  President  Stanley  Wood¬ 
ward,  “was  established  in  response 
to  population  growth  in  the  moun¬ 
tain  states,  and  a  growing  demand 
for  asbestos-cement  siding.  By  ex¬ 
panding  into  the  Rocky  Mountain 
region,”  .said  the  president,  “we 
can  give  better  service  at  substan¬ 
tial  .saving  in  transportation  co.sts.” 
♦  *  * 

Kawneer  Increases 
Soles,  Income 

Sales  of  The  Kawneer  Company 
amounted  to  $20,728,239.  in  1953, 
it  was  announced  by  Lawrence  J, 
Plym,  President.  This  is  an  in- 
crea.se  of  32^  over  the  1952  total. 
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New  products  first  introduced  in 
1953  contributed  substantially  to 
the  increased  volume,  Mr.  Plym 
said. 

Net  income  for  the  year  after 
all  charges  amounted  to  $891,617.. 
which  is  at  the  rate  of  $3.06  per 
share  of  outstanding  stock.  Net 
income  for  the  previous  year, 
which  included  the  recovery  of 
$267,000.  of  Exce.ss  Profits  Taxes 
paid  in  1951,  amounted  to  $824,- 
833.  or  $2.83  per  share. 

The  outlook  for  1954  is  encour¬ 
aging,  according  to  Mr.  Plym,  with 
demand  for  the  Company’s  mate¬ 
rials  holding  up  very  well.  With 
still  other  products  scheduled  to 
be  added  in  the  1954  line  both 
sales  and  profits  should  improve. 
*  *  * 

"Tilemoster"  Now 
Corporate,  Trade  Name 

A-l  Pla.stic  Molders,  Inc.,  1415- 
21  Diversey  Parkway,  Chicago,  has 
changed  its  name  to  Tilemaster 
Corporation. 

Tilemaster  has  been  used  for  the 
past  six  years  as  the  trade  name 
for  the  company’s  line  of  plastic 
wall  tile.  “The  reason  for  adapt¬ 
ing  the  trade  name  as  the  official 
corporate  title  was  the  universal 
acceptance  of  the  name,  Tilemas¬ 
ter,’’  .said  Paul  Makray,  president 
and  treasurer  of  the  company. 

Ownership  and  management  re¬ 
main  the  same.  Officers,  in  addi¬ 
tion  to  Mr.  Makray  are:  V.  A. 
Thompson,  vice-president ;  Andrew 
Fela,  vice-president;  Marian  Kuen, 
vice-president  and  secretary. 

*  *  * 

Whirlpool  Makes 
Territory  Transfers 

Two  territorial  changes  for  re¬ 
gional  sales  managers  of  Whirlpool 
Corporation  were  announced  today 
by  .sales  manager  John  M.  Crouse. 

Charles  Rexford,  who  formerly 
directed  the  Ohio  and  West  Vir¬ 
ginia  territory,  has  been  trans¬ 
ferred  to  the  Alabama,  Georgia, 
Florida,  Mi.ssissippi  and  western 
Tennessee  region.  He  plans  to 
make  his  residence  in  Birming¬ 
ham,  Alabama. 


m  m  m  m 
■  ■  ■  I 
■  ■  ■  ■ 


NEW 
DESIGNS 


Grace  is  the  keynote  of  the 
ten  new  exciting  designs  that 
have  been  added  to  the 
Jason  Door  Grille  Line — and 
every  grille  has  been  de¬ 
signed  for  beauty  and 
strength.  Never  before  has 
there  been  so  pleasing  a 
combination  of  eye-appeal 
and  sale-appeal. 


The  new  Jason  door  grille 
plant,  planned  for  maximum 
efficiency,  allows  for  drastic 
reductions  in  the  Jason  price 
structure.  It's  really  hard  to 
believe  that  such  beauty  and 
amazing  workmanship  can  be 
sold  at  these  new  low  prices. 
A  request  for  Jason's  new 
1 954  catalogue  will  show  you 
what  skill  and  production 
know-how  can  do. 


DOOR  GRILLES 

MAIL  THIS  COUPON 
TODAY  FOR  THE 
NEW  1954  CATALOGUE 


Jason  Aluminum  Specialties  Co 
227  E.  Indianola  Ave.. 
Youngstown,  Ohio 


■  □  Dealer  □  Distributor  Q  Mlg.  Rep. 

Firm. . . . . 

H  Address . 

"  City . . .  Slate . . . 


Paul  Werth,  who  formerly  cov¬ 
ered  Kentucky  and  Tenne.ssee,  now 
direct.s  the  territory  previously 

handled  by  Rexford. 

*  *  * 

Joint  Efforts  in 
Cost  Cutting 

With  construction  business  level¬ 
ing  off  in  mo.st  part.%  of  the  nation 
for  the  first  time  in  two  years, 
con.struction  labor  and  manage¬ 
ment  are  getting  ready  for  .serious 
efforts  to  pare  construction  costs. 


Jurisdictional  disputes,  wage  ne¬ 
gotiations  and  the  u.se  of  new 
materials  and  methods  are  the 
three  important  areas  of  attack, 
according  to  a  survey  by  the 
magazine. 

Concern  over  future  economic 
conditions  is  motivated  by  several 
factors :  a  recent  drop  in  employ¬ 
ment,  a  growing  encroachment  by 
non-union  and  force-account  labor 
(work  by  the  owner’s  employees) 
in  the  con.struction  field,  and  effects 
{Continued  on  Page  152) 
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ELGIN 

WATER  SOFTENERS 


the  QUALITY  leader 
in  today's  "fastest” 
growing  field  .  .  . 
WATER  CONDITION¬ 
ING.  A  field  offering 
YEAR  ROUND  SALES 
with  greater  PROFITS 
.  .  .  no  seasonal 

slumps  to  cut  your 
earnings. 

Cash  in  on  today's 
"hottest"  market  with 
ELGIN  ...  the  one 
line  designed  to  meet 
oil  requirements  .  .  . 
a  type  for  every 
home,  every  purse. 
AUTOMATIC  and 

semi-automatic 

models. 


Elgin 

*Quality  Products 
Since  1908 

*Year  Round  Market 
•Top  Profits 
•A  Complete  Line 
•Factory  Training 


■  f/r—? 


ELGIN 

AUTOMATIC 
Deluxe  fully  au¬ 
tomatic  water 
softener. 


A. 

"V 


Y 


■r—r^  ^ 

ELGIN  SEMI¬ 
AUTOMATIC 
Popular  econ¬ 
omy  model  with 
simplified  con¬ 
trol. 


•Complete  Dealer  Cooperation 
•Effective  Advertising  to 
Help  You  Sell 

Min  ■  ■ 


ELGIN  SOFTENER 

CORPORATION 

DEPT  B,  ELGIN,  ILLINOIS 

SINCE  1908 


B.  S.  Reporter 

(Cotttinncd  from  Pdffc  151) 

of  new  building  method.s  anti  ma- 
terial.s  on  sevei-al  buildinjr  trade.s. 

Contractor-labor  cooperation 
Knininjr  increa.sinjf  support,  with 
both  jfroiip.s  indicatinK  interest  in 
individual  or  joint  steps  to  cut 
rising  costs  in  construction  and  to 
eliminate  practices  —  managerial 
as  well  as  labor  —  which  have 
resulted  in  a  wa.ste  of  time  and 
money.  However,  the  magazine 
points  out  that  so  far,  the  support 
has  been  largely  verbal,  and  it 
remains  to  be  .seen  how  much 
responsibility  each  group  will  be 
willing  to  accept,  and  how  much 
.sacrifice  each  will  be  prepared  to 
make  in  order  to  correct  such 
situations. 

*  *  * 

Youngstown  Kitchens 
Appoints  Par 

The  appointment  of  Par  Dis¬ 
tributing  Co.,  Billings,  Mont.,  as 
Youngstown  Kitchens  distributor 
for  northern  Wyoming  and  central 
Montana  is  announced  by  C.  D. 
Alderman,  vice  president  in  charge 
of  merchandising. 

Par’s  officers  are  L.  R.  Lyons, 
president ;  Roy  H.  Watne,  vice 
president  and  general  manager: 
W.  E.  Burks,  treasurer.  The  com¬ 
pany  succeeds  Contractors  Sujiply 
Co.  of  Billings,  and  will  .serve  the 
same  territory. 

« 

Blumenreich  Joins 
Reynolds  Metals  Co. 

S.  M.  Blumenreich,  a  veteran  of 
11  years’  .service  with  the  U.  S. 
Department  of  Commerce  in  vari¬ 
ous  economic  and  stati.stical  capac¬ 
ities,  has  joined  Reynolds  Metals 
Company  at  its  .sales  headquarters 
in  Louisville,  Kentucky,  as  an  econ¬ 
omist.  Mr.  Blumenreich,  87,  comes 
to  Reynolds  from  the  Commerce 
Department’s  National  Production 
Authority,  where  he  .served  as 
chief  of  the  program  and  .statistics 
branch  in  the  Aluminum  and  Mag¬ 
nesium  Division. 


A  native  of  New  York  City,  Mr. 
Blumenreich  received  B.  S.  and 
M.  S.  degrees  from  (’ity  College 
of  New  York.  Married,  and  the 
father  of  two  children,  he  resides 
at  2703  Shannon  Drive,  Louisville, 
Kentucky. 

^  ^ 

Westinghouse  Names 
New  Ad  Manager 

Roger  H.  Bolin  has  been  appoint¬ 
ed  manager  of  general  advertising 
for  Westinghouse  Electric  Corp. 

Mr.  Bolin  succeeds  Harry  J. 
Deines,  who  leaves  the  company 
to  accept  a  position  as  vice  presi¬ 
dent  of  the  J.  Walter  Thomp.son 
advertising  agency  in  New  York. 

A  native  of  Brazil,  Indiana,  Mr. 
Bolin  began  his  career  with  West- 
inghouse  in  1925  upon  graduation 
from  Ro.se  Polytechnic  Institute, 
Terre  Haute,  where  he  received  a 
Bachelor  of  Science  degree  in 
Electrical  Engineering.  In  1987, 
he  was  named  advertising  manager 
of  the  We.stinghou.se  Electric  Ap¬ 
pliance  Division,  Man.sfield,  Ohio. 
In  1949,  Mr.  Bolin  was  appointed 
assi.stant  to  J.  M.  McKibbin,  vice 
president  and  general  manager  in 
charge  of  the  We.stinghouse  con¬ 
sumer  products  divisions  —  from 
which  duties  he  comes  to  his 
pre.sent  appointment. 

*  *  * 

Kawneer  Research  Dept. 

Gets  Design  Mgr. 

Robert  R.  Fink  has  been  ap¬ 
pointed  manager  of  Product  De¬ 
sign  of  The  Kawneer  Co.,  Niles. 
Michigan.  Functioning  as  part  of 
the  Kawneer  Re.search  and  Devel¬ 
opment  Department,  Fink  will  be 
responsible  for  the  appearance 
design  of  all  Kawneer  architectural 
metal  products,  according  to  an 
announcement  by  Lawrence  J. 
Plym,  president.  Plym  commented 
further  that  Hhe  entire  Research 
and  Development  program  had 
been  accelerated  this  year  in  a 
search  for  new  products  and  new 
markets.  “We  have  always  en¬ 
joyed  a  reputation  for  being  lead¬ 
ers  in  product  design,’’  Plym  said, 
“but  we  aren’t  re.sting  on  our 
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I 

I  LOUVRE-SEAL 

MELTS  SALES  RESISTANCE 
LIKE  ICE  ON  A  STOVE! 

That's  not  just  an  idle  boast,  Mr.  Jalousie  Dealer  .  .  .  WE'LL 
PROVE  IT!  Line  up  the  toughest,  most  sales-proof  members 
of  your  firm  —  your  sales  manager,  installation  foreman,  a 
consulting  engineer,  an  architect.  Invite  your  toughest  home- 
owner  prospect  .  .  .  and  then  let  us  bring  in  the  only  jalousie 
perfected  as  a  prime  window  for  the  Northern  States  .  .  .  the 

NEW  MODEL  LOUVRE-SEAL!  | 

It's  a  Bet!  Louvre-Seal  will  win  them  on  every  single  point,  (1)  Profit  I 
Potential,  (2)  Year  Round  Sales  Appeal,  (3)  Ease  of  Installation,  (4)  Sound 
Service-Free  Construction,  (5)  Architectural  Adaptability  and,  above  all, 

(6)  consumer  acceptance.  Yes,  either  we  get  six  sales  on  the  spot  ...  or 
we'll  pick  up  the  tab  for  the  best  dinner  in  town  (with  all  the  coffee  you 
I  can  drink)!  In  fact,  win  or  lose,  the  dinner  is  on  us! 

YEAR  'ROUND  SALES  APPEAL 

'  It's  a  Beauty!  We  started  out  to  design  the  most  practical,  most  com¬ 
fortable  jalousie  ever  seen  in  the  Northern  States  .  .  .  and  produced  the 
most  beautiful  Louvred  Window  Walls,  Porch  Enclosures,  Doors  and  Win¬ 
dows  of  all  types  ever  seen  in  America!  Remember  .  .  .  No  window  is  too 
difficult  for  Louvre-Seal. 

Write  Today! 

LOUVRE-SEAL 

WINDOW  PRODUCTS,  INC. 

97-24  Albert  Rood 
Ozone  Park,  N.  Y. 

(ONLY  LOUVRE-SEAL  AUTOMATICALLY  WEATHERSTRIPS  I 

WITH  PATENTED  INTERLOCKING  ALUMINUM  FLANGES!  I 

V _ / 


laurels.  Mr.  Fink  has  joined  us  to 
help  Kawneer  continue  as  leaders 
of  design  in  our  field.” 

Before  joining  Kawneer,  Fink 
was  Director  of  Appearance  De¬ 
sign  for  Coolerator  Co.,  Duluth, 
Minnesota.  From  1947  to  1951  he 
was  associated  with  the  Visual 
Design  Department  of  the  Hot- 
point  Co.,  Chicago.  Fink  earlier 
served  as  industrial  designer  for 
Stewart  Warner  Corporation  and 
General  Motors.  A  graduate  of 
Ohio  State  University,  Fink  also 
took  his  M.  A.  degree  and  served 
as  Art  Instructor  there  before 
entering  the  industrial  design  field. 


New  Products 

{Continued  from  Page  138) 

Viking  Features 
Four  Comer  Cooling 

Fresh  air  diffusion  that  permits 
all  the  occupants  of  the  room  to 
enjoy  moving  air  comfort  without 
suffering  strong  direct  blasts  is  one 
of  the  new  features  offered  in  the 
1954  Viking  “955”  window  fan, 
manufactured  by  the  Viking  Air 
Conditioning  Division  of  The  Na¬ 
tional  Radiator  Company.  This  dif¬ 
fusion,  called  “four-corner  cooling” 
by  Viking’s  engineers,  occurs  as 
the  cabinet  louvers  and  slotted 
metal  grille  break  up  strong  blasts 
of  air  drawn  in  by  the  fan  and 
circulate  them  to  all  four  corners 
of  the  room  in  which  the  fan  is 
being  operated. 


The  new’  V’iking  Big  Fan  is 
ITowered  by  a  two-speed  electrically  t 
reversible  motor  that  exhausts 
stale  air  or  draws  in  fresh  air  at 
the  touch  of  a  button.  Pushbutton 
controls  are  set  conveniently  in  the 
front  of  the  cabinet.  By  simply 


pressing  any  one  of  the  buttons, 
both  the  speed  and  direction  of  air 
movement  are  selected. 

The  electrically  reversible  motor 
in  the  “955”  makes  this  new  1954 
model  more  versatile  than  ever  be¬ 
fore.  Four  big  (22-inch  diameter) 
blades  draw  in  two  thou.sand  ci.bic 
feet  of  outside  air  per  minute  to 
give  moving  air  comfort. 

Although  the  Viking  “955”  may 
be  operated  manually,  an  optional 
automatic  timer  may  be  installed 


to  turn  the  fan  off  after  the  family 
is  sleeping  in  cool  comfort.  The 
timer  will  operate  the  fan  for  any 
period  from  three  minutes  to 
twelve  hours. 

An  attractive  seafoam  blue 
baked  enamel  finish  on  the  cabinet 
as  well  as  the  motor  mountings  and 
fan  blades  makes  the  “955”  a  beau¬ 
tiful  piece  of  furniture  for  any 
room. 

Viking  Air  Conditioning  Divi- 
{Continued  on  Page  154) 
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WERNER  ALUMINUM  EXTRUSIONS  AND  ROLL  FORMED  SHAPES 

now  being  used 

by  many  of  the  leading  manufacturers  of  aluminum  windows, 
screens,  doors  and  metal  furniture. 


CO.  tnc. 


New  Products 

(Continued  from  Paffe  153) 

sion  of  The  National  Radiator 
Company,  Dept.  BS,  5601  Wal¬ 
worth  Avenue,  Cleveland  2,  Ohio. 


Now  available 
in  complete  kits 
with  chain,  closer 
and  hinges! 


Air  Conditioning  Unit 
Heats,  Cools 

Known  a.s  Electrigla.s  Twin-Fea¬ 
tures,  this  unit  cools  or  ventilates 
by  air-conditioning  and  w'arms  by 
radiant  heat.  For  wall  mounting 
or  window  insertion,  it  is  con¬ 
trolled  by  three  switches  for  ven¬ 
tilating,  air-conditioning  and  heat¬ 
ing  action  and  has  a  thermostat 


Available  with  or  without  key 
locking.  Simple  three  li"  hole 
installation.  Adju.stable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
st€?el  cast^  with  pressure  cast  alu¬ 
minum  handles. 


No.  90  SCREEN  DOOR  CLOSER 
Self-lubricated  with  encloted  shock  absorber  spring. 


No.  80  STORM  DOOR  CLOSER  &  PROTECTOR 

with  choin  hc!d>up  spring.  Self-Lubricot«d. 

10  y*or  GuaronfM. 


HINGES 

Ploted  or  Sloinlott.  Enginoored 
to  your  roquiromonit. 

I  onto  Booringt  ovoiloblo. 


IDEAL  BRASS  WORKS,  Inc.  •  250E.5thST.,sT.PAULi,MiNN. 


that  can  maintain  any  desired 
year-round  temperature.  The  unit 
utilizes  a  Vj.-ton  hermetically  sealed 
Tecumseh  compressor  and  an  elec¬ 
trothermal  glass  panel,  shielded  by 
a  decorative  grille,  that  attains  a 
maximum  of  440  degrees  Fahren¬ 
heit  with  consumption  of  1500 
w  atts.  The  unit  was  developed  and 
is  being  marketed  by  Electriglas 
Corp.  of  Bergenfield,  N.  J. 


Prime  aluminum  extrusions  or  roll  formed  shapes  are  the  first  step  toward  sales 
success.  If  you  are  a  fabricator,  K.O.  operator  or  building  specialties  merchandiser, 
GET  THE  FACTS  on  how  you  can  team  up  for  peater  PROFITS  with  the  backing  of 
WERNER'S  multi  million  dollar  manufacturing  facilities. 


1 .  Extrutien  plont 
7.  Roll  forming  mills 

3.  Tool  ond  die  shop 

4.  Engineering  and 
design  deportment 

3.  Testing  laboratory 

A.  Solution  heat  treat¬ 
ing  lengths  up  to  45 

7.  Casting  plant 


Weather  Stripping  For 
Metal  Casement  Windows 

“Weather  stripping  metal  case¬ 
ment  window's  is  just  as  important 
and  necessary  as  it  is  for  wood 
windows,”  .say  many  builders  and 
home-owners.  It  performs  the  vital 
job  of  sealing  out  du.st,  drafts,  cold 
and  rain  in  winter,  as  well  as 
summer. 

The  most  outstanding  feature  of 
the  new  weather  .strip  for  metal 
ca.sement  windows,  introduced  by 
Macklanburg-Duncan  Company  is 
its  ease  of  installation.  This 
weather  strip  ju.st  slips  in  place 
over  the  frame  of  the  window’. 


INC.  is  the  largest  manufacturer  of  lightweight  aluminum  staging,  industrial 
extension  ladders,  step  ladders  and  platforms. 


Roofers!  Applicators! 

Don't  miss  seeing  the  1954  Werner  line  of 
lightweight  aluminum  stages,  planks,  exten- 
sion  ladders  etc. 
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NAME 


ADDRESS 


Yes,  you've  probably  heard  pes¬ 
simistic  talk  of  a  recession  or  depression 
for  the  months  ahead,  but  from  the 
nation-wide  response  to  our  product, 

1954  looks  mighty  good  indeed. 

' 


•  /'PROTECTION 
IN  ALL  WEATHER 


GET  YOUR  SHARE 
OF  BIG  PROFITS  WITH 


Mallard 


COMBINATION 


STORM 


WNDOWS 


MALLARD  MANUFACTURING  CORP. 

1205  N.  4TH  ST.,  PHILA.  22,  PA. 

PHONE:  STevenson  7-1030 
Gentlemen : 

I  am  interested  in  discussing  the  possibility  of  o 
0  Dealership  0  Distributorship  0  K.  D.  Factory  Plan 


...  STATE . TEL.  No 


without  screws,  nails  or  any  other 
fasteners.  The  only  tools  needed 
are  a  pair  of  tin  snips  or  a  stout 
pair  of  household  scis.sors  to  miter 
the  corners. 


it  looks  pretty  good 
from  where  we  sit... 


Window  Fans  With  New  Uses 


The  strip  comes  in  alacrome  or 
bronze  and  is  available  in  handy 
packaged  sets  for  standard  size 
windows  — 18"  x  26",  18"  x  38" 
and  18"  x  50",  or  in  bulk  lengths 
for  odd-size  casements. 

It  consists  of  style  No.  1  used 
for  head  and  lock  side,  and  style 
No.  2  for  hinge  side  and  sill.  Both 
styles  and  complete  instructions 
are  included  in  the  packaged  set. 

Macklanburg-Duncan  Co.,  Box 
1197,  Dept.  BS,  Oklahoma  City, 
Oklahoma  for  prices  and  litera¬ 
ture. 


A  new,  u.seful  and  versatile  fan 
has  been  designed  especially  for 
the  popular  swing  -  out  casement 
windows  of  today’s  modern  homes. 

This  Lau  fan  (Model  1252-1254), 
is  compact  and  powerful.  It  may 
be  hung  on  its  support  bar,  in  front 
of  the  screen,  and  windows  can  be 
opened  and  closed  freely  without 
removing  the  fan.  It  will  pull  cool 
air  into  rooms,  or  exhause  the  stale 
air  out.  It  may  be  reversed  quickly, 
simply  and  easily.  This  fan  is 
popular  for  kitchens,  bathrooms, 
laundry  rooms,  etc.  for  exhausting 
stale  air  and  odors.  It  will  do  a 
wonderful  cooling  job  to  make 
sleeping  more  comfortable  on 
hottest  nights. 

(Confinned  on  Page  156) 
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&  Home  Improvemenf  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  b^er  soling  methods,  instoUa- 
tioxi  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16.  N.  Y. 

Please  enter  my  subscriptior.  to  BUILD¬ 
ING  SPECIALTIES  at  S3.00  for  one  year. 

0  Bill  me  for  this  amount. 

0  Enclosed  is  a  check  or  money  order. 

My  Name . 

Company . 

Address  . 


The  window  featured 
by 

JOHN  WANAMAKER 
PHILADELPHIA 


S  Home  Improvement  Dealer 
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No  matter  how  good  your  storm  window, 
your  customer  won’t  be  satisfied  unless  it 
seals  permanently  against  dust,  drafts, 
and  moisture.  Detroit  Macoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  makes  a  BETTER 
SEAL.  Macoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modern 
facilities  available,  Macoid  can  design, 
compound,  and  extrude  your  profile  in 
any  length— in  any  degree  of  hardness, 
flexibility,  or  color.  Macoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  EXTRA  COST>FUNGI  PROnCTION 


Because  we  compound  the  materials  in 
our  own  plant,  we  will  incorporatm  a  fvngi- 
c/de  at  no  oxtra  cost.  - 


- -  o«^  psoctss 


CORPORATION 

12340  CLOVERDALE 
DHROIT  4,  MICHIGAN 


New  Products 

(Continued  from  Page  155) 

Weighing  just  18  pounds,  this 
fan  may  be  easily  carried  about  for 
a  multitude  of  uses  in  home  or 
office.  It  has  its  own  carrying 
handle  and,  like  all  Lau  window 
fans,  has  fingerproof  guards  on 
both  sides. 


Another  interesting  and  popular 
feature  is  the  use  of  TWO  fans 
clipped  together  for  complete  air 
circulation  and  cooling.  Both  fans 
may  be  used  for  bringing  cool  air 
in,  exhausting  stale  air  or  —  the 
multiple  job  of  circulating  air  ! 
(bringing  air  in  and  exhausting  at 
the  same  time)  simply  by  revers¬ 
ing  one  fan. 

All  are  color  harmony  matched, 
finished  in  surf  green  baked 
enamel,  with  8  ft.  white  plug-in 
cords  and  white  rubber  feet.  All 
have  115V,  60  cycle,  AC  Motors. 

The  Lau  Blower  Company,  Dept. 
BS,  Dayton  7,  Ohio. 

*  *  * 

Wooster  Safety  Tread 
For  Stair  Repairs 

A  new  metal  .safety  stair  tread  ; 
has  been  developed  this  year  by  i 


Woo.ster  Products,  Inc.,  to  provide  ! 
an  ea.sy,  economical  method  of  j 
repairing  worn  .stairway  treads  as  ^ 
well  as  pre.serving  new’  treads. 


THE  TRIPLE  E/L61E 

All  Aluminum  Combination  Storm 
Windows  and  Screens 

The  finest  Triple  Track  Storm  Windows 
EVER  DEVELOPED,  and  we  can  prove  it! 

1.  You  will  be  proud  to  sell  TRIPLE 
EAGLE  windows. 

2.  They  have  every  feature  your  cus¬ 
tomer  wants  and  needs. 

3.  Compare  TRIPLE  EAGLE  feature  for 
feature  with  any  window  on  the 
market.  Convince  yourself. 

4.  We  will  he  glad  to  send  you  com¬ 
plete  details  or  arrange  a  demon¬ 
stration  at  your  convenience. 

Inquiries  invited  from  aggressive  indi¬ 
viduals  or  dealers  who  want  to  progress. 
Write  or  wire  collect  for  complete  infor¬ 
mation. 

Exclusive  K.  D. 
Operators  Wanted 

EAGLE  SALES  CORPORATION 

11-13-15  East  21st  St. 
Baltimore  18,  Maryland 
BEImont  5-8913-5786 


ANODIE  ALUMINUM 
MFC.  CO.,  INC. 

Presents  Its  All  New 

Triple  Track  All  Extruded 
Aluminum  Window 

$12.9S 

Across  the  Board 
and 

Double  Track  All  Extruded 
Aluminum  Window 

$10.95 

Across  the  Board 


Anodie  Aluminum  Mfg.  Co.,  Inc 

85  09  Northern  Blvd. 

Jackson  Heights,  L.  I.,  N  Y 
TEL.:  NE  9-4040  1 
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Called  the  “Stairmaster”,  the 
tread  is  made  with  a  permanent 
extruded  lightweight  aluminum  al¬ 
loy  base  in  a  standard  9"  depth, 
which  is  suitable  for  all  stairways. 
The  Stairmaster  is  furnished  in 
length  as  required  so  that  no  cut¬ 
ting  is  neces.sary,  and  the  treads 
can  be  easily  installed  over  worn 
stair  treads  after  the  existing 
tread  has  been  leveled  with  mastic. 

It  has  a  Itjj  inch  lip  which 
covers  and  protects  the  face  of  the 
stair  tread.  This  nosing,  combined 
with  the  attractive  design  of  beau¬ 
tiful  aluminum  base  with  contra.st- 
ing  black  sparkling  ribs  improves 
the  appearance  of  any  stairway. 
Screws  or  combination  screw  and 
lead  shield  are  used  to  .securely 
fasten  the  tread  to  the  stairs. 

The  Stairmaster  is  engineered 
to  meet  the  safety  requirements 
of  insurance  underwriters.  It  is 
lightweight,  ru.st-proof  and  ideal 
for  exterior  or  interior  stairs. 
Stairma.ster,  Dept.  S,  BS,  Woo.ster 
Product  Inc.,  Wooster,  Ohio. 

*  *  * 

Fiberglas  Tub  Enclosure 

The  EPRAD  Company  has  just 
introduced  to  the  plumbing  and 
building  trade  a  low-priced  bath- 
tub  enclosure. 


The  unit,  which  very  closely  re- 
.sembles  the  higher-priced  plate- 
glass  enclosures,  utilizes  flat  Fiber¬ 
glas  sheets  with  a  pebbled  finish. 
All  other  parts  are  of  etched  and 
anodized  aluminum.  Doors,  sus¬ 
pended  on  nylon  slides  in  the  top 
track,  result  in  extremely  quiet 
(Continued  on  Page  158) 


THERE'S  A  WORLD  OF  DIFFER. 
ENCE  IN  MEADOWSTONE  .  .  . 
that's  why  MEADOWSTONE  has 
no  competition ! 


Simple,  Sure 
Installation! 

Will  not  Crack,  bleach, 
or  crumble! 


•  Guaranteed! 


You  can  sell  transformation  magic  at  an  attrac¬ 
tive  consumer  price  and  make  real  money! 
Look  around  you  now  ...  at  the  homes  that 
can  be  made  better,  more  beautiful,  more 
t  filuable  than  new  —  and  you’ll  be  looking  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO-RISK  plan  today! 


Among  MEADOWSTONE’S  Unique  Features: 

•  Natural  rock-hewn  face 

•  Stone  up  to  20"  long 

•  Live  steam  cured 

•  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


Call, 


write 


Wire 


Mr. 


Mil  AiKiWSTCMl,  i.c. 


The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
YONKERS  8-3377 


MEADOWSTONE 

The  original  LIVE-STEAM  cured  cast  stone 


JALOUSIE  GLASS 

All  Types  of  Louvered  Glass 

MIRRORS -GLASS  FOR  ALL  PURPOSES 
AJAX  MIRROR  CORP. 

Manufacturers 

481  EAST  19lli  STREET  PATERSON,  N.  J. 

Tel.  LOngacre  3-0762  SHerwood  2-8286 


<S  Home  Improvement  Dealer 
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INDEPENDENT  LOCK  CO. 

Industrial  Products  Division  — Fitchburg,  Mass 


Elmont  1 
Leader  J 


New  Products 

(Continued  from  Page  157) 

operation.  The  unit,  which  will  fit 
any  five-foot  recessed  tub,  is  avail¬ 
able  in  five  attractive  colors.  An¬ 
other  excellent  feature  of  the 
EPRAI)  enclosure  is  its  simple  in¬ 
stallation. 

EPRAD,  1206  Cherry  Street, 
Dept.  BS,  Toledo  4,  Ohio. 


#441  SLA  Lockset 


Latch  bolt  positively 
staked  in  tube 


★  Latch  tube  rigidly 
retained  in  stile 


Porlyn,  Ltd.,  Producing  New 
Jalousie  Pull  Chain  Operator 

A  new  chain  pulley  unit  for 
operation  of  high  jalousies  and 
clerestory  type  windows,  has  been 
announced  by  Parlyn,  Ltd.  of  Mon¬ 
terey  Park,  California. 

The  new  unit  is  known  as  the 
Parlyn  #33  Pulley  Unit  and  is  used 
in  connection  with  Parlyn’s  #30  se¬ 
ries  Window  Operators. 

Built  of  Zamak-#5  for  heavy 
duty,  long  life  use,  the  #33  Pulley 
Unit  is  also  attractively  designed 
to  enhance  the  appearance  of  any 
residential  or  commercial  applica¬ 
tion. 


No  screws  or  rivets 
in  outer  knob 


backset 


jfl4415LA 
Lockset  with 
cylinder 
#4416A  Latch 
set  without 
cylinder 


Fool-proof  field  installation 


Patents  Pending 


Write  for  new  brochure  on  ILCO's  complete  line 
of  hardware  for  wood  and  metal  combination  doors, 


the  door  with  more  for 


more  beauty 
more  quality 
more  repeat  sales 
and  better  price! 


It  is  precision  engineered  to  give 
smooth,  trouble-free  operation  and 
easy  installation.  The  unit  is  com¬ 
pletely  reversible  for  either  right 
or  left  hand  use. 

This  unit  is  the  newest  in  Par¬ 
lyn’s  complete  line  of  quality  oper¬ 
ating  mechanisms  for  Jalousie, 
Casement  and  Awning  window's, 
now  being  manufactured  in  one  of 
the  most  modern,  efficient  plants  in 
Southern  California. 

Complete  information  may  be  ob¬ 
tained  by  wTiting  Parlyn,  Ltd., 
Dept.  33,  1600  Monterey  Pass 
Road,  Monterey  Park,  California. 


*the  star  of  the  NERSICA  show! 

the  1009o  extruded  63ST5  Aluminum  Combination 
Storm  and  Screen  Door 


•  Precision  Engineered 

•>  Sash  is  rattle-free,  draft-free 
O  Rugged  mitred  sag-proof  construction 
o  Ribbed  face  —  15/16 

•  Smooth  face  —  1" 

«<  Semi-concealed  stainless  steel  hinges 

•  Storm  King  Closure  —  Ideal  latch 

O  Aluminum  and  vinyl  Bottom  Expander  and  Rain 
Sweep 

•  Glass  replaced  in  a  jiffy 

O  Elmont  is  the  installer's  dream 

IMMCDIATC  DtLIVERY 

EXCLUSIVE  TERRITORIES  STILL  AVAILABLE 

tor  easier  sales  and  increased  profits  write  or  visit  our 
expanded  plant: 


SPECIAL  PLANS 

1.  Full  KD 

2.  Fully  assembled  with 
screen,  without  glass 
(lower  freight  costs) 

3.  Fully  assembled 


ELMONT  MANUFACTURING  CO.,  Inc 
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Hawkins  Introduces 
Metal  Hide-A-Stair 

The  Hawkins  Iron  Company, 
Inc.,  announces  the  availability  of 
a  metal  folding  attic  stair  that 
requires  no  assembly  and  can  be 
installed  as  a  unit  in  20  minutes 
for  ceiling  heights  7'6"  to  10'.  The 
.stair  is  simple  and  fast  to  operate 
with  complete  smooth  -  folding 
finger-tip  control.  It  weighs  no 
more  than  wood  and  is  light 
enough  for  a  child  to  operate.  The 
unit  is  all-metal,  so  there  is  noth¬ 
ing  to  break,  and  it  has  been  pre¬ 
cision  engineered  in  every  detail. 
It  includes  a  steel  handrail  for 
.safety,  and  non-skid  treads.  Hawk¬ 
ins  Iron  Co.,  Inc.,  Dept.  BS,  P.O. 
Box  670,  Birmingham,  Ala. 

!|C 

New  Window  Unit 
For  All-Weather  Use 

An  all  -  weather,  modular  unit 
window  which,  its  manufacturer 
says,  enables  builders  to  use 
Thermopane  insulating  glass  as 
economically  as  conventional  win¬ 
dows  and  storm  .sash  is  being 
manufactured  by  Builders  Prod¬ 
ucts,  Inc. 


Marketed  under  the  trade  name 
“Modernaire”,  the  window  is  avail¬ 
able  in  both  fixed  and  awning 
ventilator  type  .sash,  similar  in 
style  but  slightly  smaller  than 
regular  panel  windows.  The  ven¬ 
tilating  Modernaire  unit  comes 
complete  with  a  roll-away,  bronze 
.screen  eliminating  framed  .screen¬ 
ing  and  glazed  with  insulating 
glass  which  does  away  with  the 
need  for  storm  .sash.  Like  other 
panel  type  windows,  they  may  be 
(Continued  on  Page  160) 


INTERLOCKING  FEATURE 
KEEPS  WARMTH  IN 


-  COLD  OUT 


EASY  TO  SELL  -  SATISFIES  CUSTOMERS  -  BIGGER  PROFITS 


n 


THE  INSIDE  STORM  WINDOW  WITH 


S4tes 

APmt 


INTERLOCKING 

Two  interlocking  sections, 
when  in  a  closed  position, 
grip  and  form  a  hrm  lock 
which  seals  in  heat  and 
keeps  out  cold. 


Provides  greater  home  comfort  — 
healthier  living  conditions. 

Controls  excessive  eonden.sation. 

Cuts  fuel  cost. 

Easy  to  install. 

Glides  smoothly  and  easily  on  built-in 
rollers. 

Rolaglass  windows  are  self-storing, 
simple  to  remove,  and  easy  to  clean 
from  the  inside. 


WRITE 

WIRE 


fl} 


SOME  DEALER  FRANCHISES  OPEN 


O  EQUIPMi:\T 

COMPANY,  INC. 


8931  CARNEGIE  AVE 


CLEVELAND  6.  OHIO 


KREIDEL  VINYL  SPLINES 

designed  especially  for  the  Window  and  Door 
Manufacturing  Industries 

BETTER  AT  LOWEST  COST  BECAUSE  — 


•  exclusive  extrusion  process 

•  all  virgin  pure  materials 

•  uniform  quality 

•  dimensional  uniformity 

KREIDEL  PLASTICS, 

Generol  Office: 

5476  State  Road  Complete  Information 

Cleveland  29,  Ohio  and  Samples  Available 

SHadyside  1-3636 


West  of  Ohio: 


711  West  Lake  St. 
Chicago  6,  Illinois 
DEorbom  2-7380 
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ShoweRites  are  splash  proof  . .  .  draft- 
free.  Made  of  lustrous,  special  finish 
heavy  extruded  aluminum.  Double  ball 


bearing  roller  doors  for  smooth  glid¬ 
ing.  "Water-seal"  insulated  glass  in 
choice  of  fluted  or  frosted. 

Installed  in  Minutes  With  Only  a  Screwdriver 

No  installollon  headaches.  Goes  in  easil/, 
quickly.  Fits  any  standard  5'  recessed  tub. 
Also  available  for  4'/?'  and  5V2'  tubs. 

Get  in  on  the  ground  floor  on  these  new 
ond  glamorous  ShoweRite  Gloss  Bath  En¬ 
closures.  Priced  way  under  similar  units, 
they  are  a  "Nc'tural"  to  op  your  sales  and 
build  lasting  customer  satisfaction. 


New  Product's 

{Continued  from  Page  159) 

stacked,  used  sinjtly  or  in  ribbons 
to  Klaze  any  window  opening. 

According  to  its  manufacturer, 
Modernaire’s  distinctive  features 
include  ease  of  in.stallation ;  special, 
newly  developed  weatherstripping 
and  hardware;  economy  of  install¬ 
ation  and  u.se,  and  the  high  quality 
and  uniformity  of  precision  mill¬ 
ing. 

Units  are  delivered  ready  for 
installation  with  -  inch  blind 
stops  designed  to  fit  SCR  brick, 
masonry  and  frame  construction. 
The  blind  stop  and  brick  mold 
details  are  the  .same  as  on  conven¬ 
tional  double-hung  windows. 

Builders  Products,  Inc.,  Box  374, 
Dept.  BS,  Station  D,  Cleveland  27, 
Ohio. 

*  *  * 

Prufcoot  Brochure  On 
Masonry  and  Decoration 

A  colorful  new  brochure  de.scrib- 
ing  late.st  methods  of  combining 
decoration  with  protection  of  all 
types  of  ma.sonry  surfaces,  includ¬ 
ing  brick,  asbe.stos  shingle,  con¬ 
crete,  cement  block,  .stucco,  and 
cinder  block,  complete  with  de- 
.scriptions  and  illustrations,  has 
ju.st  been  issued  by  Prufcoat  Lal)o- 
latories,  Inc. 


In  addition  to  up-to-date  pro¬ 
cedures  de.scribed  in  this  brochure, 
Pruftite  Ma.sonry  Paints,  which 
combine  waterproofing  with  decor¬ 
ation,  and  which  are  recommended 
for  use  on  all  types  of  masonry 
con.struction,  old  and  new,  are  de¬ 
tailed  in  terms  of  specific  proper¬ 
ties  and  user  benefits.  It  also  con¬ 
tains  descriptions  and  illustrations 
of  such  additional  masonry  water- 


CONROY -PRUGH 
GLASS  COMPANY 

Since  1883  Distributors  &  Fabricators 
of  all  types  of  flat 
glass  and  mirrors 

DOMESTIC 

JALOUSIE 

GLASS 

Prompt  delivery  on  all 
types  and  sizes  of 

GLASS  LOUVRES 

LATEST  EQUIPMENT 
ENABLES  US  TO  QUOTE  YOU 
LOWEST  PRICES! 

Write,  Wire  or  Phone 
for  Price  List 

1420  WESTERN  AVE. 
PITTSBURGH  33,  PA. 
Phone:  FAIRFAX  1-1710 


K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 

NO  GIMMICKS  HERB 
Quality  and  Price  too 

OJust  the  finest  opportunity  avail¬ 
able  to  manufacture  Aluminum 
Storm  Windows  today.  You  work 
from  lineal  feet  and  save  $$  with 
no  large  inventories  required. 
$300  investment  puts  you  in 
business. 


Owe  offer  you:  Immediate  deliv- 
eiy,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.D.-Distribu- 
tor  and  Dealer  territories  avail¬ 
able  for  Me.,  Vt,  N  H.,  R.  I., 
Conn,  and  western  Mass. 


OBe  from  Missouri,  lump  on  the 
Bandwagon  and  see  for  yourself. 
Act  now  before  it’s  too  late,  for 
time  is  important. 

Write  —  Wire  today 

F  &  F  SALES 

118  Magazine  Street 
Cambridge,  Mass. 
University  4-6451 


160 


APRIL  1954  BUILDING  SPECIALTIES 


proofings  made  by  Prufcoat  Labo¬ 
ratories  as  Pruftite  Light  -  Fast 
Clear,  Pruftite  Heavy-Duty  Clear, 
and  Pruftite  Silicone  formulations. 
Another  feature  is  a  users  guide 
explaining  application,  surface 
preparation,  and  other  specifica¬ 
tion  data. 

Prufcoat  Laboratories,  Inc.,  50 
E.  42nd  Street,  New  York  17,  New 
York. 


THE  MODERN  BUILDING  MATERIAL 
FOR  LOGO  USES 
Wholesales  as  low  as  50<  ft. 

Dealers  everywhere  are  clamoring  for  this 
profit  making  material.  For  colorful  beauty  and 
glare-free  light!  Shatterproof  and  durable. 
Unlimited  uses  and  applications  for  soft-shade 
and  comfortable  shelter  everywhere.  Ideal  for 
patios,  porches,  awnings,  canopies,  fences, 
gates,  outdoor  screens,  greenhouses,  partitions, 
carports  and  cabanas.  UNILITE  can  be  nailed, 
drilled  or  sawed  with  ordinary  tools.  No  main¬ 
tenance. ..no  painting  or  upkeep  with  this  per¬ 
manent  building  material.  Seven  distinctive 
decorator  colors.  Amazingly  strong  but  light 
in  weight.  Provides  privacy.  Holds  back  glare. 
Widths  to  42".  Lengths  to  12  ft. 


Wooden  Lantern  Posts 
For  All  Settings 

Announcement  of  a  new  spring 
line  of  wooden  posts  has  just  been 
made  by  Nayco.  There  are  four 
new  models:  modern,  neutral, 
colonial  and  for  hanging  type 
lanterns. 


Attention  Building  Specialties  Distributors; 

Several  good  territories  available.  Inquiries  invited. 
Write  today  for  free  %amples  i  price*. 


1000  NORTH  ORANGE  DRIVE,  LOS  ANGELES  38,  CALIFORNIA  .  Hollywood  9-1468 
HOUSTON,  TEXAS  PORTLAND,  OREGON 


All  posts  are  made  from  outside 
wood,  usually  douglas  fir.  The  bot¬ 
tom  of  the  post  is  treated  with  a 
wood  preservative,  while  the  re¬ 
mainder  of  the  post  is  sanded  and 
readied  for  paint  or  varnish.  All 
models  weigh  about  25  pounds  and 
are  available  wdth  or  without 
ladder  rests.  The  overall  length 
is  8'. 

Nathan  Cohen,  Inc.,  1517  N. 
21st  St.,  Dept.  BS,  Phila.,  Pa. 


spoTiignTing  Tni 


Waste  Disposal  Unit  > 

For  Heavy  Use 

Built  specifically  for  heavy-duty 
commercial  and  institutional  use 
and  appropriately  named  the 
“Kitchen  Pig,”  a  new  wa.ste  dis- 
po.ser,  is  being  introduced  nation¬ 
ally  by  its  developers.  Kitchen 
Engineering,  Incorporated.  It 
handles  every  conceivable  type  of 
material,  from  bones  and  tough 
fibrous  sub.stances  to  husks. 

(Coiifinift’d  (ni  Page  162) 


Suppoit «  .  « 

TRGATMt^T 

REHABILITATiON 

RDUCAtlON 

RRSiARCH 
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The  Kitchen  Pig  features  an 
exclusive  three-way  cutting  action 
which  quietly  pulverizes  all  types 
of  food  waste.  A  vertical  ribbed 
cutter  speeds  break-up  of  waste 
and  prevents  it  from  packing 
against  the  side  of  the  extra  large 
hopper.  Spiral  grooves  force  pulp 
through  hardened  -  .steel  cutting 
edges  for  final  sizing  into  minute 
particles  suspended  in  liquid. 


Looking  for  Something 

NEW- but  NEW 
ill  Storm  Windows? 

WATCH  for  KOTA’S 

NEW  3  TRACK  WINDOW! 


With  a  brand  new  selling  feature  that  will 
mean  profits  to  you  .  .  . 

KOTA  brings  you  the  newest  news  in  storm 
window  con.struction.  Our  exclusive  new 
feature  will  put  real  life  in  your  selling  force. 

This  is  no  gadget  —  it’s  NEW  —  it  has  con¬ 
sumer  appeal — with  immediate  profits  for  you. 

Get  the  details  now  —  write  us  today  and  we*ll 
send  you  full  information  by  return  mail. 

North  Country  Road 

M  n T a  Point  L.  I.,  N.  Y. 

|m  U  mEk  Shoreham  4-2864 


The  device’s  three-way  cutting 
action  chops,  grinds  and  pulverizes 
and  eliminates  waiting  between 
charges  to  permit  the  unit  to  clear 
itself.  Kitchen  Engineering  Inc., 
9330  Santa  Monica  Blvd.,  Dept. 
BS,  Beverly  Hills,  Calif. 


New  Viewer  For 
3-D  Color  Slides 

With  the  introduction  of  the  new 
Stereo  Mailer- Vue,  Nestor  Produc¬ 
tions  claims  a  revolutionary  method 
for  the  u.se  of  3-D  color  slides  in 
.sales  activities. 


•  ELASTICIZED 

•  NON  STAINING 
•  EASY  TO  APPLY 

•  COLOR  HARMONY 


While  the  Stereo  Mailer  -  Vue 
embodies  features  found  only 
among  high  priced  viewers,  it  was 
expre.s.sly  designed  for  Low' -cost, 
easy  mailing  so  that  cu.stomers  .  .  . 
anywhere  .  .  .  can  ob.serve  products 
in  3-D  color. 
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It  comes  complete  in  a  heavy 
cardboard  mailer;  is  easy  to 
assemble  and  is  constructed  so  as 
to  withstand  constant  use  and 
handling.  The  Mailer-Vue  is  avail¬ 
able  also  completely  assembled  and 
packed  in  individual  Ct»rtons  which 
is  easily  mailed  with  stereoslides. 

Nestor  Productions,  Dept.  BS, 
7904  Santa  Monica  Blvd.,  Holly¬ 
wood  46,  California. 

«  $  I|C 

Nichols  Develops 
New  Building  Comer 

The  first  completely  new  design 
in  a  rustproof  Aluminum  Building 
I  Corner  since  the  early  part  of  the 

century  was  announced  recently 
by  the  Nichols  Wire  &  Aluminum 
Company. 


Called  STRAIGHTLINE,  this 
revolutionary  design  was  developed 
by  .some  of  the  nation’s  leading 
architects  who  wanted  a  building 
corner  having  a  clean,  modern, 
new  look. 

STRAIGHTLINE  Aluminum 
Building  Corners  are  available  in 
a  wide  range  of  sizes  for  all 
popular  thicknes.ses  and  widths  of 
siding. 

Nichols  VV’ire  &  Aluminum  Co., 
Dept.  BS,  1725  Rockingham  Rd., 
Davenport,  Iowa. 

*  * 

Support  Arm  For 
Lead  Screw  Tapping 

A  new  larger  support  arm  for 
“Auto-tap”  Lead  Screw  Tapping 
Attachments  features  and  adjust¬ 
able  slide  which  permits  16"  to  20/ 
round  column  drill  pres.ses  to  be 
u.sed  for  lead  screw  tapping. 

This  new  500  Series  support 
arm  is  available  in  several  models 
to  fit  different  column  diameters. 
Two  sizes  of  support  arms  are 
made  for  “Auto-tap”  Vi"  diameter 
{Continued  on  Page  164) 


LOOK  NO  FURTHER . . . 

here's  a  winning  combination! 

WARREN’S 

TRIPLE  TRACK  and  TWO  TRACK 

all  extruded  aluminum  storm  and  screen  windows 

You've  got  3  combination  winner  in  both  sales  and  profits 
when  you  sell  Warren  windows.  Our  advanced  two-track  design  has  triple-action 

operation  to  give  you  a  winner  that  meets  and  beats  all  competition 
in  performance  and  price.  And  our  triple  track  window 
wins  out  every  time  when  home  owners  insist  upon  the  best.  Kemember  — 

you're  always  a  winner 

with  WARREN 

.  .  .  MORE  FEATURES  OF  WARREN  WiNOOWS 

•  Precision  fabricated  by  craftsmen 

•  Engineered  without  gimmicks 

•  Inserts  stop  and  hold  in  any  position 

•  Patented  feature  makes  inserts  easily  removable 

•  Finger  tip  ventilation  control 

•  All  inserts  fully  weatherstripped  with  stainless 
steel  spline 

OPEN  Territories  •  ATTRACTIVE  Prices  •  IMMEDIATE  Delivery 

PHONE,  WRITE,  WIRE  lor  all  the  laets  today! 


WARREN 

ALUMINUM  PRODUCTS  CO. 

2501  Parkman  Rd.  Extension  P.O.  Box  1248,  Warren,  Ohio 
Warren  5-1805 


MADE  IN  AND  FOR  THE 
Bugged  new  England 
MAR  K  ET...sd  YOU 
KNOW*  IT'S  BEST>S 
ANYWHERE/  f' 


'IT  FLOATS!' 


.VLLIED’S  exclusive*  feature  pro¬ 
vides  a  “floating”  sill  that  adjusts 
to  variations  in  level  automatically 
and  with  unparalleled  security.  SASHES 
float  on  40"  of  tough,  weatherproof  spring¬ 
ing  in  “step-back”  frame  for  free  position- 
ability  and  weather-tight,  rattle-free  opera¬ 
tion. 

(•Protected  under  U.S.  Pat.  \o.  2523070) 


FREE  DELIVERY  100  MILE  RADIUS  OF 
NEW  LONDON  .  .  .  NOMINAL  COST 
BEYOND  WITH  1st  100  MILES  FREE! 

Full  Range  of  dependable 
41.L  AlU\fl\U\f  COMBINATION 

STORM  &  SCREEN  WINDOWS 

SENTINEL  —  economy  extruded  two-slide 
The  BERKELEY  —  rolled-trome  two-slide 
AMI  De  Luxe  TRIPLE  SLIPE: 

No  tracks!  No  chonnels! 


J  Write  for  unique  "KD"  Plan 

Allied  metals,  inc. 

1  4  Hamilton  Street 
Mew  London,  Conn 
Tel.:  3-1819 


<S  Home  Improvement  Dealer 
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New  Products 

(Continued  from  Page  16.3) 

and  1"  diameter  lead  screws,  ranj?- 
iiiK  from  80  to  11  pitch  for  #0  to 
•'*•{"  taps. 

Lead  Screws  for  the  adjustable 
support  arms  are  hardened  and 
irround,  and  split  nuts  are  preci¬ 
sion  cast  and  have  an  adjustment 
for  fit  and  wear  takeup.  A  Jacobs 
rubberflex  collet  and  nut  ali^rn  the 
tap.  A  floatinj?  lock  as.sembly  as¬ 
sures  positive  drive. 


WONDER 

GLEAM 


THE  ARISTOCRAT  OF 
ALUMINUM 


Aluminum  Polish  and  Cleaner 

IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 
UNCONDITIONALLY  GUARANTEED! 

Excellent  for  tie-in  with  your  storm  windows 
and  door  sales  or  door  opener  for  your  sales¬ 
men. 

8  oz.  jar  retails  for  $1.25  in  the  Eastern  area. 
Your  cost  $14.40  per  case.  24  j.ars  to  the 
case.  FOB  New  York.  H>-oz.  jar  available 
for  commercial  use.  12  jars  to  a  case.  Cash 
with  order. 

Write,  Wire  or  Phone  Your  Orders  Today 

WILLIAM  HOWARD  MFG.,  INC. 

"Manufacturers  of  Cleaning  Compounds 
for  Industry" 

147  COFFEY  ST.  BROOKLYN  31,  N.  Y. 

Phone;  ULster  2-5260 


Lead  screw  tapping  attachments 
reduce  tapping  costs  by  enabling 
unskilled  help  to  produce  precision 
threads  on  an  ordinary  drill  press. 
Automatic  Methods,  Inc.,  Dept. 
BS,  965  W.  Grand  St.,  Division  29, 
Elizabeth,  N.  J. 


Portable  Compressor 
For  Spray  Painting 

Commercial  speed  and  quality 
spraying  from  standard  household 
current  is  now  possible  with  a  new 
portable  compressor  announced  by 
the  Eclipse  Air  Brush  Co.  Desig¬ 
nated  Model  505,  the  unit  is  de¬ 
signed  for  high-efficiency  painting 
with  low  pressure  nozzles  and 
guns,  industry  standard  for  struc¬ 
tural  painting.  A  single  inexperi¬ 
enced  operator  can  pay  for  a  com¬ 
plete  spray  outfit  including  the  505 
compressor  in  less  than  the  first 
50  hours  of  operation,  the  manu¬ 
facturer  claims. 

Unusual  safety  and  performance 
features  include  (a)  tamper  proof 
automatic  unloader  built  into  the 
piston  head,  (b)  electric  switch 
with  thermal  cutout,  (c)  safety 


FIVE  CROWN  POINTS  OF 
ROYAL  SUPERIORITY 


STRONGII— -utro  "fwlEf"  stack 
wsad  to  atsuf*  risidity 

■  RIGNTiK— by  axclusiva 
''chrama-brita'*,  lb*  most  dosirod 
finish 

ORIGINAL— tho  dHforonco  is  in 
Iho  originality  of  dosign 

ROYAL  "TWiST'’--'beawty  unsur¬ 
passed  in  skillful  crafting  of 
aluminum 

CAST-ETTiS  —  ’’refectorite” 
finished  corner  ornaments,  ini¬ 
tials,  name  A  number  plates 


The  Original  Pre-Cast  Stone  Tile! 

Exclusive  franchises  available  for 
this  big-volume,  high-profit  item. 
Easy  to  sell  because  it  beautifies 
the  home  . . .  protects  and  insulates 
. . .  saves  noney  on  fuel  and  main¬ 
tenance.  Easy  to  install  ...  no 
servicing ! 

WRITE,  WIRE  Special! 

OR  PHONE  Plant  Franchises 

FOR  COMPLETE  in  Mid- 

West  and  Far 

INFORMATION  westi 


SEND  FOR  COMRLETE  CATALOG 

.  Phone  EV  2-0101 
Lr-  or  write  to . . . 


NATIONAL  HEATHER  STONE,  Inc 

Dept.  BS-4  2105  E.  Gillingham  St. 
Phila.  24,  Pa. 

rhon«:  DEIowar*  6-5900 
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valve,  (d)  no  exposed  moving 
parts,  (e)  a  kick  bar  prevents 
upsetting  and  provides  a  rack  for 
storing  hose  and  the  20-foot  length 
of  2rl2  cable.  In  addition,  the 
effective  capacity  of  pulsation-free 
air  is  increa.sed  by  an  ample  stor¬ 
age  tank. 


Despite  extremely  sturdy,  vibra¬ 
tion-free  construction,  the  new 
Eclip.se  505  compressor  is  fully 
portable.  The  entire  unit  weighs 
only  160  pounds  and  measures  24" 
long  by  26"  wide  x  26"  high.  It 
fits  readily  in  any  automobile 
trunk.  Rubber-tired,  semi-pneu¬ 
matic  wheels  plus  a  convenient 
pull-handle  make  it  po.ssible  to  take 
the  505  compres.sor  to  any  spray 
painting  job,  even  up  flights  of 
stairs. 

Eclipse  Air  Brush  Co.,  390  Park 
Avenue.  Dept.  BS,  Newark  7,  New 
Jersey. 

^  ^ 

Fence  Building 
Made  Easy 

A  new  and  ea.sy  way  to  build 
a  picket,  rail  or  louvre  type  fence 
through  the  u.se  of  brackets  has 
been  developed  by  Cosom  Indus¬ 
tries. 


Trade-named  Cee-Bee  Fence 
Brackets,  the  units  are  built  in  the 
shape  of  an  open  end  box  to  hold 
the  rails  or  cross  members  from 
(Continued  on  Page  166) 
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SCREW  PRODUCTS  COMPANY,  INC. 
GARDEN  CITY  NEW  YORK 


STOCK 


All  types  and  sizes  of  self¬ 
screws  (slotted  and  Phillips), 
machine  screws,  bolts,  nuts, 
rivets  and  washers 


Over  9000  items  in  slock  moons  immtdioft  dt- 
/ivor,  from  one  source 

•  New  Garden  City  plant  now  operating  at  top 
speed  onef  quality 

•  Unsurpassed  facilities  for  quantity  fobricotion  of 
sptcials 

•  A  staff  of  s*ason«d  engineers  always  available 
for  consultation 

•  Pionttrs  in  the  manufacture  of  stainless  steel 
fasteners 

WRITE  NOW  FOR  FREE  COPY  OF 
FASTENER  MANUAL  P23 

manufacturers  since  1929 


VlMt.  SALES  W  PROFITS 


for 

Contractors  -  Dealers  •  Distributors  -  Builders 


Backed  by 
Advertising 
to  make 
your  sales 
easier! 


offers  the  MOST 
to  Dealer-Builders 

fspecul  bigh-profit  dealer  discounts 
now  being  offered  to  introduce  this 
Louver  Window  to  your  markets.  ^ 
Arm  yourself  with  a  Demonstrator 
and  you'll  see  the  fastest  Sales 
Action  ever! 


f-r— 

JALOUSIES.  Inc 


P.O.  Box  150  W.  Palm  Beach,  Fla. 


SUBSCRIBERS  DESIRING 

CHANGE  OF  ADDRESS 

Is  your  magazine  addres.sed  correctly?  Examine  the  wrapper, 
and  notify  BUILDING  SPECIALTIES  &  HOME  IMPROVE¬ 
MENT  DEALER,  425  Fourth  Ave.,  New  York  16,  N.  Y.,  if  you 
desire  any  change.  Please  send  back  the  old  wrapper,  and 
the  new  addres.s,  and  allow  about  five  weeks  for  the  change. 


6t  Home  Improvement  Dealer 
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Ycor  Round 


PROTECTION 


Means  Ycor-Round 

PROFITS 


STRENGTH  — 

100%  extruded  63  STS  aluminum  can't  warp, 
chip,  er  crack.  Mitered  corners,  reinforced 
for  longer,  dependable  service. 


BEAUTY  — 

Tri-Slide  channels,  recessed  for  glamorous, 
picture-frame  beauty. 


CONVENIENCE  — 

Controlled  ventilation  summer  and  winter. 
Window  or  screen  inserts  remove  eosily  for 
cleaning  from  inside  the  house  by  pivo*  action. 

WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 


r^ermaseal  Manufacturing  Corp. 

■•und  Brook  New  Jersey 

ELIiot  6-2652 


New  Products 

(Continued  from  Page  165) 

one  post  to  the  other.  Fences  con¬ 
structed  in  this  manner  give  the  | 
appearance  of  rails  being  mortised 
into  the  4"  x  4"  fence  posts. 

Brackets  are  made  of  aluminum, 
bonderized  to  give  a  good  base  for 
paint,  and  come  in  three  board 
sizes:  1"  x  4'’,  1"  x  6"  and  2"  x  3". 
Main  construction  features  of  a 
fence  made  with  Cee-Bee  Fence 
Brackets  are  ea.se  of  building, 
simplicity  of  paint  and  repair, 
and  removability  of  the  sections  or  , 
rails  for  mowing  or  pas.sage  be-  j 
tween  the  posts. 

Dept.  KP,  Cosom  Industries, 
Inc.,  BS,  6012  Wayzata  Boulevard, 
Minneapolis  16,  Minnesota. 

*  *  * 

Metal  Weatherstrips 
For  Hinged  Windows 

The  “Awning”  type  window,  or 
swinging  .sash  opening  from  the 
bottom  and  hinged  at  the  top,  has 
become  very  popular.  Mo.st  of 
the.se  new  windows  are  made  of 
wood  and,  like  all  windows,  re¬ 
quire  weatherstrips  to  seal  them 
.satisfactorily  against  air  leakage. 
Storm  sash  can  be  u.sed  only  on 
the  inside  and,  of  cour.se,  they  are 
designed  to  minimize  heat  lo.ss 
through  the  glass  .  .  .  not  to  stop 
drafts.  To  accomplish  this  import¬ 
ant  function  of  eliminating  air 
seepage,  a  new  form  of  metal 
weatherstrip  has  been  devi.sed  for 
all  outswinging  hinged  windows. 


This  weatherstrip  is  attached  to 
the  frame  of  the  window  by  sim¬ 
ply  pushing  it  into  a  saw  kerf  or 
groove.  Once  it  has  been  inserted. 


BIGGER  SALES  plus 
HIGHER  MARKUP  equals 
BETTER  PROFITS 

with 

VERTICAL  BLINDS 

Sales  wise  dealers  who  can  spot  a  "sure 
thing"  are  climbing  aboard  the  LEROY 
bandwagon. 

The  modern  trend  in  window  decoration  is 
the 

3-WAY  VERTICAL  BLIND  that  serves  as 

•  DRAPES 

•  CURTAINS 

•  BLINDS 

DEALERS:  Write  or  phone  today  for  com¬ 
plete  details  of  our  NO  STOCK  plan.  We 
back  you  with  advertising  aids. 

Vertical  Blinds  Corp.  of  America,  Eastern 
Distributor 


96-10  —  101  AVENUE 
OZONE  PARK  16,  N.  Y.  Virginia  7-9670-1-2 


profit  On 

Screen  Replacement 

^enedtra  Pre-War— Post-War 

GBOHHET  WICKET 
SCREENS  SCREENS 


WE  STOCK  ALL  STANDARD  SIZES 


SCREENS  FOR  COMMERCIAL  WINDOWS 
16  TO  60  MESH 


SPECIAL  SCREENS  MADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  •  STEEL  •  ALUMINUM 


30  YEARS  of  KNOW  HOW 

MANUFACTURED  BY 

AIR-TEC  METAL  PRODUHS  CO. 

640  E.  7  MILE  RD.,  DETROIT  3.  MICH. 
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these  strips  are  permanent  fixed 
and  as  the  metal  used  has  a  spring 
quality,  they  provide  an  excellent 
tension  weather  seal. 

The  strip  is  efficient  for  out- 
swinging  casements  as  well  as 
“awning”  windows.  In  fact,  it  can 
be  applied  with  equal  ease  and 
effectiveness  to  double-hung  win¬ 
dows  too. 

Master  Metal  Strip  Service,  Inc., 
Dept.  BS,  1720  North  Kilbourn 
Avenue,  Chicago  89,  Illinois. 

*  *  * 

New  Attachment 
Converts  Drill  to  Planes 

Any  14"  or  to"  electric  drill  in 
a  few  seconds  becomes  a  portable 
planer  that  cuts  ten  times  faster 
than  hand  methods  when  the  new 
Roto  Speed-Planer  is  attached.  The 
handy  device  features  a  rotary 
cutter  of  high  grade  tool  steel, 
hardened  and  ground.  In  one  pass, 
it  cuts  a  smooth,  waveless  surface 
two  inches  wide  that  needs  no 
sanding.  Cuts  nails  and  brads 
without  damage  to  cutter  blade. 


THE  WINDOW  OF  TOMORROW  IS  AVAILABLE  TODAY 

CHECK  THE  SELLING  ADVANTAGES  OF  THE 
JALOUSIE  DESIGNED  WITH  THE  NORTH  IN  MIND 


s. 
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Beautiful  Appearance 

Weather-tight 

Heavy  Extruded  Aluminum 
Frame 

Simple  Screw  Assembly 
Easy  Glass  Installation 
Adaptable  Porch  Mullion 
PRICED  RIGHT 


Be  the  FIRST  to  represent  the  “Venetian  Window”  in  your  Area  —  Distributors  and 
Dealers  will  enjoy  the  ADVANTAGES  of  a  Northern  Manufacturer  — 

WRITE  —  WIRE  OR  CALL  TODAY! 


Venetian  WindauA 

SALES  OFFICES 

1007  SouHi  Elmora  Avenue 
Elizabeth,  New  Jersey 
EL  4-4420 


Qan^fi. 


FACTORY 

8-14  —  37th  Avenue 
Long  Island  City,  N.  Y. 
RA  9-3180 


Roto  Speed-Planer  features  a 
one-piece,  90-degree  gearbox  with 
gears  operating  in  a  seal  lubricant. 
This  permits  a  natural  grip  sim¬ 
ilar  to  the  familiar  hand  plane. 
Planer  can  be  tilted  for  angle¬ 
cutting  bevels  from  0  to  45  degrees. 
It  is  .said  to  work  equally  well 
across  grain,  on  plywood,  alumi¬ 
num,  plastic,  hardwood  and  all 
joints.  A  four-inch  cut  may  be 
obtained  by  reversing  work  and 
planing  the  other  half  of  the  mate¬ 
rial.  An  adjustable  table  allows  a 
change  of  the  depth  of  cut. 

Overall  length  is  eight  and  a 
quarter  inches;  width,  four  and 
three-quarter  inches.  Weight  is 
(Continued  on  Page  168) 


DISTRIBUTORS! 


Builders  will  have  homeowners  in  the 
palm  of  their  hand  when  they  sell  Weather  Wizard's 
1954  advanced  design  primary  sliding  window  —  Produced 
for  quality,  quick  sales  and  profits! 


Now  Ready  for  National  Distribution 

•  Precision  fabricated  of  100%  extruded 
aluminum 

•  Sturdy  master  frame  completely  beveled 
and  heliarc  welded 

•  Perfect  Drainage 

•  Finger  tip  sliding  and  ventilation  control 

•  Jiffy  lightweight  take  out  panels 

•  Glass  set  in  virgin  vinyl  glazing  channel 

•  Stainless  steel  weatherstripping— air  tight 

•  in  Fin  Trim  models — also  storm  and  screen 
panels  at  discount  prices 

•  Minutes  to  install 

•  Shipped  assembled,  semi  KO,  KD 

Ask  about  our  super  line  of  storm  windows 
and  doors  and  Jalousie  doors. 

for  details  write,  wire,  phone 

WEATHER  WIZARD  ALUMINUM  MFC.  CORP. 

so  Tvlip  Ploce,  Garden  City  Park,  L.  I.  N.  Y. 
Garden  City  3-4320 

Mtr.  ot  Aluminum  windows  and  doors 

Member  Long  Island  Builders  Association 


<5r  Home  Improvement  Dealer 
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PORCH  ENaOSURES 

are 

PROflTABLE! 


A  big>volume  sale,  a  year- 
round  selling  season,  a  fast, 
simple  installation  job.  That's 
the  kind  of  line  your  salesmen 
like  to  push,  you're  sure  to 
cash  in  on.  That's  VICTORY 
Porch  Enclosures.  They're 
shipped  complete  with  all 
hardware,  one  man  can  install 
in  a  day  and  a  half.  Screens 
are  inserted  —  storm  sash 
panels  can  also  be  installed 
in  the  same  unit. 


TOP  QUALITY  (ONBINATiON  DOORS 


FULL  1"  63ST5  ALCOA  EXTRUSIONS.  Stanley  stainless  steel  hinges.  Dexter  lock  it 
desired.  Corbin  door  check.  Can  be  one-lite  or  two-lite.  It  oil  adds  up  to  the 
tiiiest  door  on  the  market,  and  at  a  price  you  can  talk  about.  You've  got  to  see 
this  door  to  believe  it,  but  once  you  see  it  you'll  sell  it!  Custom  doors  also 
available. 

Immeiliat*  Delivery  —  Top  Notch  Service 


y 


WRITE,  WIRE,  OR  PHONE  FOR  FULL  INFORMATION! 


ICTORY  STORM  SASH  &  SCREEN  CO.,  INC. 

124*12^  South  Terrace  Avenue,  Mount  %4'riioti.  >.  \,  #  Mt^unt  Vi 


ANSWER: 


Pnxdectaiuri 


QUESTION:  ^04jul  <£a  9  keefi  cdi44fU4U44fi 
doOAAr  OHxi  wiHxSxUAAi  cleG4t? 

Protec talum  the  answer  to  the  question  so 
ofter>  asked  at  the  time  of  purchase:  "How  do  I  keep  these  doors  and 
wirxiows  clean?  '  Net  only  will  your  customers  be  proud  of  doors 
and  windows  kept  bright  with  Protectalum, 
but  they  will  do  a  selling  job  on  everyone 
who  sees  them  Try  Protectalum  on 
doors  and  wirvJows  before  de¬ 
livery  and  see  your  "extra  sales" 
profits  soar  with  every  sale!  Re¬ 
member,  Protectalum  is: 

•  mode  specifically 
for  oluminum 

•  sold  exclusively  by 
aluminum  dealers 

Retail  price  for  8  oz.  package 
$1.00.  40%  discount  to 
dealers  on  case  lots  (24). 

Sample  75c;  also  available  in 
gallons  at  $2.75  net. 

PROTECTALUM,  INC. 

lie  CENTER  STREET  NEW  MILFORD.  N.  J. 

Oradell  8-61 9S 


New  Products 

{Continued  from  Paifr  167) 
approximately  three  and  a  half 
pounds.  Honeycutt  Manufacturing 
Company.  Inc.,  Dept.  BS.  2715 
Oak  Street,  Kansas  City  8.  Mo. 

«  oje 

Revolving  Ports  Bin 
Space,  L^or,  Time  Saver 

A  new  revolving  parts  bin  called 
SPIN-A-BIN  is  announced  by  the 
manufacturer.  Walker  Bag  Com¬ 
pany. 


Made  in  two  sizes  of  heavy 
welded  steel  construction,  the  new 
SPIN-A-BINs  are  available  in  a 
4  tier  size  with  20  divided  sections 
and  a  3  tier  size  with  15  divided 
sections.  The  4  tier  bin  weight 
10  lbs.,  and  measures  IS*  j,"  high 
by  12^o"  in  diameter.  The  3  tier 
bin  weighs  9  lbs.,  and  measures 
1414"  high  by  12^  -/'  in  diameter. 
The  easy  working  ball  bearing 
revolving  mechanism  makes  all 
divided  sections  quickly  and  easily 
accessible. 

According  to  the  manufacturer 
the  new  SPIN-A-BIN  equipment 
saves  floor  space,  labor  and  time 
in  the  storage  and  handling  of 
.stock,  tools  or  small  parts  in  store 
rooms,  tool  cribs,  assembly  lines, 
on  tool  benches  and  in  home  hobby 
shops.  ^ 

Waiker  Bag  Co.,  1505  Broadway, 
Cleveland,  Ohio. 

3|e  ^ 

Pollack  Maple  Tops 
For  Youngstown  Cabinets 

A  new  and  complete  line  of 
Maple  Counter  Tops  for  kitchen 
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cabinets  that  conform  with  the 
specifications  of  Youngstown- 
Kitchens,  has  just  been  introduced 
by  Poliak  Industries  Corporation. 
In  addition  to  these  Youngstown- 
style  cabinet  tops,  which  will  be 
sold  directly  to  dealers  and  dis¬ 
tributors,  Poliak  has  been  manu¬ 
facturing  Maple  cabinet  tops,  since 
1946,  to  fit  most  makes  of  kitchen 
cabinets. 


According  to  Fred  Poliak,  Pres¬ 
ident  of  the  firm,  “the  addition  of 
this  new  line  of  Youngstown-style 
maple  cabinet  tops  to  our  regular 
line  of  11  o  inch  thick  Kitchen-Kate 
brand  cabinet  tops,  will  give  us  a 
complete,  one-source,  assortment 
of  Maple  Cabinet  Tops  that  will 
fit  most  kitchen  cabinets. 

This  new  line  of  Youngstown- 
style  Maple  cabinet  tops  are  guar¬ 
anteed,  by  the  company,  to  fit 
Youngstown  cabinets.  Both  this 
new  line  and  Poliak’s  own  stand¬ 
ard  line,  is  warranteed,  by  the 
company,  against  warping  or  de¬ 
fects.  Poliak  Industries  Corp., 
Dept.  BS,  Escanaba,  Mich. 

*  *  * 

Comet  Line  Adds 
New  "Utility"  Saw 

Announcement  of  the  latest  ad¬ 
dition  to  the  Comet  line  of  radial 
power  saws,  the  Utility,  has  jiust 
been  made  by  A.  C.  Johnson,  Presi¬ 
dent  of  Con.solidated  Machinery  & 
Supply  Company.  This  new  tool 
is  designed  to  provide  a  greater 
work  capacity  than  the  pre.sent 
Comet  “Cub”  model,  yet  meet  the  I 
requirements  of  builders,  cabinet 
shops  and  other  commercial  u.sers 
at  a  low  price. 

The  Utility  is  built  on  the  Comet- 
pioneered  retractible  arm  principle 
which  leaves  the  table  top  clear  for 
{Continued  on  Page  170) 


NEW 


Parlyn  No.  33 
Overhead  Pulley  Unit 


Parlyn,  Ltd.  announces  the  newest  unit  in 
its  complete  line  of  quality  Hardware  and 
operating  devices  for  both  wood  and 
metal  Jalousie  Windows,  Casement  Win¬ 
dows  and  Awning  type  Windows. 

The  Parlyn  #33  Pulley  Unit  was  designed 
to  meet  the  need  for  simple  operation  of 
high  Jalousie  and  Clerestory  type  win¬ 
dows.  Completely  reversible  for  right  and 
left  hand  use.  Built  of  strong,  durable 
Zamak  #5  for  long  life,  trouble-free  op¬ 
eration.  For  use  with  Parlyn  #30  series 
Window  Operators.  Easy  to  install. 

Write  or  wire 
for  complete  information. 


PARLYN.  LTD. 


Manufacturers  of  Quality  Hardware 
1600  MONTEREY  PASS  ROAD,  MONTEREY  PARK,  CALIFORNIA 


Two  Things  You  Can  Expect  From 
Ardmore  Aluminum  Products  .  .  . 


M  Speed 


Small  Punch  and  Die  Work  A  Specialty 

Patents  Developed  ’  Experimental  Specialists 

"Prompt  and  courteous  service  assured  on  all  orders" 

ARDMORE  ALUMINUM  PRODUCTS 

10500  Wheatley  Street  Kensington,  Md.  Lockwood  4-8525 


&  Home  Improvement  Dealer 
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FOR  BETTER  SHAPES 


EXTRUSIONS 


KESSLER  PRODUCTS  CO 


4521  LAKE  Park  RD  YOUNGSTOWN 
PHONE  STrrIinq  S  9657 


New  Products 
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easier  work.  The  arm  is  a  hardened 
steel  bar  with  }?round  tracks  for 
smooth  operation.  It  rides  on  a  .set 
of  eipht  permanently-sealed  ball 
bearings  and  the  arm  housiiiK  has 
felt  wipers  that  prevent  sawdust, 
etc.,  from  enterin^r  the  bearings. 


3-TRACK  EXTRUDED 
ALL-ALUMINUM 

STORM  &  SCREEN 
WINDOWS! 


Eost  Coast 
Sfotcs 


Avoiloble 
Knocked 
Down, 
Lengths,  or 
Fully 

Assembled 


Write 
or  Phone 


Greater  safety  is  provided  by  the 
new  10"  blade  guard  with  anti-kick 
back  dogs  placed  at  the  infeed  end 
where  they  grip  and  hold  the  ma¬ 
terial  before  the  saw  blade  engages 
the  work. 

It  is  claimed  that  this  saw  can 
perform  all  the  important  wood- 
cuting  functions  and,  with  simple 
attachments,  can  join,  shape,  bore, 
etc.  Consolidated  Machines  &  Sup¬ 
ply  Co.,  Dept.  BS,  Los  Angeles, 
Calif. 


425  Third  Arc.,  Brooklyn  15,  N.  Y. 
Tol.:  south  8-5095 


EXTRUDED  PLASTIC 


HOLLOW  and  SOLID 


Master  Cooling  Unit, 
Economy  Model 

The  new  VALLEY  ECONOMY 
MODEL  fan,  horizontal  or  vertical 


Our  rapid  engineering  fa 
cilities  and  die  shop  en¬ 
able  us  to  give  prompt, 
efficient  service  on  your 
plastic  extruded  shapes 
Our  new  plant  is  com 
pletely  equipped  .  .  . 
compounding  to  finished 
extrusions. 


SPECIALISTS  IN 

Glazing  Strips,  Channels 

Weatherstripping 

Compounded  and  Extruded 
To  Your  Particular  Requirements 


WE  HAVE  A  COMPLETE 
LINE  OF  KESSLER-ENGI¬ 
NEERED  DOOR  SWEEPS 
AND  CUSHION-SEAL  PLAS¬ 
TIC  WEATHER  STRIP. 


discharge  type,  is  a  Master  Cooler 
for  both  home  and  indu.stry.  These 
fans  are  equipped  with  steel 
venturi  type  housing;  frame 
constructed  of  steel  tubing,  die- 
formed  ;  ball  bearing  sealed-for-life 
blade  shaft ;  Torrington  blades  and 


INDUSTRIAL 

RUSTICS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WiViDOW  INDUSTRY 
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Westinghouse,  or  equal,  motort^. 
Available  in  sizes  24"  through  42". 
CMM  ranges,  6,900  through  16,500. 
These  fans  are  constructed  of 
lighter  gauge  material  than  the 
VALLEY  DeLUXE  models.  Valley 
Fan  Mfg.  Company,  Dept.  BS,  Fort 
Valley,  Ga. 

♦  sj: 

Portable  Metal  Bond  Saw 
For  Easy  Operation 

An  electric  metal-cutting  band 
saw  that  is  not  just  movable  but 
completely  portable  has  been  in¬ 
troduced  by  the  Porter -Cable 
Machine  Company.  The  new  Model 
524  Porta-Band  Saw  weighs  only 
16  lbs.,  is  scarcely  larger  than  a 
hand  hack  saw’,  and  is  15  times 


faster  by  actual  test.  It  is  said  to 
be  the  only  metal-cutting  saw  ever 
made  that  is  fast  and  light  enough 
to  be  used  free-hand  in  any  posi¬ 
tion.  The  524  with  a  stock-cutting 
capacity  up  to  3*  j."  by  414"  is 
equal  to  a  large  hack  saw.  Even 
inexperienced  w’orkers  can  cut 
ferrous  and  non-ferrous  metals, 
plastics  and  other  problem 
materials  with  greater  speed  and 
accuracy. 

The  light,  balanced  Porta-Band 
Saw  can  be  operated  easily  in  any 
position  —  overhead,  vertically,  or 
w’ithin  a  t  j."  of  flush  with  the 
floor.  Porter-Cable  Machine  Co.. 
Dept.  BS,  Syracuse,  N.  Y. 

*  *  * 

RTV  Silastic 
Cures  in  24  Hours 

A  new  silicone  rubber  that  vul¬ 
canizes  at  room  temperature  has 
been  developed  by  Dow  Corning 
Corporation.  Identified  as  RTV 
(Room  Temperature  Vulcanizing) 
Silastic,  it  develops  the  high  and 
low  temperature  .stabilty,  w’ater 
{Coutmued  oh  Page  172) 


iruelest  enemy 

Strike  back 


THE  FIGHT  ac^ainst  cancer  is  Ikmiiej  \vac[cd  cease¬ 
lessly  in  the  research  lalMiratory,  in  the  hospital, 
tlu-  <locior's  oflice.  With  new  methods  of  diat^nosis 
and  treatment,  medical  science  now  has  weajKtns 
to  comitat  man's  crudest  enemy  more  effectively 
than  e\er. 


iiii  si;  i.iFKSAViNG  ADVANCES  ha\e  Ix-en  made  i)OS- 
sible  l)y  the  erenerous  contrilnitions  of  vour  fellow 
Americans.  To  them  the  .Sword  of  Hope,  symlxtl 
of  the  .\merican  Cancer  Srxiety's  attack  throuch 
research,  education  and  service  to  patients,  ijives 
assurance  of  continuin<4  |)roijress  today  ...  of 
tjreater  trains  tomorrow. 

JOIN  WITH  THEM  in  strikintj  Itack  with  a  gih  to 
the  .American  Canc<“r  Society. 


inericaii 


,aiiccr 


GE.N  i  i.kmkn: 

n  Please  send  rn<-  free  inloriiiation  on  cancer. 

□  hnclt)sed  is  my  contribution  of  S . 

to  the  cancer  crusade. 


Address 


ify . Stole . 

'siiiipK  addri  ss  the  envelope: 

CANCEK  c/o  I’ostinaster,  .Name  of  ^’our  Town 


jC 

.  4- 

THE  HARRISONS 

> 

> 

\ 

Namefiiaie 

Protection  and  beauty  that  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
a  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  3("  doors.  Simply  cut  off  ends  for 

HEmtock  4-2709  | 

DUNCAN-MORRIS  CO.  | 

4S  N.  Valley  St.  i 

♦ 

t  , , 

top  bor  only  or  plain,  without  scrolls.  Write: 

AKRON  3,  OHIO 

1 
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Pride  of 
Possession 


•  A  little  girl  has  a  favorite  doll, 
and  she  dresses  it  in  frilly  clothes 
and  ties  ribbons  in  its  hair  for  all 
to  see  .  .  . 

•  A  high  school  boy  gets  his  first 
jalopy,  and  he  does  odd  jobs  after 
class  so  that  he  can  buy  colorful 
gadgets  and  bright  chrome  acces¬ 
sories,  in  order  to  make  his  car 
distinctive,  and  “special"  and  some¬ 
thing  uniquely  his  .  .  . 

•  A  mother  treasures  the  first, 
laboriously  written  words  of  her 
youngest  child,  and  hangs  the 
smudged  little  note  in  a  place  of 
honor  so  that  all  visitors  may  see 
and  marvel  .  .  . 

Pride  in  the  very  special  things 
that  are  yours  .  .  ,  the  things 
that  mean  so  very  much  to 
you  .  .  .  are  the  things  that 
receive  your  extra  care,  your 
very  special  attention. 

The  family  that  is  proud  of 
its  home,  shows  its  pride  of 
possession  by  the  little,  extra, 
thoughtful  touches  it  brings  to 
that  home. 

A  decorative  aluminum  door 
grille  on  the  front  door  of  a 
home  is  an  example  of  one  of 
these  special  touches. 

It  betokens  a  family  whose 
members  are  proud  of  their 
home  and  want  everyone  to 
know  it. 

We,  at  Dec-O-Grilles,  Inc.,  take 
pride  in  our  workmanship. 

And  when  we  design  and  man¬ 
ufacture  our  aluminum  door 
grilles,  we  keep  especially  in 
mind  those  people  who  take 
pride  in  their  homes. 

In  short,  Dec-O-Grilles  are 
made  for  tho.se  discriminating 
persons  who  take  deep  pride 
in  their  homes,  and  who  de¬ 
mand  the  very  finest. 

Write  for  our  free  catalog  and 
price  list. 

Phone  LOng  Beach  6-1644 

Dec-O-Grilles,  Inc. 

.">02  PARK  PLACE 
LONG  BEACH,  N.  Y. 
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repellency  and  chemical  resistance 
characteri.stic  of  silicone  rubber 
within  24  hours  after  application. 

Neither  heat,  pre.ssure  nor  full 
exposure  to  air  is  required  to  cure 
sections  up  to  i/g"  thick.  Sections 
up  to  1"  thick  may  be  cured  under 
pressure  up  to  50  psi,  however,  and 
curing  time  can  be  substantially 
shortened  if  heat  is  applied  after 
the  rubber  has  .set. 


RTV  Silastic  is  available  in 
several  .solvent-free  consi.stencies, 
ranging  from  fluid  enough  to  flow- 
under  its  own  w-eight  to  heavy 
enough  to  require  milling.  It  is 
shipped  and  stored  in  the  form  of 
tw'o  separate  components,  each 
containing  a  cataly.st.  When  the 
components  are  mixed  in  equal 
parts  by  w-eight,  they  react  to  form 
a  non-heat  vulcanizing  .system.  The 
material  sets  in  approximately  4 
hours,  cures  in  24  hours,  and  de¬ 
velops  optimum  properties  in  4  to 
7  days. 

The.se  properties  suggest  the  u.se 
of  RTV  Silastic  as  a  cloth  coating 
dope,  a  caulking,  glazing  and  seal¬ 
ing  material,  a  potting  and  encap¬ 
sulating  compound  for  electric  and 
electronic  a.s.semblies,  and  a  casting 
compound  for  flexible  molds. 

Dow  Corning  Corp.,  Dept.  BS,  , 

Midland,  Mich.  I 

*  *  * 

Door-Closer  Display  | 

Announced  By  Shelby  ! 

A  “Shelby  Doorman”  display 
demonstrating  Shelby  Screen  and 
Storm  Door  Closers  in  actual  use 
has  just  been  announced  by  the  | 


Buy  the 

Sweep 

that's 

Sweeping  the 

Nation 

★ 

The  Potented* 

WeatUe/doch 

EXPANDER  SECTION  WITH 
THE  SELF-ADJUSTING  SEAL 

★  Internal  —  cannot  be  seen 

★  Seals  Bottom  of  Door 

★  Compensates  for  off-level  sills 

★  Eliminates  service  calls 

WRITE  TODAY 
FOR  ILLUSTRATED 
FOLDER  &  PRICES 

☆ 

WecMte/Uoch 

Aluminum  Products 

107-60  130th  St,  Richmond  Hill  19,  N.  Y. 

★  U  S.  Pot.  No.  2,612,664 


HANUFAaURE  YOUR 
OWN  WINDOW 

From  Lineal  Stock 

It's  easy  —  inexpensive  —  profitable 
Have  a  business  of 
your  own.  All  parts 
needed  to  make 
windows  are  fur¬ 
nished  except;  Glass 
and  screen  wire. 

Buy  as  you  need  it. 
Cut  own  windows  in 
five  to  ten  minutes. 
No  large  investment. 
Give  one  day  ser- 


Quality 

Engineered 

Make  $4  to  $6 
extra. 

on  each  window 
you  make. 


As  low  as 


for  average  window. 
48  Hour 

guaranteed  delivery. 


Write  today  for  details 


Aluminum  Products  Company 

2290  E.  10  Mile  Rd.,  Hazel  Park,  Michigan 
Slocum  8-0200 
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Shelby  Spring  Hinge  Company. 
This  colorful  display,  in  bright  red 
and  yellow,  is  extremely  compact 
and  shows  the  efficient  operation 


of  either  the  Shelby  444  or  555 
door  closers.  When  the  door  part 
of  the  display  is  opened  the  closer 
closes  it  smoothly  and  quietly. 

As  a  special  attention-getter  the 
miniature  “Shelby  Doorman”,  in 
full  and  colorful  regalia,  directs 
attention  to  the  closer  and  ani¬ 
mated  part  of  the  display. 

The  Shelby  Spring  Hinge  ('o.. 
Dept.  BS,  Shelby,  Ohio. 

#  #  * 


CLASSIHED  ADVERTISING 

Under  this  heading  classified  advertisements  are  accepted  at  the  uniform  rate  of  25  cents  a 
word  but  no  advertisement  token  for  less  than  20  words  with  a  nitnimniti  charge  of  SS.OO: 
3  months  at  20c  per  word  per  insertion.  Check  or  Money  Order  must  accompany  copy  oi 
Classified  Ad.  Advertisements  soliciting  dealers  or  distributors  or  new  products  for  sale,  not 
accepted  in  classified  section.  Address  all  communications  to  Classified  Department,  BUILDING 
SPECIALTIES.  425  Fourth  Avenue.  New  York  16.  N.  Y. 


HELP  WANTED 


l-'l.\E  OFI’OKTL'NITV  FOR  manulacturer's  rep¬ 
resentative  to  sell  flat  and  corrugated  fiberglas 
sheeting  to  building  and  construction  trade.  Hox 
458,  lU'lLDI.VG  SI’KCI.M.TIES  &  Home  Im¬ 
provement  Healer,  4J5  Fourth  .Avenue,  Xew  York 
in,  X.  V. 


.S.ALES  .M.\.\.\(;EK  WAXTED:  Aluminum 
screens  are  rapidly  replacing  the  wood  screen  mar¬ 
ket.  Unlimited  opportunity  oflered  to  man  with 
imagination  and  unhounded  energy  to  set  up  small 
screen  fabricators  in  every  state.  Simple  instruction 
manual  furnished  dealers.  We  sell  all  materials 
needed  for  complete  fabrication  of  ail  types  screens. 
.Abundant  leaiis  from  our  national  advertising.  Our 
products  are  superior  in  ()uality  and  engineering  aiiu 
competitive  in  price.  I’resent  sales  volume  can  be 
tripled  without  exhausting  market  possibilities. 
Investment  opportunity  will  be  oflered  after  qualify 
mg,  if  desired.  L.  S.  Wilson  .\lfg.  Co.,  /4J1  S. 
Eoomis  lilvd.,  Chicago  ib. 


SITUATIONS  WANTED 


.\UVF:RTIS1X(.  .\XU  .MERCHAXHISIXC  ex¬ 
ecutive  :  Energetic,  creative  advertising  contact 
executive  seeks  to  relocate  with  manufacturer  or 
agency.  Excellent  background  includes  2  years  of 
merch,andising  and  selling  building  products.  26, 
a  live  wire,  will  locate  anywhere.  Require  approxi¬ 
mately  $6500.  Unusual  references.  Write  toilay. 
Box  459,  BUILHI.XC  SFECIAETIES  &  Horae 
Improvement  Dealer,  425  Fourth  .-Avenue,  Xew 
A’otk  16,  .X,  Y. 


S.AI.ES  M.AX.ACEK  WITH  20  years  experience 
in  building  specialties  and  last  7  years  specializing 
in  jalousies  on  48  State  basis,  ( pioneering  jalousies 
in  the  .Xorthern  States),  desires  association  with 
Iirogressive  tirm.  Box  4(i0,  BUILDING  SPE- 
(I.AI.TIES  \-  Home  Improvement  Dealer,  425 
Fourth  .Avenue,  Xew  A'ork  16,  X. 


,  SALES  .MANAGER,  EXPERIENCED  10  years 
;  aluminum  storm  windows  seeking  permanent  asso- 
i  ciation  with  progressive  manufacturer.  Highest 
!  references  with  proven  sales  record.  Could  easily 
!  adapt  to  any  building  specialty.  Box  451,  BUILD- 
;  I.XG  SPECI.ALTIES  &  Home  Improvement  Dealer, 
425  Fourth  .-Ave.,  .Xew  A’ork  16,  N.  Y. 


Marsh  Issues 
Panel  Pamphlet 

A  full-color,  8-page  catalog  fea¬ 
turing  the  complete  Marlite  line 
and  all  other  Marsh  products  has 
been  issued  by  Marsh  Wall  Prod¬ 
ucts,  Inc.,  manufacturers  of  Mar¬ 
lite  prefinished  paneling. 

Included  for  the  first  time  is  a 
complete  description,  with  color 
sw’atches,  of  new  Marlite  Plank 
and  Block  —  a  revolutionary  new 
paneling  which  eliminates  division 
mouldings  and  adhesive.  The 
Planks  are  16"  x  8'  and  the  Blocks 
are  16"  .square.  Also  included  is 
a  page  on  new  Korelock,  a  special 
hollow-core  paneling  developed 
primarily  for  new  construction. 

In  addition,  the  larger  Marlite 
panels  are  fully  illustrated  and 
de.scribed,  and  a  section  of  the  new  I 
catalog  is  devoted  to  eight  Marlite 
Woodpanels  and  five  Marlite  Mar¬ 
ble  Panels.  The  complete  line  of 
Marsh  mouldings  and  installation 
acces.sories,  plus  simplified  instal¬ 
lation  procedures  for  Marlite  Pan¬ 
els,  Marlite  Plank  and  Block,  and 
Korelock,  complete  this  valuable  i 
reference  guide.  Marsh  Wall  Prod¬ 
ucts,  Inc.,  Dept.  BS,  Dov’er,  Ohio. 


-AIF'G’S  AGE.NTS  WANTED  to  contact  Building 
.Material  &  Lumber  Dealers  on  Jalousie  Windows 
and  Doors.  Box  447,  BUILDING  SPEUIALTIEb 
&  Home  Improvement  Dealer,  425  Fourth  Ave., 
Xew  York  16,  -N.  Y. 


SALES.AIAN  WANTED;  ESTABLISHED  east 
ern  manufacturer  offers  tremendous  opportunity  to 
salesman  experienced  in  the  wholesale  distribution 
of  aluminum  primary  windows  and  storm  doors  and 
storm  windows.  If  you  qualify,  write  immediately. 
Chance  of  a  Lifetime.  Box  448,  BUlLDlNi, 
SPECIALTIES  it  Home  Improvement  Dealer,  42a 
E'ourth  Ave.,  Xew  A’ork  16,  N.  Y. 


:  SEVERAL  REPRESEXT.ATIA  ES  \\  .ANTED  to 
I  handle  complete  line  of  exterior  and  interior  re¬ 
surfacing  coatings,  to  industry,  wholesalers,  home 
i  improvement  dealers  and  building  trade.  Excellent 
profit  sharing  proposition — 30  states — 2  states  per 
representative.  Reply  Box  449,  BUILDING  SPEi 
CIALTIES  it  Home  Improvement  Dealer,  425 
E'ourth  .Ave.,  New  A'ork  16,  N.  A’. 


SALES.MAX  WHULES.ALE  ONLY  Alum  Comb 
Windows.  We  need  an  experienced  window  man  to 
open  new  accouiitn  ami  service  present  dealers  in 
the  N.  j.  area.  .Alust  presently  be  selling  windows. 
Salary,  plus  commission  and  car  expenses.  Inter¬ 
views  by  appointment  only.  Give  full  details  in  1st 
letter.  All  replies  confidential.  Write  Ever  Seal 
Mfg.  Co.,  158  .-Avon  .Ave.,  Newark,  N.  J. 


.M.AXUF.ACTI  RER’S  REP:  ALU.AIINU.M  awning 
field.  Choice  territories  open.  Write  Scatton  Bros., 
447-449  West  tjueen  Lane,  Philadelphia,  Pa. 


REPRESENTATIVES  WANTED  IX  .Midwestern 
and  Elastern  states  to  handle  three  fast  selling 
aluminum  combination  windows.  Box  454,  BUILD 
lN(i  SPEXI.ALTIES  &  Home  Improvement  Dealer, 
425  E'ourth  Ave.,  New  A’ork  16,  N.  A’. 


:  WHOLESALE  COMBINATION  STORM  window 
I  .salesman  with  successful  sales  record  and  following. 

Presently  representing  major  manufacturer  in  New 
i  A'ork  area.  Seeking  association  with  progressive  firm 
;  only.  Box  456,  BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer,  425  E'ourth  Ave.,  New 
A’ork  16,  X.  A’. 


MISCELLANEOUS 


RE.XT  OR  S.ALE  Sacrifice.  10,000-100,000  sq.  ft 
floor  space  as  single  unit  or  will  divide — industrial 
zone,  21st  ward  Phila.,  Pa.  Off  street  driveways, 
insulated  rmims  available,  high  ceilings — unlimited 
floor  loails,  immediate  possession — favorable  terms. 
I.  IL.A.  Co.,  Room  1200,  11  AV.  42nd  St.,  .New 
York,  .X.  Y.  LO-4-6370. 


.AIFG.  PL.AXT  E'OR  sale;  Including  dies  for 
puncliing  and  extrusion  everything  needed  for  the 
manufacturing  of  triple-track  self-storing  aluminum 
storm  windows.  .Ali  machinery  individually  motor 
driven  (can  be  easily  moved  to  your  own  location). 
So  real  estate  or  good  will  to  buy  !  Other  interests 
force  immerliate  disposal  of  this  successful  business. 
Can  be  seen  operating  daily.  A  good  money-maker 
if  you  have  the  time  to  devote  to  it.  Contact:  .Air. 
Frederick  Kaiser,  Pres.,  Kai'cr  Prorliicts,  3336  N. 
Ilroad  St.,  Phila.,  Pa. 


AA’ELL  ESTABLISHED  CO.AIPANA’  will  invest 
substantial  amount  in  fibre  glass  distributorship  or 
liartnership  in  this  line.  Reply  Box  452,  BUILDING 
SPECIALTIEIS  &  Home  Improvement  Dealer,  425 
E’ourth  .Ave.,  New  A’ork  16,  N.  A’. 


FOR  SALE:  COMBINATION  window  factory, 
located  Jersey.  Now  making  500  to  600  units  a 
month.  Selling  retail.  Large  capacity.  Sales  force 
will  remain  or  could  wholesale.  Good  door  sales — 
favorable  lease.  Box  453,  BUILDING  SPECIAL- 
riElS  &  Home  Improvement  Dealer,  425  Fourth 
.Ave.,  New  York  16,  N.  A’. 


.MANUFACTURER  AVILL  SELL  outright  at 
reasonable  price  all  dies  necessary  and  table  machin¬ 
ery  to  fabricate  an  overla.j,  beautiful  Triple  Track 
AA’indow  that  will  cost  you  $8.00,  excluding  labor, 
when  you  assemble  if.  Complete.  Also  will  help  you 
get  the  lineal  necessary  for  this  operation.  Write 
or  AA’ire  immediately.  Box  455,  BUILDING  SPE¬ 
CI.ALTIES  &  Home  Improvement  Dealer,  425 
E'ourth  .Ave.,  New  York  16,  N.  A’. 
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Ace  Industries  Co .  129 

Acme  Die  ('orp .  138 

Acme  Roofing  and  Mfg.  Co .  144 

Air  Master  Corp .  83 

Air-Tec  Metal  Products  Co .  166 

Air-V’ue  Products  Corp .  88 

Ajax  Mirror  Corp .  157 

Albert  I’roducts  Co .  172 

Albritton  Engineering  Corp .  17 

Alhom  Distributors,  Inc .  79 

Allied  Metals.  Inc .  163 

All  Metal  Serene  Products  Co.,  Inc..  165 

All-Time  Mfg.  Co..  Inc .  138 

Aluma  Kraft  Mfg.  Co .  25 

.Alumatic  Corp.  of  America .  6-7 

Alumex  Co .  95 

American  Cement  Products .  84 

American  Mirror  Works .  116 

American  Roofer  &  Siding 

Contractor  .  104 

Andrea  Mfg.  Corp .  109 

Anodie  Aluminum  Mfg.  Co.,  Inc....  156 

Ansel  .  74 

Ardmore  Aluminum  Products .  169 

Arrow  .Metal  Products  Corp .  73 

Atlas  Engineering  Co .  144 

B 

B  &  G  Mfg.  Co .  150 

B  &  M  Corp .  87 

Bendix  Aluminum  Products  Co .  78 

Building  Specialties  .  155 

Butler  Stamping  Co .  98 

C 

Calbar  Paint  &  V’arnish  Co .  140 

Calex  .  145 

Capitol  Doors,  Inc .  11 

Charles  Co..  The .  Ill 

Childers  Mfg.  Co . 14-15 

Colonial  Screen  Co .  130 

Commercial  Factors  Corp .  20 

Conneaut  Rubber  &  Plastics  Co .  148 

Conroy-Prugh  Glass  Co .  160 

Cool  Ray  Aluminum  .Awnings .  13 

D 

Dallas  Iron  &  Wire  W'orks .  139 

Daryl  Products  Co .  100 

Davis,  Inc.,  S.  D .  90 

Dec-O-Grilles,  Inc .  172 

Denison  Corp .  125 

Denison  Fabricating  Co .  147 

Detroit  Macoid  Corp .  156 

Duncan-Alorris  Co .  171 

Duo  Temp  Div.  of  Sunshade  Corp.  110 
Duro  .Aluminum  Personalized 

Homes.  Inc .  115 

E 

Eagle  Sales  Corp .  1.56 

Eastern  Building  Products  Corp....  149 

Effron  .Mfg.  Co.,  Theodore .  160 

Elgin  Softener  Corp .  ...  152 

Ellwood  .Aluminum  Door  Co.,  Inc...  86 

Elmont  Mfg.  Co .  158 

Emco  Cement  Pr(»ducts.  Inc .  142 

F 

F  &  F  Saks .  160 

Fanner  Mfg.  Co.,  The .  47 

Feather-Lite  Mfg.  Co .  57 

Federal  Screen  &  Sash  Co .  3 


Ferry  Screw  Products,  Inc.,  E.  W...  106 

Ford  Aluminum  Products,  Inc .  91 

Ford  .Metal  .Moulding  .Mfg.  Co .  143 

G 

Gardner  -Mfg.  Co .  134 

(iraham  Door  Co.,  The .  101 

(Jries  Reproducer  Corp .  144 

H 

Hadco  .Aluminum  Products  Co .  137 

Hawkins  Iron  Co .  128 

Hess  .Manufacturing  Co . .50-51 

Holden,  J.  .Minshall .  32 

Home  Enrichment  Corp .  134 

Home  Window  Co.,  The .  114 

Howard  Mfg.,  Inc.,  Wm .  164 

I 

Ideal  Brass  Works,  Inc .  154 

Independent  Lock  Co .  158 

Indu.strial  Pla.stics  Corp .  170 

Industrial  Steels.  Inc .  142 

Ingersoll  Products  Div.,  Borg- 

Warner  Corp .  8-9 

J 

Jamaica  Sash  &  Door  Co .  2 

Jarrow  Products  .  136 

Ja.sco  Aluminum  Products  Corp .  85 

Jason  Aluminum  Specialties  Co .  151 

Jerith  .Mfg.  Co.,  Inc .  139 

Jones  &  Brown,  Inc .  61 

Juniper  Aluminum  Products,  Inc...  16 

K 

Kaiser  Aluminum  .  12 

Kane  .Mfg.  Corp .  127 

Kelleher  Co.,  The .  103 

Kessler  Products  Co .  170 

Keystone  Alloys  Co. .  117 

Kota  Products,  Inc .  162 

Kreidel  Plastics  .  159 

L 

Lastik  Products  Co.,  Inc .  162 

l>eroy  Venetian  Blind  Co .  166 

Lisco  Product-s  Inc .  30 

Lock  Vent,  Inc . Back  Cover 

Louvre-Seal  Window  Products,  Inc.  153 
Lumite  Div.,  Chicopee  .Mills,  Inc..  .  99 

M 

Mahoning  Aluminum,  Inc .  23 

.Mallard  .Mfg.  Co .  155 

.Markee  Corp.  of  .America .  97 

.Maynard  Plastics,  Inc .  122 

.Meadowstone,  Inc .  157 

.Merit  Aluminum  Products,  Inc .  146 

Metal  Tile  Products,  Inc .  123 

N 

Nash  Mfg.  Co .  4 

National  Heather  Stone,  Inc .  164 

Nelson  Industries  .  59 

North-East  .Metal  Products  Corp...  31 

O 

Orchard  Brothers,  Inc .  107 

P 

Pamco  Window  Mfg.  Co.,  Inc .  124 

Paramount  .Aluminum  Products. 

Corp .  34 

Parlyn,  Ltd .  169 

Perfection  Jalousies,  Inc .  165 

Perma-Lite  Metal  .Awning  Corp .  150 

Perm-.AIuminum  Products  Co.,  Inc.. .  118 


Permaseal  .Mfg.  Corp .  166 

Protectalum,  Inc .  168 

Pyramid  Screen  &  Window  C.O.,  Inc..  170 

O 

Quaker  Specialties  Corp .  92 

R 

Roll  Coater,  Inc .  43 

Rologla.ss  Fkiuipment  Co.,  Inc .  159 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual .  137 

Royal  Factories .  164 

S 

Schlegel  .Mfg.  Co . 28-29 

Schwab  Jalousie  &  .Awning  Co .  140 

Sconzo  and  Sons .  66 

Season-all  Sales  Corp .  133 

Shelby  Spring  Hinge  Co.,  The .  126 

Shower  Enclosures,  Inc .  120 

Smith  Associates.  L.  W’ .  33 

Standard  Wire  Cloth  Co .  72 

Star  Expan-sion  Products  Co.,  Inc.. .  108 

Star  Stainless  Screw  Co .  102 

Stephen-Laurie  Mfg.  Co .  136 

Sterling  Awning  Co .  102 

Storm  Sash,  Inc .  94 

Storm  W'indows  of  Aluminum . 18-19 

Storm  Wizard  Mfg.  Co .  135 

Sunmaster  Aluminum  Awning  Co...  49 

Sunray  Jalousie  Co. .  105 

Sun-Sash  Company .  93 

T 

Therm-O-Lite  Mfg.  Co.,  Inc .  81 

Translucent  Products,  Inc .  96 

Triplex,  Product  of  Aluminum  Fab¬ 
ricators,  Inc .  113 

Tropical  Awning  Shutter  & 

Jalousie  Co .  32 

U 

Union  Aluminum  Co.,  Inc .  71 

Union  Machine  Co .  77 

United  Steel  Products  Corp .  21 

Unitron  of  California .  161 

V 

V'ee-Breeze  Aluminum  .Awning  Co..  89 

Venetian  Window  Mfg.  Corp .  167 

V'ent  Vue  Corp .  131 

Victory  Storm  Sash  &  Screen  Co., 


Volcano  Burner  Corp .  134 

V-Seal  Corporation . Third  Cover 

V’^ulcan  Metal  Products .  80 

W 

Ware  Laboratories>  Inc .  27 

Warner  Mfg.  Co .  121 

Warren  .Aluminum  Products  Co .  163 

Weatherlock  Aluminum  Products..  172 

Weather-Wise  W'indows,  Inc .  22 

Weather  Wizard  Aluminum  Mfg.  Co.  167 

Werner  Co.,  Inc.,  R.  D .  154 

Weyl  &  Gahagan,  Mfgrs .  90 

Wilson  Mfg.  Co..  L  S .  132 

Win-Chek  Co . 76 

Windows  by  Kent,  Div.  of  Micro- 

Moisture  ControLs,  Inc .  24 

Winsulite  Mfg-  Co .  141 

Y 

Yates  Company .  116 

Youngstown  Industries.  Inc .  119 
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. . .  ROU-FORMEO  atummum? 

Only  roiled  olumtnum  offers  the 
strength^  resilience^  flexibility,  ond 
lightness  thot  is  so  necessary  for  the 
protecting  outer  skin  of  oil  airplanes. 
This  rolled  outer  skin  must  resist  hoil, 
sleet,  snow,  ice,  moisture,  sudden 
temperature  dianges,ond  the  stresses 
of  excessive  wind  resistance! 

A  storm  window  must  for  the  most 
port  resist  these  Same  elements!  What 
better  proof  is  needed  to  show  thot 
ROLLEO-FORMED  aluminum  is  best  for 
aluminum  windows. 


STOitM  SASH 


PRIMS  WINDOWS 
V'Scol  VeneW«fl 
V'Seal  Ranch 

SCREINS 

Sfandord,  Grommet 
Wicket 


V-Seal  Deluxe 
V-Seat  Steelmatter 
V>$eal  Triple 

V-Seal  Side  Slide  ^ 

Combination  Basement  So$h 


All  V-Seal  products  are  avollabie  "K.O."  Each 
Mrindow  individually  packed  for  ea$y  storage 
ond  otsembly— another  "V-SEAt  FIRST"! 


We  ROU'FORM  cections  to  your  tpecifkationc. 


‘Am^rictfs  most  progressive  aluminum  window 
manufacturer” 


V-SEAL  CORPORATION 

1300  BATAVIA  ROYAL  OAK,  MICHIGAN 


V-Seol 

TRIPLE 


Beauty  .  .  .  Quality  .  .  .  Simplicity  .  .  . 
Durability.  A  triple  track  combination 
window  for  dealers  —  easy  to  assem¬ 
ble  —  easy  to  install. 

May  be  used  as  side  slide  prime 
window  having  its  own  storm  sash. 


V-Seal 

ALUMINUM 

COMBINATION 

DOOR 


Now  available  aluminum  combina¬ 
tion'  doers  made  cf  heavy  gauge 
extrusions.  Designed  to  blend  with 
all  types  of  architecture 


I — ni 


LOCK  VENT  AWNING 
MANUFACTURING 
DISTRIBUTORS 

GUARANTEE 

IMMEDIATE 


AUTHORIZED 

lodrA^ 

MANUFACTURING 

DISTRIBUTORS 

in  the  following  cities: 


Denver,  Colorado 
Fort  Dodge,  Iowa 
Minneapolis,  Minnesota 
St.  Louis,  Missouri 
Detroit,  Michigan 
Flint,  Michigan 
Fort  Worth,  Texas 
New  Orleans,  Louisiana 
Florence,  Alabama 
Kingsport,  Tennessee 
Memphis,  Tennessee 
Atlanta,  Georgia 
Macon,  Georgia 
Panama  City,  Florida 
Anderson,  South  Carolina 
Rocky  Mount,  North  Carolina 
Salisbury,  North  Carolina 
Exmore,  Virginia 
Richmond,  Virginia 
Roanoke,  Virginia 
Newport  News,  Virginia 
Charleston,  West  Virginia 
Pineville,  West  Virginia 
Fairmont,  West  Virginia 
Chilacotheo,  Ohio 
Akron,  Ohio 
Erie,  Pennsylvania 
Portsmouth,  Ohio 
Cleveland,  Ohio 
Springfield,  Missouri 
Des  Moines,  Iowa 
West  Chester,  Pennsylvania 
Yonkers,  New  York 
Hartsville,  South  Carolina 
Kensington,  Maryland 
Shreveport,  Louisiana 


■  ■  W  ■  ■  w  ■  mm  m  m  hb  ,  Sprmgheld,  Missouri 

/  ^  L  Moines,  Iowa 

■  I  %  #  ^  m  West  Chester,  Pennsylvania 

U  I  If  BL  mf  m  /  ^  ^  #  Yonkers,  New  York 

■■■  ^  ■■  m  Hartsville,  South  Carolina 

*  ^  m  Kensington,  Maryland 

^  M  ^  m  Shreveport,  Louisiana 

».»€UtCCtk€it 

GUABANTEES  PROFIT 


ALUMINUM 


PLASTIC  GLASS 


No  other  permanent  awning  offers  such  ■  ■  I 

service  to  its  dealers.  It's  not  too  late  to  take  I  I  ■ 

advantage  of  this  tremendous  opportunity.  I  I  jm 

There  may  be  a  dealership  open  in  your  ■ 

area.  Write  directly  to  Lock  Vent  for  com-  I  ■  ■  ■  HK  HH  ■  ■  ■ 

plete  information:  LOCK  VENT,  INC.,  P.  O.  ■  ■  ■ 

Box  26,  Virginia.  Phone: 

Chester  2561. 

SOME  MANUFACTURING  DISTRIBUTORSHIPS  AVAILABLE  IN  KEY  CITIES;  WRITE,  PHONE  OR  WIRE  TODAY! 


